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Performance and Prestige 


Columbia Dry Batteries have back of them three great values 
combined— 


1. More Power | oA 
2. Longer Life ; 
3. Prestige created through over 30 years os 


of universal supremacy in service 


Thoroughly established as the best in performance and satis- eae 
faction to the user, Columbia Dry Batteries are pre-eminently 


the fastest selling and most profitable for your dealers. 5 
It naturally follows that you and your house will prosper in 
proportion as you concentrate upon Columbias and thereby 4 
cash in on their Performance and Prestige. | 
Manufactured DY — our policy is 100% Jobbing distribution, so ae 
{ — es M . . “ 
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With the Editor 


ERHAPS it is pardonable at this 

time for us to make a few com- 

ments regarding the editorial fea- 
tures for the coming year. Tue Jos- 
BER’s SALESMAN realizes its respon- 
sibility as a spokesman of the elec- 
trical jobbing fraternity, and _ has 
arranged its editorial program to as- 
sist, as much as possible, jobbers and 
their salesmen in meeting the prob- 
lems which the new year will impose. 

From all indications, it seems that 
1928 will show a continuation of the 
past year in the necessity for construc- 
tive business effort, and to keep 
abreast of the trend of the times we 
plan to publish more articles of a 
practical nature. written by jobbers_of 
long experience and sound judgment. 
We have already made arrangements 
with a number of leading executives in 
the jobbing ‘field to contribute their 
ideas with regard to the different 
phases involved in the distribution of 
electrical supplies. These articles will 
be written with the express purpose of 
offering helpful suggestions to jobbers 
and their ‘representatives. 

As an illustration, the February is- 
sue will contain an article giving in- 
formation on the 1923 fan situation 
from the standpoint of applications 
and _ sales. 


* * 


Our thanks are extended to the 
many jobbers who have given editorial 
assistance during the past year, par- 
ticularly those who have sent in mar- 
ket reports from month to month. We 
are also indebted to the many manu- 
facturers as well as jobbers who have 
contributed the opinions on the busi- 
ness outlook which appear in this issue. 

With general business conditions on 
the mend, with optimism the prevail- 
ing note in our own industry, and with 
an apparently full realization of the 
problems to be faced, it is evident 1928 
will be one of progress and accom- 
plishment. Let’s go! 
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The “Bull Dog” is different 
because of: 
Strong Rugged Construction. 
Interlocks. 
Positive quick make and 
Positive quick break. 
Many well placed knockouts. 
Reversible and interchangeable end 
plates. 
Large cabinet. 
All parts keyed together. 
Double insulation at cross-bar 
and switch-blades. 
Blades are strengthened by cross-bar. 
Reversible blades. 
Type “A” Construction. 
Underwriters’ Classification “A.” 
Fine appearance. 
Unit blade construction. 


Bu 







































































“The ‘Bull Dog’ is 
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Standard Equipment Here” 


“We have adopted it because rigid tests have 
shown it to be strong and safe. We cannot 
afford to risk injury to our men by having 
switches in which blades may become loose, in 
which the cabinet is so small that it is danger- 
ous. 


The “Bull Dog”’ safety switch was designed with 
the co-operation and advice of engineers of many 
of the largest industrial plants in the country. In 
it are incorporated many suggestions—in it will 
be found none of the faults of the earlier en- 
closed switches. 


When you tell your customers about ““Bull Dog,’’ 
they will tell you—‘That is the switch I want!” 
Try it and see. Ask us how you can increase 
your profits on each switch sale and how you 
can make more sales. 
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A Message’to Jobbers’ Salesmen 





Year- After- Year Return 


T IS a day in January. The wind 
sweeps through the streets. The 
window panes seem to be mere con- 

ductors for cold air. We cannot get 
home because the 
street cars are stalled 
by the blizzard. So 
we turn to our neigh- 
bor at desk, machine 
or counter, and say, 
“Whew! But this is 
regular Alaskan 
weather.” 

Always the Alaska 
of the popular mind 
has been the home of 
old Boreas, intense 
cold, and the scene of 
a dramatic gold rush. 
The milder climates 
and enormous undeveloped resources of 
sections of Alaska are so unknown that 
for a long time a single company had no 
competition in harvesting its wealth. 

* * * * 


Under United States ownership 
Alaska has paid a yearly return of more 
than its purchase price. In a single ten 
months $14,500,000 in gold alone was 
imported into the United States—more 
than twice the amount we paid for the 
territory. Other imports from her soil 
and waters brought the total up to al- 
most $81,875,000. The return of more 
than eighty-one millions of dollars is 





eleven times the purchase price—a 
worth-while year-by-year return. 

Just as the money invested in the 
purchase price for Alaska has brought a 
large year-after-year 
return to the United 
States, so does the 
money invested in 
advertising in THE 
JOBBER’S SALESMAN 
bring year-after-year 
dividends — both to 
the advertisers and 
to their customers. 

The advertise- 
ments in each issuein- 
fluence readers. They 
become customers of 
the advertiser. Their 
patronage calls for a 
larger production, which, in turn, lowers 
the cost of making per article and en- 
ables the advertiser to sell at a lower 
cost—a year-after-year return to each 
and every one of his customers. 

* * * # 


The advertiser wants to hold these 
customers which his advertising in ‘THE 
JOBBER’s SALESMAN has brought. He 
knows that it will require a feeling of 
absolute satisfaction to bring them back 
for re-order purchases. And, therefore, 
he will give his biggest value for the 
price charged that he may receive year- 
after-year return from their patronage. 
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Approximately 10,000,000 homes or 5/12 
of the total, are wired. Only 2,018,678 
homes, 1/12 the total, report incomes of 
more than $3,000 a year. Granting each of 
these homes is wired, there remain nearly 
8,000,000 wired homes with incomes un- 
der $3,000, in most instances, much less, 














8,000,000 
Wired Homes with Incomes 
under $3,000 a year 



































$2.50 West of the Rockies. 
$3.75 in Canada 





“Liberty Users become 
Appliance Boosters”’ 


Sell the other 
8,000,000 


F your sales were limited to only one family 
in every twelve —so wealthy that price 
was no object — you could never hope to 
buildavolume business. You have got to sell 
the other 4/12 moderate-income families 
who live in wired homes. 

Liberty Hot Plates are quality built to give uni- 
versal satisfaction and are priced within reach of 
every family that can afford electric lighting. 

Nationally advertised, with a full line of sales 
helps, backed by a progressive fair selling policy, 
the Liberty Line of Hot Plates afford an unusual 
source of profit to electrical jobbers and dealers. 

Write for details of the Liberty Proposition 


THE LIBERTY GAUGE & INSTRUMENT COMPANY 
6545 Carnegie Ave. (Electrical Division) Cleveland, Ohio 


PACIFIC COAST REPRESENTATIVES 
Western Agencies, Inc. 


The Original Liberty Hot Plate 





711-713 Mission St. San Francisco, California 
Prices, Liberty Hot Plates 
1-H. High Heat $5.95 Retail 3-H. Twin $13.85 Retail 
$6.25 West of the Rockies. $14.75 West of the Rockies. 


2-H. Copee-5 ent $9.85 Retail 5-H. Super-Twin $16.65 Retail 
10.35 West of the Rockies. 17.65 West of the Rockies. 
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A Survey of Business Conditions 


in the Jobbing Field 


Progress Made in 1922 Reflected in the Attitude of Distributors and Manu- 
facturers Toward the Coming Year 


L'THOUGH post-mortems are sometimes disagree- 
A able and bring but small consolation, a review 

of the year just drawn to a close reveals but 
little of an unsatisfactory nature, as far as the business 
of distributing electrical supplies is concerned. ‘The 
year will probably pass down unnoticed as one of liquida- 
tion, readjustment and reconstruction, but still a num- 
ber of steps in the progress of the industry must be 
attributed to 1922. 

At the very beginning there prevailed a general feel- 
ing of optimism, the basis for which did not fail to ma- 
terialize. One of the first evi- 
dences was the meeting of cen- 
tral-station men, jobbers, con- 
and manufac- 
turers to form the Joint Com- 
mittee for Business Develop- 
ment, in conjunction 
with the Society for Electrical 
Development, has been formu- 
lating a continued program for 
localized activities among elec- 
trical men to “‘Electrify Amer- 
ica’’ by co-operating to pro- 


tractor-dealers 


which, 


mote the business in every con- 
The results of 
this sustained movement should 


ceivable way. 


do with the success of jobber and manufacturer. January 
was hardly over before improvement was noted in the 
demand for conduit, wiring materials, wire, fixtures, etc., 
and although the peak was reached in April and May, 
the market has remained exceptionally good, with pros- 
pects of continuation for some months to come. Lamp 
sales have kept pace, the estimated sales of tungsten 
lamps totalling 205,000,000, and exceeding those for 
1920, the record year. 

The increasing ability of central-station companies to 
obtain new capital for financing extensions and improve- 
ments strengthened the market 
for generating and distribut 
ing equipment noticeably dur- 
With a 


number 


ing the fall months. 
constantly increasing 
of residential consumers and 
likelihood of the re- 
sumption of industrial opera 
stable 


the usual January lull should 


with a 


tions on a more basis, 


be succeeded by renewed de- 
mand as soon as spring con- 
struction is under way. 
The appliance market has 
experienced increases in sales, 


partly because labor is mort 





be far-reaching, and it can be 
said that 1922 offered a proper 
setting for its inauguration. 
The record-breaking amount 
of residential building done 
during the year had much to 


f 
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fully and because 


merchandising methods are im- 


employed 
proving. Retail distribution is 
causing concern on account of 
the insufficient number of ag- 
gressive dealers, but the pres- 
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ent agitation for greater spreads between wholesale and 
retail prices may result in creating the number of retail 
outlets so necessary to make contact and to service the 
potential consumers of electrical goods. Holiday business 
in appliances was up to its usual standard, according to 
recent reports from jobbers. 

From the standpoint of appliance sales, it is significant 
that during the year the two largest electrical manufac- 
turers created merchandising departments especially for 
handling the distribution of this class of material. 

Radio furnished the spectacular feature of 1922, 
By April the clamor for parts and sets had become so 
insistent that manufacturers were months behind in pro- 
duction. The summer months gave them opportunity to 
catch up, and fall saw the demand become more stabilized, 
with the tendency growing toward the sale of complete 


benefits has been to bring the public into better and closer 
relationship with things electrical. 

As a general rule, prices have remained fairly steady, 
the general collapse predicted in some quarters failing 
to materialize. There has been some price-cutting, par- 
ticularly on wiring devices, and notable decreases occurred 
in the lists on lamps and major appliances. 

* + * + 

What the new year will bring is indicated by the fol- 
lowing reports from representative jobbers and manu- 
facturers. The consensus of opinion seems to be that 
the most encouraging aspects of 1923 are the contem- 
plated residential building and central-station expansion, 
with the possibility of setbacks rising from high prices, 
over-inflation, labor troubles and the European situation. 
But all in all, the outlook is promising, and with a little 





sets. 
portant branch of the industry. 


Radio will undoubtedly become an even more im- 
One of its greatest 


more work and effort 1923 should bring even more im- 
provement than that witnessed in 1922. 


What Jobbers Think of the Outlook 


Improvement in Market for Electrical Supplies Indicated by Opinions from Leading 
Executives Throughout the Country 


E. T. Barden 


Manager, Barden Electric & Machinery 
Co., Houston, Texas. 


I do not anticipate any marked im- 
provement in conditions before Septem- 
ber, 1928. Texas is an agricultural state 
and the farmers must gather a new crop 
before a marked increase in business is 
shown. Slight spurts in places will oc- 
cur before then, but general improve- 
ment cannot become evident until pro- 
ceeds from a new cotton crop are real- 
ized. 

W. T. Batchler 


Electrical Department, Baltimore Gas 
Light Co., Baltimore, Md. 


I am very optimistic as to the business 
outlook for the coming year and look 
forward to 1928 being a banner year. 
The upward trend of prices should be a 
good barometer. 

According to recent statistics the 
building situation is in a healthy condi- 
tion and there is every evidence of it 
continuing so. 

If the jobber will eliminate cut-price 
tactics and get down to sound business 
principles with real profits the possibili- 
ties for 1923 are unlimited. 


E. E. Brazier 
Sales Manager, Capital Electric Co., 
Salt Lake City. 


Our territory has been the last in the 
country to stage a come-back, and while 
conditions here are still far from normal, 
we are able to report a substantial im- 
provement in the last four months of 
1922. Parts of our territory hold little 
chance for marked improvement until 
after harvest time of 1928, this being due 
primarily to the low price of farm prod- 
ucts and to the fact that the farmers 
are still heavily involved and will require 
at least one or two years to liquidate 
their obligations. 

The industrials are showing more ac- 
tivity, and building and construction work 
will also improve. It will be late spring, 


however, before we will begin to enjoy 
the anticipated business revival for 1923. 
The business men of our community will 
enter the new year with greater optim- 
ism than they did the year of 1922. 


George N. Beatty 
President, Central Electrical Supply Co., 
New York City. 


I believe that next year will show 
marked improvement in the industrial 
business of the country. ‘This, of course, 
will help jobbers to a considerable de- 
gree. There is still a shortage of homes 
in this part of the country, so this branch 
of the business will continue to function 
at about the same speed as last year, 
with the exception that we may expect 
more satisfactory profits from the sale 
of material next year than was expe- 
rienced during the past season. The out- 
look is very hopeful. 


P. R. Boole 


Vice-President and General Manager, 
G-Q Electric Co., Milwaukee. 


If the optimistic feeling in all lines of 
business continues after the first of the 
year, there is no reason in the world why 
1928 should not be a banner year. 

In this locality in the past four months 
there has been a great deal of activity in 
the building line, and it seems as though 
things should keep -up after the first of 
the year. The Industrial Commission of 
this state has recently put into effect a 
new Electrical Code which will no doubt 
be a standard for other states to use, and, 
as it puts wiring on a more safe basis, 
necessarily providing for better and 
more material, we think as far as Wis- 
consin is concerned that this alone will be 
the means of increasing our business. 


A. L. Brown 


Manager, Halifax Branch, Northern 
Electric Co., Ltd. 


So far as the business of our company 
is concerned in the maritime provinces 
the year 1922 has not been particularly 


successful in volume of sales. It has 
been repeatedly stated that the maritime 
provinces are generally six months behind 
the other provinces of Canada in reacting 
to business depressions or revivals; hence, 
while business during the past six months 
has been good in the United States and 
the central part of Canada, it has been 
rather quiet in our territory. 

For the past two months and at the 
present time there is every indication 
that the year 1923 will see a healthy busi- 
ness done in all lines of business supply- 
ing the needs of the building trades and 
industrials. Considerable hydroelectric 
development is in process or projected in 
Nova Scotia and New Brunswick, which, 
coupled with steadily increasing activity 
in coal mining and the steel industry in 
Cape Breton, should bring about a busi- 
ness revival. Another factor bearing fa- 
vorably on the situation is that of the 
lumber industry in the province of New 
Brunswick, in which there is every pros- 
pect of big business next year. 


J. L. Buchanan 
President, Wesco Supply Co., St. Louis. 


The outlook for 1928 in affairs electri- 
cal is distinctly one of encouragement. 

In the public utility field in this vicin- 
ity there are a number of important 
power projects in active course of con- 
struction. These are not only potent con- 
sumers of electrical material now, but 
presage with their completion an added 
stimulus to the more general use of elec- 
tricity in the territories served. 

The vigorous building activity promises 
an improving market for wiring materi- 
als, and a healthier railroad situation 
means busy industrials with consequent 
demand for motor-control devices, ete. 

In the merchandising field distinct 
progress is in view with a great leader in 
the central-station industry giving this 
subject time and study and with large 
manufacturers duly organized for analysis 
and action. Radio has added consider- 
able interest to the electrical business in 
general, and electrical people have made 
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many new acquaintances and friends 
through the radio field. 

Beyond all of these things the most 
hopeful sign is the increasing evidence on 
every side of the realization that there 
is no substitute for hard work. 


Cc. C. Campbell 


Manager, Electric Dept., Superior Supply 
Co., Bluefield, W. Va. 


We are located in the Pocahontas coal 
fields and business is dependent to a 
great extent upon conditions in the min- 
ing field. Mines are running only two 
days a week at the present time, and as 
a consequence business is rather poor 
because operators are buying as few sup- 
plies as possible. 


R. S. Christy 
President, United Supply Co., Inc., 
Dallas, Texas. 


The past three months have been the 
largest we have had for some three or 
four years. ‘This, together with the fact 
that in this particular territory the farm- 
ers have sold practically their entire cot- 
ton crop for 1922 at a good price, and the 
apparent world-wide shortage on cotton 
indicates that 1928 will be the best year 
in the history of the South during normal 
times. 

We feel the above to be true to such 
an extent that we are at this time placing 
our orders for 1923 in much larger quan- 
tities than heretofore. 


J. P. Coghlin 
Treasurer, Coghlin Electric Co., 
Worcester, Mass. 


It is our opinion that in the next few 
months business will be more or less 
quiet in this territory, which is always a 
seasonal condition. 

Unless the building boom slumps we 
should have very good trade because of 
the increased building which has been al- 
ready contracted for or in the hands of 
engineers and architects. It is our im- 
pression that next year will see a con- 
tinuation of the building boom in this 
section. 

We are also of the impression that the 
industrials will come into the market for 
a much larger amount of electrical sup- 
plies than they have in the last few 
years. As a whole, we expect 1923 to be 
a much better year than 1922 was, and 
look forward to 1924 as a banner year. 


A. J. Cole 


Vice-President and General Sales Man- 
ager, The McGraw Co., Omaha. 


I can see no reason why 1928 should 
not be substantially better in every way 
than 1922. When I say substantially bet- 





ter, I mean not only from the standpoint 
of volume of business but also from the 
standpoint of gross profits. 

The progress toward better business 
during 1922 was very slow, and the com- 
petition so keen that gross profits have 
been kept down to a point where there is 
little satisfaction to stockholders at the 
end of the year. 

The farmers, who are the basic factors 
in the prosperity of this community, have 
had a fairly good year, but a large per- 
centage were heavily in debt, and still 
are, and these as well as those who were 
fortunate enough not to have accumu- 
lated a heavy debt, have received a scare 
that is resulting and will continue to re- 
sult for some time to come in pinching 
their dollars until the recollection of 
their experience in the past two years has 
somewhat dimmed. 

The prospect for business in transmis- 
sion line work is very good, and as long 
as the security market offers outlets for 
municipalities and private bonds this 
condition will continue satisfactory. 


S. W. Cooper, Jr. 
Vice-President, United Electric Co., 
Wichita, Kan. 


I am glad to state that business in 
every line has greatly improved the last 
six months, and there is a strong under- 
tone for better commercial conditions. 
The southwest territory is redundant 
with good prospects in every agricultural 
pursuit; the business men are confident 
of better times; oil and mineral produc- 
tions are very fair, and the majority of 
the merchants are proclaiming prosperi- 
ty and satisfactory operating conditions. 
Based on statistical data, I have every 
reason to believe that next year will be a 
better year than 1922, and for that rea- 
son, we have set our bogey for next 
year’s sales at a 25 per cent increase 


over 1922, 


George H. Curtiss 


Sales Manager, Electric Rawway ¢ Man- 
ufacturers’ Supply Co., San Francisco. 


The prospects for 1928 are very good. 
Contracts for a great many big jobs 
have been let. Small work is also in evi- 
dence. Included in this work are fac- 
tories, office buildings, apartment houses, 
schools, etc. A great many of the electri- 
cal contractors have a number of con- 
tracts on hand for the coming year, and 
will be kept quite busy. 

Farmers have had good crops, and re- 
ceived good money for their products. 
There has been a shortage of help, and no 
doubt, this will continue for some time 
to come. Mechanics are receiving good 
pay and in a great many cases, a pre- 
mium. We are experiencing quite an in- 
flux of people from the East, and no 





doubt this will continue for some time. 
We are having plenty of rain and snow, 
so the conditions for the power compa- 
nies will be good; it also indicates a large 
crop this coming year. The power com- 
panies are very active in the construction 
of substations, etc. 

We look for a small slack-up the first 
three months of 1928, but the latter part 
of the year is bound to be good. We 
have big plans ahead and are very op- 
timistic. 

V. G. Eastman 
Sales Manager, Erner & Hopkins Co., 
Columbus, Ohio. 


Business being very good now, one is 
apt to become over-enthusiastic as to next 
year, but from all indications and facts 
that we have been able to gather from a 
survey of our territory, also from talks 
with the different manufacturers and 
lighting companies, business should find 
itself during 1923. Toward the latter 
part of next year we believe the electrical 
industry should reach its highest peak, 
with the proviso that everybody gets out 
and hustles, and, while hustling, remem- 
bers that sales without profits are like 
labor without pay. ‘The above prediction 
is made, providing a crisis does not arise 
over the foreign situation, or provided 
another national coal strike does not take 
place, for either of these two occurrences 
can upset the bucket for 1923. 


M. C. Ewing 

Wm, Hall Electric Co., Dayton, Ohio. 

We believe 1923 will show a movement 
of supplies considerably ahead of 1922, 
and that with the closer attention dis- 
tributors are giving to the fundamental 
economics of distributing, better service 
and greater profits will result. 

We also feel that there will be an im- 
provement in the contractor and dealer 
situation through a tendency to figure and 
sell better and more complete installa- 
tions. The weakling who is now putting 
in skimpy installations at ruinous prices 
will be forced to go to work for the prog- 
ressive contractor who makes a practice 
of doing a real job. 


William Farr 
President and General Manager, Pied- 
mont Electric Co., Asheville, N. C. 


A man must necessarily be a confirmed 
pessimist who would not be enthusiastic 
over the outlook in the Carolinas for 1923 
in the electrical business. 

We have behind us the experience born 
of hard knocks and ups and downs for 
the past two years and in front of us an 
opportunity that was never given to the 
electrical business from the days of its 
inception. We have manufacturers who 
are making electrical appliances to fit in- 
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to every need. We have a buying pub- 
lic that is partly educated to the use 
of those appliances. With the electrical 
dealer developed into a merchant and the 
jobber fully awake to his opportunity, by 
concentrating on well advertised lines and 
working with and through the dealer to 
create business and keeping ever in mind 
the fact that he is to create and fill a 
demand and not to compete with his com- 
petitor, the close of 1928 will enable all 
of us to show a balance sheet that can be 
expressed in one word—success. 


W. W. Gambill, Jr. 
Secretary and General Manager, Braid 
Electric Co., Nashville, Tenn. 


The electrical jobber who works has a 
bright year before him. Undoubtedly we 
will all do a large volume of business and 
make a greater profit in 1928 than in 1922. 

If the jobber takes his cue from the re- 
cent action of the California Electrical 
Association he can increase the merchan- 
dising end of his business tremendously. 
If this branch is really to be profitable 
he must solicit business from every mer- 


chant who can legitimately resell his mer- 
chandise. 

In our territory we are preparing al- 
ready to handle our orders more quickly 
and arranging to take care of a larger 
number of them. We intend to make 
“Sell ’Em  All—Everything Electrical 
They Sell” our slogan for 1923. 


B. W. Glassman 
General Manager, Interstate Electric Co., 
Birmingham, Ala. 


Conditions as they exist in our terri- 
tory at the present time form the basis 
of our opinion that the year of 19238 
should prove to be exceedingly better than 
we have experienced for some time. 

Situated in what may be termed an in- 
dustrial section, showing considerable ac- 
tivity at this time, the prospects for job- 
bing electrical supplies and equipment 
certainly look promising. 

In anticipation of what we believe will 
prove to be an excellent year, we have 
just consummated a lease which will give 
us 40,000 sq. ft. of floor space. 

Unquestionably the tendency is to sup- 


port the local jobber, who then is placed 
in better position to render the service 
and co-operation necessary for his growth 
and the growth of his customers. 


F. S. Hagerman 
General Sales Manager, Electric Appli- 
ance Co., Chicago. 


In our opinion the prospects in the elec- 
trical supply business for 1923 are far 
better than they have been for the past 
two years. Our reason for this belief is 
that an acute building shortage still ex- 
ists throughout the country, which should 
create a great demand for inside wiring 
materials and with it increased sales of 
household appliances. Nominal prices and 
an easier money market will stimulate ex- 
tensions, which, in some cases, have been 
under contemplation for years but not 


completed. 
We believe that the greater percent- 
age of this business will be placed 


through legitimate channels with houses 

carrying a representative stock and in a 

position to render actual jobbing service, 
(Turn to page 54) 


Manufacturers Optimistic About 1923 


Prominent Men in the Field Express Encouraging Attitude Toward Next Year’s 
Business in the Electrical Industry 


A. I. Appleton 
President, Appleton Electric Co., Chicago. 


We believe that business for 1928 is go- 
ing to be a good deal better than 1922, 
providing that raw materials, as well as 
finished products, do not advance beyond 
reach of the dealer and consumer. It 
seems that as soon as there is a demand 
for material the tendency is to increase 
prices. If we have to increase prices it 
should be done with a great deal of cau- 
tion. We believe if this is done we will 
run into prosperity much quicker and 
more steady gains will be accomplished. 


George P. Baldwin 
General Merchandise Manager, General 
Electric Co., New York City. 


In view of central-station purchases of 
prime movers, which will be placed in 
service during 1928, and also in view of 
the permits issued for buildings, which 
must be wired and equipped for electric 
service, I do not see how we can help but 
look forward to very good business in 
the jobbing trade. 


R. V. Bingay 
Pittsburgh Transformer Co., 
Pittsburgh. 


President, 


My opinion of the outlook for 1923 is 
that there will be greatly increased busi- 
ness for the electrical manufacturing in- 
dustry throughout. This will be true 
because of the enormous sale of public 
utility securities and the greatly increased 
demand for electric power. The latter 
will increase, in my opinion, due to the 
shortage of labor, particularly of com- 
mon labor, and machinery will have to be 


substituted in a great many cases to get 
the necessary work done. These machines 
will also be of a more scattered nature, 
throughout yards and distant buildings, 
where no labor has been employed in the 
past, but in the future electric power will 
be installed as a substitute for the hand 
labor which is getting scarcer. 


F. D. Bedell 
Sales Manager, Connecticut Electric Man- 
ufacturing Co., Bridgeport, Conn. 


We are looking forward to very active 
business during 1923. We do not believe 
that any boom is in prospect, but do think 
that good, steady business can be expect- 
ed, and we are making our plans accord- 
ingly. 

There is so much building being done, 
practically all of which will require elec- 
trical wiring devices; nothing short of a 
calamity can prevent good business in 
this line next year. 


L. L. Brastow 
Sales Manager, Trumbull Electric Manu- 
facturing Co., Plainville, Conn. 


Our present incoming business in units 
is larger than it has ever been even at 
1919-20 peak. The money value, however, 
is not as great. We believe that 1923 
will represent business, at least in units, 
possibly from a monetary basis, equal to 
the best we ever have had. 

Of course, discounts today are from 35 
to 40 per cent lower than they were at 
the peak. Competition is so keen, and 
will be keener as the months go on, that 
there is mighty good chance that an in- 
flation in prices in electrical material can 
be avoided. On account of competitive 


conditions I do not believe there will be 
big margins of profit and the wise one 
will devote his greatest energy to turn- 
over, 

If labor hogs and business profiteers 
can be kept under “hack” and inflation 
avoided there seems absolutely no reason 
in the world why 1928 should not be the 
best ever. There is work to be done that 
will take five years to accomplish, work 
that should have been done iong ago in 
addition to natural increases, 


H. W. Bliven 
Vice-President, Harvey Hubbell, Inc., 
Bridgeport, Conn. 

Our salesmen are making a close sur- 
vey of conditions throughout the coun- 
try with a view to checking, so far as 
we can, the possibility of business for the 

coming three months. 

Frankly, the conditions look good to 
us. The only thing that can halt build- 
ing operations is the advancing cost of 
material, which in some cases is serious. 
On the whole, however, we look for a 
continuance of the present building con- 
ditions for at least six months. 


G. C. Breidert 
Manager Sales Promotion, Ilg Electric 
Ventilating Co., Chicago. 

The outlook. for ventilating sales during 
the year of 1923 is based on the continued 
increased demand for ventilating appa- 
ratus for every purpose. In other words, 
we feel that the educational advertising 
conducted in the past is bearing results. 
People in various walks of life now real- 
ize the importance of ventilation and are 
demanding it, consequently owners of 

( Turn to page 64) 





C. W. Muench, sales manager, George Richards & ¢¢ 
Co., Chicago, offers the following slogan for 1923: 


BEAT 1922” 
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Should Margins Be Increased 
for the Retailer? 


A Discussion of the Subject, with Comment by J. C. Schmidtbauer, Vice- 
President of Julius Andrae & Sons Co., Milwaukee 


By FRED T. BANGS 


trical Supply Jobbers Association in Cleveland 

there was a spirited debate on the subject of 
whether or not a wiring contractor could ever be- 
come an electrical merchant. The first speaker made 
some rather sweeping 
statements to the effect 
that the contractors had 
utterly failed to demon- 
strate ability in  mer- 
chandising, and that they 
were neglecting the con- 
tracting branch of the 
business to give attention 
to something that they 
are unfitted for and that 
is bringing poor re- 
sults. The other speaker 
defended the contractor- 
dealers, saying that the 
contractors have had but 
a short time to adapt 
themselves to merchan- 
dising, and that with 
support and encourage- 
ment they will prove 
themselves equal to the 
situation. There was no 
discussion, the jobbers in 
attendance showing their 
interest, but evidently re- 
maining content to keep 
their own counsel. 

One month ago there 
was another meeting of 
the association in Cleve- 
land. A very prominent 
central-station man who 
has had a great deal of experience in merchandising 
electrical goods delivered an address, the essence 
of which was that if his company, with all the advantages 
it has, was unable to make a profit selling electrical ap- 
pliances at retail, then the dealer operating in a small 
way has no earthly chance of continuing in business. 
The conclusion that he drew was that the discounts al- 
lowed to the retailer are not great enough to enable him 
to do a good job of merchandising and still make money. 

This time it was different. There was considerable 
discussion, jobbers from every section of the country 
evidencing a desire to express their views. Along came 
two more speakers, and during the course of their re- 


etre months ago at a meeting of the Elec- 





J. C. Schmidtbauer 


marks they also referred to the subject and ex- 
pressed the belief that retail margins should be increased 
as a protection for dealers now in business and as an in- 
centive for others to enter the retail field. Before the 
meeting was over a committee was appointed to investigate 
the matter and make 
recommendations to the 
association. 

This comparison of 
subjects and of the in- 
terest displayed in them 
is significant. It goes 
-without saying that every 
jobber—large or small— 
in the country is inter- 
ested in the success of 
electrical dealers as a 
class. They are not 
greatly concerned over 
the fact that a number 
of contractors are unable 
to adapt themselves to 
merchandising, but it is 
extremely vital to them 
if it is true that dealers 
who are real merchants 
cannot make a_ profit 
under existing differen- 
tials. Granting that there 
are differences of opinion 
as to what constitute ade- 
quate retail margins un- 
der various market con- 
ditions, such as_ the 
character of the different 
lines and the localities in 
which they are sold, still 
it is a matter of consider- 
able moment to the jobber and to the manufacturer if the 
margins, on an average, are not great enough to warrant 
a man continuing in or going into the retail electrical 


business. 
* * * * 


What is the answer to this question? Where are these 
“adequate margins” necessary to assure successful deal- 
ers coming from? Would the dealers take unfair ad- 
vantage of them if they were increased? 

There was little at Cleveland that pointed to a solu- 
tion, most jobbers remaining non-committal on the sub- 
ject, and indicating that it was too delicate for open dis- 
cussion. But some were inclined to think the question 
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_is one that calls for frankness, if any progress is to be 
made, and among them was J. C. Schmidtbauer, vice- 
president of Julius Andrae & Sons Co., Milwaukee. 

“To get at this thing right you must start at the be- 
ginning,” he said. “While there is a large volume of 
electrical appliances sold direct and sold through central- 
station companies, department stores, hardware stores, 
drug stores and others, still the greatest volume is sold 
through electrical dealers, and I think the trend is in 
favor of the latter. As a consequence, we must depend 
more and more on electrical dealers as the logical retail 
outlets for our merchandise, and we must show an inter- 
est in their welfare, helping them all we can, within 
reason. 

“Let me ask you if you know an electrical dealer who 
is aggressively doing a real merchandising job and who 
is not depending on something else—say, his contracting 
—to help him make a profit. Or, to put it in another 
way, let me ask you if you know a dealer who has been 
successful in handling nothing else but staple goods for 
retail sale. Every one I know that has conducted his 
business on this basis has failed, and some of them were 
mighty good merchants, too. Before they knew it they 
were in so deep it was impossible for them to get out 
without sacrificing their business. Perhaps some were a 
little too ambitious and ran their overhead expenses up 
too high, but I don’t think that was the case generally. 

“In my opinion, this fact that we have no prosperous 
dealers supports the contention that retail margins are 
not large enough, and I think it is the reason why retail 
distribution is the biggest problem in the electrical in- 


torily; manufacturers have undoubtedly reduced produc- 
tion costs to a minimum consistent with quality, and the 
machinery for wholesale distribution is sufficient. But 
when it comes to selling our products to the consumer we 
are handicapped by the lack of intelligent, aggressive 
dealers. We leave the whole problem to a few of them 
and then wonder why they are not successful in increas- 
ing their sales in proportion to what seems to be the 
natural growth in demand. Yet we are so inconsistent 
as to make it practically impossible for those dealers to 
establish and maintain going businesses.” 
e 2 #..@ 

“How are conditions going to be improved,” Mr. 
Schmidtbauer was asked. “It is certain that the manu- 
facturers are not making excessive profits, and just as 
certain that distributors are making but little money on 
the appliance lines they handle. Where are the increased 
retail spreads coming from?” 

“Well,” he answered, “you practically answer your 
own question. There seems to be only one way out of it, 
and that is for the manufacturers to rearrange their list 
prices and schedules of discounts so that the dealer gets 
what is coming to him. That means that we will have 
to put the burden on the consumer, and I think that that 
is where it belongs. Competition in the manufacturing 
field is so keen that it automatically keeps the producer’s 
profit on a legitimate basis, and jobbers could not function 
as distributors—much less exploit particular lines—on 
reduced margins, so there is nothing to do but put prices 
on a higher level and in that way take care of the dealers. 

“Of course, I realize that it is all very well to say 


dustry today. The development of appliances, lamps, 
lighting equipment, etc., has progressed very satisfac- 


these things, and an entirely different matter to carry 
them out, but that is what we are (Turn to page 36) 





Does It Pay to Know Your Goods? 


By J. E. C. 


OME time ago I met a young man connected with a factory 
making a large and extensive line of electrical appliances, and 
his knowledge of the goods was remarkable. He could answer 
every question regarding materials used, methods of manufacture, 
details of tests, inspection, prices, etc. His sales were unusually 
large, and I often envied him his factory training and experience. 
One day I asked him how long he had been located at the factory. 
“J have never been at our factory,” he answered, to my great 
astonishment. 
“How did you learn so much about the different devices in your 
line?” I asked. 
“By reading sales letters, studying catalogs and bulletins,” he 
replied. “And it surely took some work to do it,” 
I often wondered what he could do if he had been through the 
factory and learned all these things there, first-hand. 
* * * * 


One trip I had a sample of a new specialty with me. Our sales 
manager gave it to me just as I was leaving. I had no sales talk, 
no special information, and as a result my sales were almost nil. 
On my return the factory representative was present and gave our 
sales force a few of the selling points regarding the article in ques- 
tion, and the method of manufacture. On the next trip out I sold 
almost every dealer I called on. I knew the goods.. 

If a man is thoroughly posted on his line the dealer will learn 
to wait for him and depend on his advice and recommendations. 
He will find that his orders come quickly and surely. It not only 
pays to know your goods, but to know your customers, so you can 
select goods to suit each particular dealer. 

Does it pay? “I say it do.” 
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The “Catalog Toter” 


What and Why Is a Jobber? 


Fifth of a Series of Articles Dealing with the Services Rendered by Electrical 
Distributors to Their Customers 


HEN folks wish to utter a particularly biting 
W sre: at the jobber’s salesman they refer to him 

as a “catalog toter.”” That opprobrious epithet 
is supposed to (and generally does) curl him up like a 
leaf in the flame. He has no come-back. There is no 
alibi. The catalog, weighing between ten pounds and a 
ton, is at once his badge and burden. ‘‘Catalog toter,” 
the way it’s said, indicates a depth of debasement about 
one skid-length short of panhandler. 

Which is all wrong. 

And the reason it’s all wrong is this: 

The jobber’s catalog, as an institution, is the most vital 
and inspirational in the electrical field. This is neither 
exaggeration nor bunk. It is said with full recognition 
of the quality of our ‘excellent periodicals. Fine as 
they are—and no industry can boast of better trade 
magazines—not all of the electrical periodical press com- 
bined can equal the jobber’s catalog as a source of prac- 
tical information and inspiring suggestion. 

Why, then, should folk refer to the expounder of so 
considerable and serviceable a book as a “catalog toter?” 
The answer is, they shouldn’t; and furthermore, they 
wouldn’t if they were made to realize fully the use and 
value of that catalog. 

That’s one of the things the average jobber’s salesman 
doesn’t take the trouble to sell—his catalog. He lugs it 
about with him in something the same spirit as a convict 
carries his ball and chain. He tries to conceal it from 
the bold gaze of the gum-chewer at the outer gate. He 
camouflages it with a newspaper as he walks toward the 
P. A.’s office, and when he gets there he hides it under 
the chair with one hand while he shakes with the other. 
A burglar could not be more secretive with his kit of 
tools than is the jobber’s salesman with his catalog. 

Which causes one to wonder how many such salesmen 
ever took the trouble to find out what’s in the old book, 
anyway. How many ever asked themselves, “What and 
why is my catalog?” The chances are that you, yourself, 
don’t know the answer. 

* * & # 

A jobber’s catalog is a book of reference, like a dic- 
tionary or an encyclopedia. Some people use such books 
to press wildflowers in, or improvise a makeshift high- 
chair for ‘one. of’ sister’s kids when she brings ’em to 
Christmas dinner, or as a door-stop on windy days. Some 
people use them as scenery to effect the impression that 
they are mentally cultured. Mighty few people use them 
for the purpose which wise: men had in mind when such 
books were invented—as everyday aids in the transaction 
of business—as- sources. of information enabling us in our 
daily lives to deal in facts instead of guesswork or hear- 
say. It is for us to get this fundamental purpose across, 


Right away you will say that your catalogs are so 
used. Are they? Ask yourself that question again. Are 
they so used? Not very often or by very many of your 
customers. Taking it by and large, the jobber’s catalog 
is used simply as a finding list. Mr. Buyer wants to 
order a half-dozen of an item “the same as last time;” 
he has forgotten the trade number or the standard 
package quantity ; he uses the catalog to refresh his mem- 
ory on those points. Not one man in three hundred 
picks up his catalog with the idea of finding therein a 
suggestion for something better than he ordered last time, 
or with the idea of finding ‘a piece of equipment that will 
enable him to accomplish easily and neatly a thing he has 
previously done by rule of thumb and in bungling fashion. 

* * & 

Let us take the matter of a house-wiring job. The 
contractor gets a chance to bid, which means, generally, 
a chance to exercise his ingenuity in whittling down costs 
and skimping the equipment. Now, suppose he consulted 
kis jobber’s catalog in the manner it was made to be 
used. Instead of accepting the specifications calling for 
the minimum equipment at the lewest cost, suppose he 
searched the pages of his catalog for more convenient 
types of switches, receptacles and whatnots, and go to 
his customer and explain from the book the advantages 
of this over that. Suppose he used his jobber’s catalog 
to demonstrate to the customer the fact that he, Jim 
Jones, the electrical contractor, on Main street, Podunk, 
has the latest information on equipment, that he is in 
contact with the most modern and approved stuff— 
would that:get business? Suppose he, talking from the 
book, declared that the installation of old-fashioned elec- 
trical fittings is no more sensible than the installation of 
an out-of-date heating system, a tin bathtub, or a zinc 
drain board at the sink—would that be impressive? Sup- 
pose he used the jobber’s catalog as a lawyer uses his 
law books as authority and precedent for advising 
a course of action, or (no disrespect is intended) as a 
minister of the gospel uses his Bible, as a source of text 
and inspiration for discourse. That is the way a book 
of reference is intended to be used, and that is the way 
the jobber’s catalog is NOT used except most infre- 
quently. 

There is another way the jobber’s catalog can be of 
service, and that is as a suggester of sales opportunities. 
Here again, the process of using the book is exactly the 
reverse of what generally happens. For what generally 
happens is that a customer says, “I heard somewhere that 
they’re making electric hovers. Whadaya know about 
‘em?” “What’s a hover, and how do you spell it?” asks 
the dealer, thumbing his jobber’s catalog. And pretty 
soon, on page 811, he finds six sizes of hovers listed, 
together with seven sizes of incubators. He never knew 
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ebout them before, and won’t remember a word about 
them again except to put the order through his books 
and collect. 

He'll tell you that three or four outlandish items like 
that are asked for every week. “It’s a fright the way 
folks come in after all sorts of special and irregular 
merchandise,” sezze; ‘keeps somebody forever chasing 
around looking things up in a book instead of selling stuff 
in stock.” 

But suppose this dealer had been taught to use his 
catalog as a sales suggester. He would pick it up every 
few days and thumb it through for new ideas. Here’s 
one about baker’s ovens—can’t he sell such an outfit to 
the Old People’s Home on the hill, or to the Eagle Hotel 
cafeteria, or to Bunn, the baker? Here are half-a-dozen 
types of signal receptacles-—can’t one be worked into the 
next wiring job? Here’s a new type of flexible cord that’s 
kinkless as conduit—how about selling lengths of that 
to these garages and places where they’re everlastingly 
chewing up the cords on their extension lights? Here, 
in short, are a thousand and one items for which every 
community has definite need—and they lie buried in a 
jobber’s catalog because the possessor of that catalog has 
never been taught to study it for suggestions of sales 
possibilities. 

Get that last—‘‘the possessor of that catalog has never 
been taught to study it.” There, in twelve words, is the 
nubbin of the whole business. We jobbers’ salesmen 
have been too lazy or too indifferent or too thick-headed 


a 


to teach our trade the use and value of the greatest book 
in the electrical industry. We have let them use our 
catalog to look up a trade number or a price, or to find 
out how many 214-inch Form C shadeholders are in a 
standard package. We have never showed them that it 
holds a wealth of opportunities for increased sales, for 
more intelligent service to the public, for bigger, better 


- business and fruitier profits. We have been “catalog 


, 


toters” in very truth. 

The Electrical Supply Jobbers Association boasts that 
if all the catalogs issued by its members were piled 
together, they would make a stack higher than the Eiffel 
Tower; also they boast that each catalog sells, on the 
average, $2,500 worth of supplies during its useful life. 

That is a-wonderful thought. But let us consider it in 
comparison with the most famous book ever published. 
All by itself, the Bible does not accomplish a great deal 
of good. What accomplishes the good is the expounder, 
the interpreter, the man who tells you how to study and 
gather comfort and inspiration from the book. 

And that same truth, in a lesser way, holds true for our 
jobber’s catalog. If our catalog, unaided, unexplained 
and unexpounded will sell $2,500 worth of supplies think 
how much it will sell if we make our trade understand its 
real value and practical use! 

That is a job for jobbers’ salesmen—to sell their cata- 
log. It is a book to be proud of, a book to boast about, 
2 book to expound. 

If you can’t “talk” your catalog, don’t tote it. 








C., 
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A Newcomer’s Slant on Jobbing 


In Which He Brings Out Three Important and Fundamental Points 
Concerning the Distribution and Sale of Electrical Supplies 


By H. C. CALAHAN 
Sales Manager, Tri-City Electric Co., Newark, N. J. 


UT in the Middle West there’s a famous old 
manufacturing concern that maintains a very 
expensive stable of traveling salesmen. Some 
of these men are required to pound along for a 
year at a stretch without opportunity to visit the 


factory and have their depleted stock of enthusiasm. 


restored. Needless to say; the methods employed 


in handling these men are the product of .many, 


years’ experience and represent a practical applica- 
tion of psychology to business ends. ... -*~ 
When a new man receives the general manager’s 
accolade and steps forth as Sir Kaight of the Sam- 
ple Case, his glory is short-lived, for he is at once 
clapped into overalls and started on his first trip— 
a two-weeks’ jaunt through the factory. Later 
he’s brought into the general offices to undergo a 
polishing process that requires two weeks more. 
When, as sometimes occurs$ am old member of 
the sales staff visits the factory to have his tires 
pumped up at the time*a new man is. in training, 


“sales work. 


things happen—pronto. Other men detailed for 
such emergencies drop everything else in order to 
keep those two men from visiting and discussing 
It isn’t in the scheme of things to 
expose the budding optimism of a fledgling sales- 
man to the chilling cynicism of men who have worn 
out three or four sample. cases. 

However, one does wonder if those work-weary 
old-timers would not have had their spirits quick- 
ened by contact with a man whose enthusiasm is 
unimpaired. It might shave turned out that the 
benefits to all would have been vastly more import- 
ant than whatever damage resulted to the new man. 
Anyway, to get to*the-Meat of this matter, earlier 
interviews, reported in THe Josper’s Satesman have 
all been with old tiafds a## the jobbing game—men, 
some of them, sporting more service stripes than a 
bosun’s mate—very meaty stuff in some of those 
interviews, 400. — Buk this one, you'll find, is from 
an altogether different angle—Reporrer’s Nore. 


Reported by THOMAS F. CHANTLER 
Of: the Staff of The Society for Electrical Development 


\ ) JHILE journeying to Cleveland to attend the 

recent E. S. J. A. convention, “Bill” Goodwin 

cut short the earful he was giving me in order 

to sing out, “Hello, Cal. Come in here (here meaning 

compartment) and let me congratulate you on your new 

job.” The new job referred to was the sales manager- 
ship of the Tri-City Electric Co. , 

Others came in then, and by listening I learned that 
“Cal” was a familiar figure in the electrical field and 
knew his way about without a guide; also, that he had 
many friends—and deserves them. But the thing of 
immediate moment to me was this: Calahan offered op- 
portunity for an entirely different kind of interview than 
those that I had been securing. 

He was having his first view of the jobbing business 
from the standpoint of one looking at it from the inside 
and responsible for the success of a particular company. 
His previous work had been out of the New York office 
of the General Electric Co.; his responsibility that of 
nursing the relationship with that company’s metropolitan 
distributors. Here was a chance for an interview that 
would be different. I arranged then and there to secure 
it. Here it is: 

“What can I talk about?” he asked seriously. 
put into this position only on Nov. 1, and my experience 
is all before me. For me to presume to tell seasoned 
jobbers and salesmen points about the game which they 
have been playing, while I looked on from the side lines, 
would be—well, funny. Wait until I have been on the 
job a reasonable time and then ask me.” 

“In this instance,” I told him, “it happens that that is 
just what we do not want—an interview by a man who 
speaks the usual language of an old hand. How does the 
outlook impress you now? What points of procedure 


““T was 


2 


have you set up in your mind to steer by? It is just such 
things that we want to know, and now is the most appro- 
priate time to express those views.” 

.. “You mean that you want me to talk about general 


* business conditions, the outlook in the jobbing field—is 


that it?” he asked. 

“Not quite as general as that,” I told him. ‘What we 
particularly want is your own slant on selling, as you see 
it now from your new vantage point as sales manager of 
the Tri-City company. In other words—” And then I 
told him about the old manufacturing concern mentioned 
above. 

“Naturally,” he said, “every man who sells or who is 
responsible for sales has his own private plans for secur- 
ing results, which constitute a part of his stock in trade. 
It would be unreasonable, of course, to expect me to 
touch upon such matters, and I am not going to do so. 
But there are some things of a more general nature that 
are open to discussion. Perhaps they represent only my 
own point of view as a newcomer and will have merely a 
reminiscent value for ‘old hands,’ as you call them. 
Nevertheless, they appear very real to me and [ shall be 
glad to tell you about them.” 

It was then arranged that I see Mr. Calahan in 
Newark after his return from the convention. “That 
will afford me an opportunity to crystallize my thoughts,” 
he said. 

“I’ve been thinking about this matter,” he told me 
when I called at his office in Newark, “and there are just 
three points that I desire to make. They seem important 
to me and perhaps others will find them so. At least 
they may serve as a starting point from which abler men 
can fashion something more to their liking. 

“As it seems to me, looking out upon the job of selling 
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that’s before me, the first thing that must be decided has 
to do with the attitude to be taken regarding competition. 
To what extent, that is to say, shall my selling activities 
be regulated by the influence exerted by competition? On 
the other hand, would it be better to regulate my activities 
solely upon a consideration of the prospect’s needs and 
point of view?” 

“How have you decided that?” I asked. 
clusions promise to be interesting.” 

“To be quite frank,” he replied, “I borrowed some 
other man’s reasoning as 
a starting point from which 
to begin my own. A great 
soldier, I think it was, said 
once upon a time that the 
man who fights for some- 
thing has the natural ad- 
vantage over one who fights 
against. That is to say, he 
who struggles to uphold 
something, particularly if it 
be good and worthy, is 
stronger than he who tries 
to pull down and destroy. 
Somehow, it seems to me 
that the truth of that prin- 
ciple is recognized when 
sales managers tell their 
salesmen to avoid knocking 
competitive offerings.” 

“Can’t you put that into 
the form of a practical ex- 
ample?” I asked. 

“Easily,” he replied. 
“Just imagine an instance 
where all the needs of a cer- 
tain territory are supplied 
by one jobbing house, op- 
erating without any compe- 
tition whatsoever. Such a 
situation would be too good 
to be true, of course, but it 
does serve to bring out my point. The salesmen for 
that house would devote all their thoughts and activities 
to exploiting the merits of their goods and teaching deal- 
ers to sell them and customers to use them. But now an- 
other jobbing house is established, and the plot thickens. 
If each house now starts to knock the other’s goods 
business becomes ruined for both. But suppose, in- 
stead, that the first house only indulges in knocking and 
that the new concern devotes every effort to straightfor- 
ward selling of its goods. Which wins? 

“Destructive competition in any of its phases,” he 
went on, “seems to me to be like fighting against—de- 
stroying the structure upon which all must stand. When 
it’s mutually indulged in the damage is all the greater, the 
finish all the quicker. So it seems to me that logic sup- 
ports the contention that the first tenet of the salesman’s 
creed, no matter what he sells, should be to fight for, 
rather than against. 

“In my travels about I have visited territories where 
every one concerned seemed to be intent upon pulling 
down, rather than building up. But undoubtedly each 
and every one thought that was the correct course to 


“Your con- 





H. C. Calahan Thinks Salesmen Should Fight for Orders 
Rather Than Against Their Competitors. 


pursue. For no man makes moves in business that he 
thinks in advance are wrong. So the interpretation must 
be that in such instances I have just mentioned the ques- 
tion has never been thought out to its logical conclusion.” 
There was no gainsaying the soundness of that reason- 
ing and I said so, asking at the same time for more. 
“You've set up more guide posts than that,” I suggested. 
“The next point that impresses me as important,” he 
went on, “is this: the salesman must believe and work 
on the theory that what is, is right. 'That’s an old 
story, of course, but one 
that every salesman must 
come to believe before he 
can succeed in a big way. 
Why!” he declared enthu- 
siastically. “If I had old 
John J. Aladdin’s lamp 
and knew how to rub it, I’d 
conjure a congress of sales- 
men and command the best 
speakers in America to sell 
that meeting, lock, stock and 
barrel, on the everlasting 
soundness of that principle 
—what is, is right.” 
“You’re doing pretty well 
yourself,” I told him. 
“What’s the application?” 
“Just this,’ he said. 
“Truth, at best, is only 
relative. I ask a man about 
the state of his health and 
he replies that he’s feeling 
100 per cent. But how can 
he know? It might easily 
be possible for him to feel 
twice as good, under im- 
proved conditions of living. 
So you see, he states truth 
only in a relative sense. By 
that same token, we might 
take any manufactured 
product that’s described in superlative terms, and, by 
careful reasoning, show that by comparison with what it 
conceivably might be that it wasn’t even passably good. 
The salesman, therefore, must believe and act on the 
principle that what is, is right.” 
“Does that apply only to the things he sells?” I asked. 
“No, indeed,” he declared. ‘The policies of his house, 
prices, terms, service—everything. If he does not work 
on the theory that what is, is right, his mind will ‘not 
seek out the arguments to uphold what is, and show it to 
be right. He won’t even see such supporting arguments 
when they are directly before him. He becomes a man 
of putty, molded to suit the whims and connivings of 
those he contacts with. Such a man would not even be a 
good hand for competitors to hire. Why I'll venture to 
say that for every ordinary manufactured product that’s 
being sold successfully today, another of equal merits can 
be found languishing in the background,—all because 
the men connected with it are weak-kneed about insisting 
that what is, is right.” 
“You said you had three points you wished to make 
and so far but two have been men- (Turn to page 50) 
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Lighting Business for 1922 


A Birdseye View of the Year’s Sales Developments in Lamps and Equipment, 
Particularly from the Standpoint of the Jobber 


By W. E. UNDERWOOD 


OW that 1922 may be spoken of in the past tense, 
N there is perhaps some little value in taking a 

brief birdseye photograph of the year’s lighting 
business to visualize the main and important contours. 
This may help a little in getting your bearings for 
1923 by showing a few of the successes and failures in 
lighting sales effort during the past year and some of 
the promising lighting markets for the present year. 

The total dollars and cents sales volume of lighting 
equipment for 1922, to the best of present knowledge 
has been decidedly better than for 1921 and less than 
that of 1920. This represents solid and _ healthy 
progress, for prices of lighting equipment have been very 
generally lowered during the past year. And this gives 
cheerful promise of increased lighting sales for 1923. 

The outstanding fact of interest about 1922 lighting 
sales is the victory of salesmanship over mere order- 
taking. When sustained and intelligent selling effort has 
been exerted it has almost without exception brought 
home the lighting bacon, and very profitable bacon at 
that. On the other hand, those jobbers who have made 
no particular effort on lighting business in 1922 have 
got rather less than what might be considered from the 
record of past years as their normal share. 

Except for a tremendous increase in the home-lighting 
market there has been little natural growth in lighting 
demand which would fall easily into channels where 
mere order-taking is sufficient to win profit. But there 
are many lighting markets where real salesmanship has 
won in 1922—markets where an increase in sales has 
not merely “grown” like Topsy but has been created by 
sweatful effort of fighting salesmen carrying the gospel 
of better light. The same thing is going to continue in 
this present year of 1928 A. D. The unhalted expansion 
of the home-lighting market, due to another million and 
a quarter of newly wired homes, will provide a stable 
lighting equipment business for both the hustlers and the 
order-takers. That is the bread and butter. The cream, 
however, of store and factory and sign and street-light- 
ing business is surely going to those who can sell it. 


The Markets 


The year’s lighting business may be summed up some- 
thing like this: Homes, 25 per cent, 200,000,000 sockets 
in use; stores, offices and public buildings, 48 per cent, 
127,000,000 sockets; factories, 11 per cent, 37,500,000 
sockets; signs, 5 per cent, 15,000,000 sockets; street 
lighting, 4 per cent, 2,000,000 sockets; miscellaneous, 7 
per cent, 1,000,000 sockets. 

There has been an excellent demand all during the 
year for equipment for home lighting. This welcome de- 
mand has occurred throughout the country in big cities 
and little, and has been so general and widespread that 
everybody in the lighting business has been benefited. 
A million and a quarter old and new homes have been 


wired this year and have required everything for this 
purpose from the main switch to lamps to fill the 
new sockets. 

With all due thanks and credit to the home-lighting 
market and what it has done for the electrical industry 
in 1922, we see on examination of the above figures that 
it constitutes but 25 per cent of the requirement for light- 
ing equipment for the year. The surprising thing is 
the store-lighting demand for 1922 has been nearly 
double the home-lighting demand. 

Let’s look into this field a little and see, if we can, 
why it dwarfs the home-lighting market as an oppor- 
tunity for lighting sales. A survey made in Chicago in- 
dicates that the average store has a connected load of 
about 2 kw. and the average home has a connected load 
of 0.75 kw. The home uses electric service on an aver- 
age of an hour and one-half a day. The store employs 
electric service five hours a day. On the average, there 
is considerably more money involved in the sale of fix- 
tures, glassware, wire, switches, etc., for a store than a 
for a home. And most important of all is the constant 
change that goes on in stores in the effort for lighting 
betterment. Old fixtures and glassware are discarded 
every few years in favor of new and better equipment. 
In the home, a lighting unit, or “luminaire” as we are 
now taught to call it, is a fixture in the popular sense 
of the word—up to stay until the house falls down or 
until the gradual penetration of lighting knowledge 
teaches the average householder in future years the ad- 
vantage of keeping his lighting up to date. 

It has been previously stated that this immense volume 
of store and office and public building business for 1922 
was created by hard work. That is literally true. With- 
out earnest sales effort, 1922 store lighting sales would 
have been much smaller. A little of this business would 
have flowered without sales cultivation but most of it is 
“hot house” product, so to speak. It has been tended and 
encouraged and finally harvested by lighting salesmen 
who have gone into these stores and sold better lighting. 
The credit belongs to jobbers’ salesmen, fixture dealers, 
contractors, manufacturers’ representatives and central- 
station solicitors. 

In one of the largest cities of the country a strenuous 
store-lighting sales campaign carried on in 1922 by the 
central station has increased its total commercial lighting 
load 46 per cent. Think what this has meant in the 
sale of lighting equipment! And then ponder on the fact 
that it was all accomplished with a handful of men— 
half as many as the sales force of the average electrical 
jobber! 

With even the fine store-lighting sales record of 1922, 
the possibilities of this market are still scarcely realized. 
Only one store in ten has 10-foot-candles of illumination. 
Seven stores out of ten are today good prospects for the 
sale of better lighting. (Turn to page 81) 
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Don’t Be Ashamed to 
Work for Wages 


The Bunk About Wage Slaves 


By DR. FRANK CRANE eral 


tyro in reform. We have heard talk of 

wage slaves, and the scream that their con- 
dition is a little better than that of the negroes 
before the Civil War. 
Indeed, some say they are 
worse off, as the slave was 
cared for by his master 
and felt he was one of the 
family, while the wage- 
master is cold, aloof and 
heartless. 

All this is pure bunk. 

You can easily prove 
that it is by asking any 
hired man how he would 
like to be bodily owned by 
his boss, as was Uncle 
Tom. 

To do an honest job for 
money is the most equi- 
table and decent way of 
doing it. 

You can prove this by 
your instincts. When a 
man approaches you with 
a proposition, and says 
that he does not want any 
profit, that his soul is 
above money, and that he is actuated by altru- 
ism, you punch the button signaling the house 
detective and tell him to keep an eye on the man. 

You only do business with satisfaction with 
any man when it is evident that his proposition 
will afford him a profit. 

Whoever tries to get something for nothing 
isa cheat. Beggars are nuisances and the worst 
type of menace to the poor. It is an open ques- 
tion whether most benevolence, money doling 
and all gifts of that nature do not create more 
harm than good. Certain it is that alms-giving 
encourages indolence and creates parasites who 
probably come to think that there is enough mis- 
directed pity in the world to afford them a 
living. In fact, some of them are known to con- 


+ HE wage system has been cursed by every 





(Copyright, 1922, by Dr. Frank Crane) 


sider their benefactors as fools easily parted 
from their money. They trade on the sym- 
pathies of men. 

The one transaction that is clean as a hound’s 
tooth, square and solid in 
the eyes of men and whol- 
ly acceptable to God, is to 
pay a man an honest price 
for his labor or his goods, 
so that he will be enabled 
to make a decent profit 
above his living or manu- 
facturing costs. 

The American indus- 
trial world is founded on 
the wage-system. 

It is a part of the de- 
mocracy of the nation, 

It was not devised. It 
grew. It is the outcome 
of evolution. 

It is the best way we 


one free man can serve 
another and lose none of 
his manhood. 

The wage system un- 
doubtedly has its draw- 
backs, because humanity 
has its imperfections, and it is human. 

In all probability crafty employers will un- 
derpay workers, and lazy workers will swindle 
employers to the day of judgment. But there 
is much to indicate that men are seeing the light 
and are discontinuing these practices. 

Get the buying and selling and wages of the 
world equitably arranged, and thousands of 
laws would disappear from the statute books, 
hundreds of charitable organizations would close 
their doors as no longer needed, fantastic eco- 
nomic theories would vanish as thin clouds, and 
the industries of the world would bound for- 
ward as if touched by a magic spur. 

Be fair, and you will not need that anyone 
urge you to be kind. 


have found so far in which 
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Pictorial Review of Electrical Developments 


atnitai 


Above shows what some folks call the “hub of the world,” other- 
wise known as the financial district of lil’ old Noo Yawk, as 
viewed from the Brooklyn side of East river on a winter’s even- 
ing. Makes quite a nice load for the central-station companies as 
well as a market for lighting equipment and lamp renewals.— 


U. & U. Photo. 


At the left is a scene in the Westinghouse shops, showing a group 
of electric locomotives in course of construction for the Chilean 
State Railways, which are going to be electrified. Who says our 
neighboring countries down south don’t keep abreast of the times? 


Add to wonders of 
science. Tubercular 
children receiving s un 
baths by electricity at 
Lynnhurst school, 
Minneapolis. — Int]. 


If you are near a_ broadcasting 
station try this stunt. Just an 
ordinary earthenware crock will 


do the trick.—K. & H. 
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Here’s a new one for you 
to try on your trusty Mar- 
lin or Winchester. The 
directions are simple. All 
you have to do is take a 
spotlight out of stock or 
rob your lizzie, clamp it 
on the end of the barrel, 
attach some cord with a 
switch in the middle, and 
put a couple of batteries 
in your knapsack. Then 
you go where there’s lots 
of game, spot something to 
take a shot at, and while 
they are wondering what 
it’s all about, you just 
naturally shoot ’em dead. 
Simple—yes, awful! 





Shown at the left is an 
electric crane picking up 
a carload of coal and 
dumping it into the hold 
of a vessel. The scene is 
at Ashtabula, Ohio, and 
illustrates what’s being 
done to stave off the 
coal shortage in the 
Northwest. 


At the right is the first 
naval air lighthouse in- 
stalled by Uncle Sam at 
Hampton Roads, Va., for 
the guidance of pilots of 
aeroplanes and balloons. 


—Photos. by K. & H. 


































The next war—and there 
will be one, all objections 
to the contrary—will see 
this electric brain machine 
in operation. It will do 
range finding and com- 
pute and_ record the 
movements of the enemy. 
The system, which is 
called the Ford artillery 
computer, makes _  allow- 
ances for temperature, 
atmospheric pressure, and 
all details heretofore 
computed by hand. H. C. 
Ford, the inventor, is seen 
standing back of the ma- 
chine.—U. & U. Photo. 
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Chicago Branch, Manhattan Electrical Supply Co. 


Changing the store 
front and the in- 
terior arrangement 
of its building at 
112-114 South 
Wells St. has given 
the Manhattan 
Electrical Supply 
Co. one of the most 
attractive stores in 
the Chicago dis- 
trict. Now there 
is space for four 
separate window 
displays, and new 
fixtures and shelv- 
ing show off the 
appliances and 
stock in the supply 
and radio depart- 
ments to excellent 
advantage. 
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The improvement 
in store arrange- 
ment was due to 
efforts of Clarke 
Methot, the branch 
manager, who is a 
leader in inaw 
gurating modern 
methods of distrib- 
uting and selling 
electrical supplies. 
The details of lay- 
ing out the store 
plan and arrang- 
ing the stock were 
worked out by 
Walter S. Becker, 
the store manager, 
and A. J. McGiv- 
ern and R. E. 
Weyler, sales de- 
partment. 
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Clarence Wheeler 


President, Wheeler-Green Electrical Supply Co., Rochester, N. Y. 
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MEN YOU SHOULD KNOW 


Clarence Wheeler, 


business of distributing electrical supplies you will 

find out, sooner or later, they take themselves rather 
seriously. Whether this tendency comes from the in- 
herent nature of the business or just from a sense of 
their importance as factors in the upbuilding of the 
electrical industry, the fact remains. It seems to be part 
and parcel of the makeup of 
the electrical supply jobber. 


I YOU have a wide acquaintance among men in the 


President Wheeler-Green 
Electrical Supply Co. 


gins-Almstead Electric Co., the largest electrical con- 
tracting firm in Rochester, and formed the Wheeler-Green 
Electrical Supply Co. Whiting J. Da Lee (now deceased), 
a Rochester business man, whose chief interests were in 
the lumber industry and who foresaw the possibilities in 
the electrical field, was the first secretary-treasurer of the 
company and was largely instrumental in its organization. 

The three of them put in a 





In this respect Clarence 
Wheeler appears to exhibit 
the same characteristics as his 
associates ; at least it seems that 
way to the casual acquaint- 
ance. But if you get to know 
him quite well, and particu- 
larly if you talk business to 
him for a while, you will soon 
come to the conclusion that he 
doesn’t take himself nearly as 
seriously as he does the elec- 
trical supply business itself. 
He is filled to the brim with 
ideas and opinions regarding 
the improvement of conditions 
in the jobbing field. He puts 
individuality out of the pic- 
ture, and brings to the fore 
what to him is the all-absorb- 


ing subject. He is fairly 
steeped in it. 
“Why shouldn’t he be?” 


s eye.@ 
Possibilities 

Y Nouns what he would say to 
a salesman who expressed 
himself as being rather “down in 
the mouth” in regard to business 
and to his own individual pros- 
pects in the electrical supply 

field, Clarence Wheeler said: 
“I'd fire him, and get another 
one, one who has some apprecia- 
tion of the possibilities of our 
business, and who would be wise 
enough to know that if he did 
good work he would have his 
chance to make a big success. I 
wouldn’t waste time talking to 
anyone in the electrical jobbing 

business who’s discouraged.” 


total of $1,750 in cash, together 
with $350 worth of tools and 
material furnished by Wheeler. 
The company was incorporated 
with a capital of $4,000, and 
did a general contracting busi- 


ness, wiring for light and 
power, installing fixtures, 
maintaining and __ repairing 


motors, etc. The new concern 
started off by getting a Gen- 
eral Electric motor agency, 
which Wheeler looked after, 
making sales and installations, 
winding armatures, and doing 
other repair work. Incident- 
ally, it may be stated that for 
a number of years the volume 
of motor business done by the 
Wheeler-Green Electrical Sup- 
ply Co. was exceeded by only 
two other motor agencies of 
the General Electric Co. 

It was only natural that the 








you may ask when you read of 
his many years of experience 
in the electrical field. There are 28 of them, every one 
crowded full of events associated with the progress of the 
industry. Perhaps they answer the question better than 
anything else. 

Born March 3, 1877, in the little town of Fleming, 
near Auburn, N. Y., young Wheeler was brought up on a 
farm and went to school and worked until he was 17 years 
old. The product of these early years—learning to work 
and to know its value—is indelibly stamped upon him, 
for he reflects accomplishment. Turning over soil to pro- 
duce crops is fundamentally no different than turning 
over merchandise to produce profits. 

But the desire to enter the business world induced him, 
in 1894, to go to Rochester, and there he went to work 
for the central-station company, the Rochester Gas & 
Electric Co. He oiled generators, watched voltmeters, 
polished nameplates and brass rails, and followed his 
natural ability to fix things by putting in a lot of time in 
the repair department. Soon he became quite adept at 
winding armatures, and he followed this line of work to 
a great extent until 1901. 

In that year he became associated with Thomas H. 
Green, then superintendent of construction for the Hig- 





company began handling sup- 
plies, but the process of get- 
ting into the jobbing business was gradual. From 1901 
to 1908 its chief efforts were confined to contracting, but 
the succeeding two or three years saw a_ surprising 
growth in the supply department, and by 1912 it had 
assumed such proportions that it was necessary for the 
company to seek larger quarters to properly care for it. 
In that year the company decided to construct the build- 
ing which it now occupies and which is a five-story struc- 
ture, 80 by 110 ft. 

The progress of the company during these years has 
been reflected directly to the men in the organization. 
They have progressed at the same time, and this is largely 
due to Mr. Wheeler’s ideas on company organization. It 
is the practice never to go outside to find a man for an 
executive position, such as a department manager or the 
like. All of these positions are filled by those who have 
risen from places of minor capacity and were promoted 
as the company progressed and the opportunities pre- 
sented themselves. For example, A. J. Stauff, purchasing 
agent, started with the company in 1901 as_ stock- 
keeper; C. C. Dailey, manager of the panelboard depart- 
ment, was the company’s first motor mechanic; J. R. 
Powers, sales manager, began in 1902 (Turn to page 79 ) 
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Code of Ethics 


As Approved by the Electrical Supply Jobbers Association at Its 
Meeting in Cleveland, Nov. 20-24, 1922 


ELIEVING that the complications arising in modern business 
competition from differences of talent, character or custom 
can be to a considerable extent overcome if those who are en- 

gaged in the same line of business will publicly acknowledge and 
then endeavor to live up to a system of basic principles of right ac- 
tion, the Electrical Supply Jobbers Association, in national conven- 
tion assembled, has adopted this “Code of Ethics” as a guide to those 
who are now or may hereafter become engaged in the business of 
jobbers and distributors of electrical] materials. 


SEcTIon 1. It is the function of a 
jobber to provide the most efficient yet 
most economical means for offsetting 
the natural obstacles which oppose di- 
rect communication between the pro- 
ducer and the consumer of electrical 
materials. 


SECTION 2. Realizing that the funce- 
tion of a jobber is entirely that of serv- 
ice in one form or other, we recognize 
also that the measure of our success will 
be determined by the degree to which 
the service rendered by us affects favor- 
ably the safety, convenience and con- 
tentment of those to whom, in the final 
analysis, it is addressed, namely—the 
public. 


SECTION 3. Second in importance 
only to our duty to the public we ac- 
knowledge our duty to the electrical in- 
dustry, of which we must hold ourselves 
worthy representatives. 


Section 4. la accepting recognition 
as an important and inseparable branch 
of a great industry, we acknowledge the 
resulting responsibility that we must by 
careful study attain a sympathetic un- 
destanding of: (a) the functions per- 
formed by all other branches of the elec- 


trical industry, and (b) the problems 
with which such other branches find 
themselves confronted—to the end that 
we may intelligently and effectively 
support any effort which has for its ob- 
ject to increase the ability of the entire 
industry to serve the public more effi- 
ciently and economically. 


SEcTION 5. Bearing in mind that 
only through use of the highest quality 
of electrical materials can the public be 
properly safeguarded, and consistent 
with our desire to be representative of 
the highest type of business enterprise, 
we shall purchase and sell only mate- 
rials which we believe are representa- 
tive of the safest and most widely ap- 
proved practices in the industry. 


SEcTION 6. Knowing that perma- 
nent success in any line of human effort 
comes only to those who develop their 
talents, character and business in ac- 
cordance with the laws of honor and 
fairness, we shall endeavor to be guided 
by those standards, always recognizing 
that a simple but infallible guide to 
right action is found in the practice of 
measuring all our own words and ac- 
tions by what we would wish others to 
say or do if positions were reversed. 
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“Why Be a Slave to a Stove?” 


A Westinghouse Automatic |Electric Range 
Answers This Question 





Many readers of the Saturday Evening Post, Good Housekeeping 
and Sunset Magazine in your territory will be influenced by the West- 
inghouse Automatic Electric Range advertisement that appears in the 
above magazines during the month of January. 


Why be a slave to a stove? The January Westinghouse Range 
advertisement will ask and answer this question to the satisfaction of 
every reader. Westinghouse Range advertisements in your local 
newspapers in conjunction with this national advertising is the basis 
of a campaign which will net you profitable sales. 


January is the month to push your electric range sales. Advertise 
the Westinghouse 3-193 Electric Range—the range with a clock. 


Westinghouse Electric & Manufacturing Company 
Mansfield Works Mansfield, Ohio 


Westinghouse 
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Do Prizes for Good Work 
Help Selling? 

URING the past summer, while 

I was in a Pennsylvania city 
helping one of our distributors, he 
gave me the names of his dealers and 
the hobby of each. One of them, if 
you catch him right, may give some 
of his home-made wine. It is 15 years 
old and the finest I ever tasted. It is 
almost all gone; there was just a 
bottle or two left when I was there. 

Now if you are a real salesman and 
can show him, you may get part of 
what we left when I was there last. 
When I got to this town the dealer 
was glad to see me, and when we were 
just about getting well enough ac- 
quainted to talk about wine a woman 
came in asking for a competitive 
cleaner (cleaners are what I sell). 
Here was where I saw a chance for 
real salesmanship, and, as I wished, 
the dealer called me and introduced 
me to the woman and her charming 
daughter. 

I got busy, but the more I told her 
about my cleaner the more she wanted 
the other one. I tried to convince her 
by telling her I had many friends 





who were using my cleaner and were 
very much pleased with it. As a last 
resort I put some soda on a rug, and 
just as I was ready to demonstrate 
she stepped right in the center. 
Never dreaming of an opportunity of 
this kind, I asked her to remain there. 
I got busy and cleaned up every bit of 
soda except that under her heels and 
Needless to say, no women 
could have been more surprised than 


soles. 


“Little stories of 


unusual sales ~as 
told by salesmen. 


those two. The demonstration was 
such a successful one that the woman 
purchased the cleaner and paid cash 
for it. 

I was very much delighted, and 
here is where the joke comes in. Aft- 
er she left I again mentioned wine, 
and my good customer said, “Oh! now 
I know why you worked so hard.” 
He gave me a bottle, and last night 
we celebrated our son’s birthday and 
finished it. 

When I told the distributor about 
this he remarked that the wine surely 
did help making that sale. Now 
really, did it? H. G. WinrHeER. 

* * #* 


Letters to Dealer Customers 
Bring Results 
FOUND the following system 
quite effective in landing a num- 
ber of orders which amounted to a 
total of several hundred dollars. 

My company distributes radio re- 
ceiving sets and accessories, and 
recently one of our executives made 
the remark that he knew of a certain 
case where one of the.owners of one 
of our medium-priced sets was able 
to listen-in on a concert broadcasted 
from Havana, Cuba. 

This bit of news, which was given 
in the morning, gave me a tip. By 
evening I had signed about 20 letters 
describing in general the construc- 
tion, operation and cost of one of 
these sets, and suggesting to my 
dealer customers that they purchase 
at least one of these sets to feature 
for the Christmas trade. I was very 
much surprised and elated over the 
outcome of these letters, because the 
results were away beyond my expec- 
tations. 


I believe it is a good practice to’ 


write an occasional letter to your 
dealers, giving them a complete out- 
line on some one piece of merchandise 
on which they cannot make enough 
profit so that they are willing to 
really feature it. It is difficult to in- 
duce any dealer to devote a large 


amount of time on _ several small 









articles, but if he can see one thing 
clearly at a time he will go after it 
and make a success of selling that 
one piece»of merchandise until his 


territory is fairly well saturated. 
Then comes the opportunity to in- 
terest him in something else, while 
his enthusiasm is at a high pitch. 

It can be done if we give it 100 
per cent of our energy, and that 
means all of it. 

H. E. Harkness. 


* * 7 


Made Delivery on Time 


OR a long time I had been calling 

on one of the largest contractor- 
dealers in my territory without re- 
ceiving even the smallest order. 

On one of my visits two weeks ago 
I had to wait my turn at interviewing 
the buyer. This wait proved useful. 
A leading doctor of the city came in 
hurriedly and asked for a green glass 
reflector of an obsolete type. The 
clerk was on the point of saying he 
could not get it when I apologized 
for interrupting, and claimed I could 
get it for him in two days. This 
pleased the doctor and brought relief 
to the clerk. 

At this point the buyer appeared 
on the scene and hearing about what 





I was going to do promptly bet me 
a good cigar I couldn’t make delivery. 
I came back with a counter proposi- 
tion that I could. 

My next visit was a boomerang. I 
got the cigar and was complimented 
roundly for keeping my word and 
satisfying one of their best customers. 
This little episode lead to a large 
appliance order, which was delivered 
promptly, and this order lead to a 
big general supply order. To be brief, 
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[HUBBELL 


It Sells on Sight— 


HUBBELL Triplex TableJap 


























Attach to under side 
of table and 3 appli- 
ances can be operated 











at once. 


For “portable” use 
anywhere in the house. 


























































kitchen or laundry. 


Many uses can be 
found for it in the 


a portable Convenience Outlet 


This new Hubbell device sells on sight because 
of its wide utility. Its glossy black body presents 
attractive appearance; its green felt base prevents 
harm to the finest surface. Three sets of Te- 
Slots provide safe operation for several appli- 
ances at once. 


Every Hubbell Triplex Table Tap you sell 
makes it easy and convenient to use electrical 
appliances—increases the market for them. 


Let us send your dealers attractive new circu- 
lars imprinted with their names for distribution 
to their trade. Drop us a card now, telling how 
many you could use. 


HARVEY HUBBELL 


ELECTRICAL ggg) SPECIALTIES 


BRIDGEPORT HU CONN, U.S.A. 





No. 6900 Complete 


Packed in Individual Carton 
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I now enjoy the business of this com- 
pany nearly in full, which goes into 
thousands of dollars. 


Leonarp BarDEN. 
* * * 


Human Stuff 

ae NE TOUCH of nature makes 

the whole world kin.” The 
truth of this old saying was never 
brought home so forcibly to me as it 
was recently. I was doing Connecti- 
cut territory for a big jobbing house 
in the East. Serious illness visited my 
house and brought down a member of 
the family. This, of course, affected 
my work. I had to retrench and con- 
fine myself to the district in the vicin- 
ity of my home. As the illness at 
home protracted I became glum and 
dull, and wasn’t bringing home half 
the orders that I normally would ac- 
quire. 

One day the postman, who, by the 
way, was an intimate friend of mine, 
brought me an extra letter 
headquarters. 

“Something big on deck today,” he 
said, cheerily. ‘This is the first time 
I ever seen your regular letter com- 
ing in with a convoy.” 

It was true, and I was a bit puz- 
zled, too. I hastily tore it open. 
After reading the letter through I 
let the postman glance over it. 

“That comes from the president 
himself,” I said. 

“Gosh!” exclaimed the postman 
after looking it over; “there must be 
red blood in that fellow.” 

He was apparently quite surprised, 
and so was I. 

“Say,” I remarked, as he was leav- 
ing, “I’m going to work my head off 
for that man.” 

And why wouldn’t I? 
read: 


from 


The note 


“Genuinely sorry, old man, to hear that 
your is ill. My heart-felt sym- 


pathy is with you. If there is anything 
that I can do, consider me at your service. 
Forget about your weekly average. Don’t 
overwork yourself. Stay home with your 
—__—__———. as much as you can. Your 
salary will in no way be affected, Cut 
down your territory all you want.” 


That note coming from the chief 
of chiefs was like a tonic. It reju- 
venated me. With all the misery 
around that message came up like the 
sun on a gloomy day. 

I lit out for a concern that I had 





no intention of visiting prior to re- 
ceiving that note. I had tackled this 
concern a few weeks before with my 
searchlights, but I not only came 
away without an order, but also “put 
my foot” into it, as the saying is. I 
couldn’t get the buyer to see my stuff 
at all. What with my trouble at 
home and the reverses I was meeting 
with enroute as a result, I was any- 
thing but diplomatic. An electrician 
had come into the store to get a bat- 
tery for a light he had. I foolishly 
asked him which he considered best, 
the light he had or the one I was 
selling. He said he considered the 
one he had the best. This started a 
controversy that didn’t help me any, 
so I departed more crestfallen than 
ever. 

But with that note in my pocket I 
went back there a different man, I 
had a different philosophy, a different 
personality. I made amends for my 
bad attack of the previous visit. I 


imbibed a lot of goodness from the 
note I received, and it was impossible 
to do anything but diffuse the human 
stuff. 

Although I didn’t receive an order 
then, I placed myself in the buyer’s 
good graces and subsequently had the 
pleasure of stocking him up with an- 
other article I was selling. 

That note meant a lot to me. It 
made me realize that if one wants 
human consideration one must dis- 
pense a bit of the human stuff him- 


self. Epaar Branpon, 
* * * 


Cut the Counter in Two 


NE day I was talking to a dealer 

regarding washing machines. I 
told him of the nice profit he could 
make on every machine sold, how one 
customer would help him to sell to 
neighbors and also increase his busi- 
ness on other appliances. 

After overcoming every. objection 
offered, he said, “Well, I might con- 
sider your proposition, but I haven’t 
room for a washer.” 

I must confess I was “stumped” 
for a second, because his store space 
is very small and he really did not 
have .room to demonstrate a washer 
properly. I looked around for a place 
to put a machine and finally said, 
“Why don’t you cut your counter in 
two? It is longer than necessary 
and that would give you the room re- 
quired.” 

“T will think it over,” he replied. 

The next time I called the counter 
was gone entirely, and when the deal- 
er’s partner came in, I said, “Where 
is your counter?” 

“Why, we are having it cut in two 
as you suggested.” 

As a result, I sold them a washer 
and have sold them two more to fill 
orders already taken. 

J. E, Carraway. 





ver platter. 


this department. 





Tell How You Landed a Tough One 


Surely, if you are a salesman, every order you’ve got wasn *t handed to you on a sil- 
It isn’t in the book; they don’t come that way. Probably you’ve had 
some hard ones that took a good deal of maneuvering before you could swing ’em into 
line and get the John Henry down. 


Might make pretty interesting reading to some fellow out in the “sticks” who is up 
against the same proposition, if you’d get out the old pen and write a letter about it for 
An incident that may seem rather simple to you now may be just the 
thing to help some other fellow land a hard one. We pay $5.00 for every letter published. 
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Jove No.600 


For high deep Windows | 


Color Lighting, 


for distinctive beauty 


Jupiter No. 610 


For high shallow windows 


Spot Lighting 


} for stron}, emphasis 


Scoop No.778 


For low deep windows 


Foot Lightin3, 


for eliminatin3, shadows 





Hood No.7351 : 


For low shallow windows 


Flood Lightin3, 
$ latest in display lighting 





This label on 
X-Ray Reflectors 


Have you asked for your copy 
ty of our new book on Store 
Lighting. It will help sell more 
X-Ray Window, Show Case 
( and Store Lighting. 








of quality 





} More than 25 Years of Satisfactory Service 








National XkKay Reflector Co. 


New York Chicago Los Angeles 











Ongineers in all principal cities 
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for some months to come. 


continued demand for conduit, wiring devices, wire 

and other materials entering into new construction 
work. Favorable reports in regard to building operations 
have been received from every section of the country, and 
it is likely that business in these lines will continue good . 
The demand for central-sta- 
tion equipment seems to have fallen off, but it is to be 
expected at this time of year and will recover quickly 


‘ho most outstanding feature of the market is the 


Market for Electrical Supplies 


Jobbers in Different Sections of the Country Report on Demand and Price 
Tendencies in Their Respective Territories 


when new plants and extensions are begun in the spring. 
Buying for the holiday trade has been in good volume, 
although nothing extraordinary; sales have been very 
substantial in heating appliances, and washers and clean- 
ers have shown noticeable improvement. 
on a more satisfactory basis, and the predictions are. 
that it will continue to show a healthy growth. The de- 
mand for lamps remains unabated, and there is a great 


Radio is getting 


deal of activity in residential and commercial units. 




















































































































































































































































Ew MARKET PRICES 
25 Nov. 15 to Dec. 15 General Trend 
COMMODITY x) S . = COMMENTS 
. ] n- e- 
Se Good | Fair | Poor ||creas- |Steady| creas- 
ing ing 
Transformers, insulators, and other Buying has fallen off to some extent, but is ex- 
C.S. distribution equipment....... 56 7 36 13 7 48 1 pected to pick up shortly. 
There has been a little lull, but activity in this 
Poles and pole-line hardware... ..... 57 13 30 14 25 31 1 line is fair. 
: Demand and prices continue steady in practically 
Switchboards and accessories........ 58 6 28 24 1 56 1 all sections. 
Increased buying in East, especially smaller sizes; 
Motors and control apparatus....... 59 9 35 15 6 49 4 stocks in good shape. 
f Business in this line continues good, with tendency 
aber WIE. 6 5555 ie sp 0idine eon os 75 34 31 10 9 66 0 for higher prices. 
Building construction maintains good demand; 
Wiring deviets «...... 005.5 as csr 78 52 26 0 49 29 0 prices still on the increase. 
Stocks are very low generally, and there is con- 
Conduit and fittings............... 78 53 24 1 49 26 3 cern over future requirements. 
Market continues very good in all sections, with 
B.C. wireand cable... ......65.2..% 78 54 24 0 66 12 0 prices going up. 
Jobbers are well satisfied with turnover, with few 
Os Fs MO, nes conn eta er ase re 76 29 48 4 56 19 1 exceptions; prices increasing. 
Fine volume of business in diversified types and 
RINE cs. 6 cos Sn 8c acewa's 6 ceo ore 79 66 13 0 2 60 17 sizes is reported. 
Not much change noted, the demand considered 
Industrial reflectors................ af 17 40 20 11 66 0 fair in the face of conditions. 
Building activities are responsible for a steady 
Commercial lighting units.......... 74 25 32 17 5 68 1 movement in this line. 
Continued improvement in volume is noticeable 
Residential lighting units.......... 57 22 25 10 5 51 1 by practically all jobbers. 
Market is spotty, but in general it can be con- 
Street lighting equipment........... 54 10 19 25 2 50 2 sidered satisfactory. 
Reports indicate good movement for holiday 
Heating appliances................ 75 51 18 6 2 67 6 trade, but not exceptional. 
Competition is keen, but sales have increased, 
Motor-driven appliances............ 64 17 30 17 + 57 3 with prices decreasing. 
Turnover has been quite satisfactory, with prices 
RR ia 6 RAR A ie be a Se 58 22 29 7 1 30 27 going down. 
. Holiday demand has been the best ever experi- 
Flashlights and batteries........... 78 49 27 2 2 76 0 enced; prices firm. 
Sales have slowed up a bit for this time of the year. 
Telephone equipment.............. 40 3 13 24 1 35 4 
Improvement noted in both radio and automohile 
Storage batteries. ......5......25%: 33 &g 5 1 32 0 lines; prices remain steady. 
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Here’s the Switch the Contractor Needs 


BLACK COMPOSITION HANDLE. 


OFF AND ON INDICATIONS 
CLEARLY MARKED LUMINOUS BUTTON 25c LIST EXTRA. 
WHITE LETTERS 











ON BLACK BACKGROUND. 
oe DIRECT ACTION OF LEVER ON 

Ss MECHANISM HELPS SPRING 

( PULL SPRING AND PREVENTS STICKING. 

MAKES A LONG LIVED 


SWITCH. MAKES 
MECHANISM WORK WIDE BREAKING DISTANCE 
PREVENTS ARCING 


SMOOTHLY 


SHALLOW CUP 
SUITABLE FOR 
THIN PARTITIONS. 











































SCREWS STAKED SO 
THEY WONT FALL QUT. 









| EXTRA LONG BINDING 

















PHOSPHOR! 
| BRONZE 
CONTACT 
BLADES, 











The Bryant Shallow Cup Flush Toggle Switch 


It has a mechanism that cannot stick and hang up. 
The mechanism is insulated from live parts. 
It has an indicating feature. 
) It fits in thin partitions. 
It is easy to wire. 


It looks well on the wall. 





It works smoothly and quietly. 


showing Indicating Fea Single pole, double pole, and three point now being delivered. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT -- CONNECTICUT 


NEW YORK CHICAGO SAN FRANCISCO 
342 Madison Ave. 844 West Adams St. 149 New Montgomery St. 
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Coast Jobbers Hear Plans for 
Business Development 

A forecast of the opportunities for 
business in the industry 
formed the chief topic of discussion 
at the open session during the regu- 
lar quarterly meeting of the Pacific 
Coast Electrical Supply 
Jobbers Association, which was held 
at the Hotel Coronado, Coronado 
Beach, Cal., on Dec. 7-9. 

Among the speakers was S. M. 
Kennedy, vice-president, Southern 
California Edison Co., who said that 
his company will add 125,000 hp. to 
its capacity during the year, and 
that the sale of this power will result 
in an addition of 80,000 residential 
consumers and nearly 60,000 hp. in 
motors. It is estimated that this de- 
velopment would occasion the sale of 
$30,000,000 in materials 
and appliances. 


electrical 


Division, 


electrical 


A. W. Childs, commercial manager 
of the Southern California Edison 
Co., outlined in detail the range and 
water-heater campaign that is now in 
progress in California, and H. W. S. 
Berry, sales manager of the Western 
Electric Co., San Francisco, spoke of 
the work of the S. E. D. for gaining 
co-operation between jobbers, manu- 
facturers and central-station men on 
the Pacific Coast. 

* 


* * 


Varney Appoints Robertson 
General Manager 

A number of changes involving the 
personnel of its organization 
have been made by the Varney Elec- 
trical Supply Co., Indianapolis. H. 
A. Robertson, who has been manager 
of the Evansville branch since 1913, 
has been appointed general manager 
of the company and is in charge of 
both the Indianapolis and Evansville 
houses. O. F. Ferguson, purchasing 
agent at Evansville for the past three 
years, has succeeded Mr. Robertson 


sales 


as branch sales manager, while 
Joseph Richards remains as_ sales 
manager. W.H. Makepeace has been 


appointed sales manager and M. J. 


CY 
as — >) ; 





linn purchasing agent at Indian- 
apolis. 

While the past year has been quite 
satisfactory from the standpoint of 
volume of business, it is expected that 
1923 will show material increases, 
and with this in view the Varney 
company has added a number of new 
men to its city and country selling 


organizations. 


% -@:-4 


Jobbers Mourn Death of 
“Jack”? Garron 


News of the untimely demise of 
L. V. Garron, manager of the supply 
department of the Philadelphia Elec- 
tric Co., came as a veritable shock 
t» his many friends in the industry. 








Leon Vail Garron. 


He was a victim of pernicious anemia, 
he had been = suffering 
since June, death occurring at his 
home in Woodbury, Pa., on Nov. 23. 
He was born Feb. 4, 1878 and a 
widow and sister survive. 

“Jack,” as he was familiarly called 
by his numerous friends, became as- 
sociated with the Philadelphia Elec- 
tric Co. in 1899, but resigned a year 
later to become connected with the 
Western Electric Co. In 1906 he re- 


with which 

















turned to the Philadelphia Electric 
'), as assistant manager of the sup- 
ply department, and succeeded H. C. 
Lucas as manager when the latter be- 
came treasurer of the company in 
911. He was a member of the pol- 
icy committee of the G-E  Dis- 
tributors’ Club, and was serving his 
second term of three years as a mem- 
ber of the executive committee of the 
Electrical Supply Jobbers Associa- 
tion. 

Those who knew him best say that 
of “Jack” Garron’s many admirable 
qualities perhaps the most outstand- 
ing was his sense of loyalty to his 
company and his associates. He was 
ever ready to lend a helping hand, 
especially to the younger men enter- 
ing the business. His loss is keenly 
felt not only to the jobbing fraternity 
but to the entire electrical industry. 


* * * 


McGraw Co. Makes Changes at 
St. Louis 


William Saltmarsh, secretary of the 
McGraw Co., has been appointed man- 
ager of the St. Louis branch at 2018 
Locust street, formerly the Central 
Telephone & Electric Co., following 
the resignation of F. D. Phillips as 
vice-president and manager. H. R. 
Edwards, formerly manager of the 
radio department of the McGraw 
Co’s. main house at Omaha, has been 
transferred to St. Louis and made 
sales manager there. 

The St. Louis house has created 


.two new departments in the sales di- 


vision, one handling radio equipment 
with H. A. Heimberger in charge, 
and the other merchandise material 
with C. W. St. Denis in charge. 

x * * 


Get-Together Meeting 


That there is a great deal of bene- 
fit to be derived from meetings at- 
tended by both jobbers’ salesmen and 
manufacturers’ representatives was 
demonstrated at the “Quarterly Get 
Together” meeting of the salesmen and 
field men of the F. D. Lawrence Elec- 
tric Co., Cincinnati, and those of the 
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Good Lamp Cord 
| in convenient packages 


Paranite lamp cord is fully up to the standards of manu- 
facture that have established the Paranite reputation over 
the last thirty-two years. 














Every detail of its manufacture is of the high quality that 
t insures full service in the hands of the user. Insulation, 
braiding, finish are all better than the usual practice. 


The finished cord is smooth, evenly finished, flexible, good 
to use and worth using. It costs no more than other kinds. 


The convenient package makes it easy to keep a supply on 
hand, clean, protected, and always handy for use. 


> hf —_ ww ' Ay 


RP 


Order Paranite today 


e 

‘ Indiana Rubber & Insulated Wire Co. 
e Jonesboro, Indiana 

d 

- 

1 Chicago Office, 210 S. Desplaines St. 

1 New York, The Thomas & Betts Co., 


63 Vesey St. 


-~ PARANITE ~~ 
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Brothers two are these, the serious look- 
ing one being Frank Poling, president of 
the P. & A. Electric Co., Mansfield, Ohio, 
while the one with the La Venga and grey 
fedora is Von Poling. He’s the high- 
powered individual who garners all the 
orders that are‘the least bit loose. 





Cincinnati branch of the General 
Electric Co. 

The meeting was held on Dec. 15 
and started with a banquet at the 
Hotel Gibson, followed by talks by 
vepresentative members of both com- 
panies. The principal address was 
made by Wayne Calhoun of the Proc- 
tor-Collier Co., who spoke on ‘Sell- 
ing the Firm First.” 

* 


* * 


Organize F. E. Murray Co. 

Frank E. Murray, for a number of 
years sales manager of the C. J. Lit- 
scher Electric Co., Grand Rapids, 
Mich., has organized a company for 
the distribution of 
trical appliances. 


wholesale elec- 
The company has 
been incorporated with a capital stock 
of $25,000 and will be known as the 
IF. E. Murray Co., with headquarters 
at 216-217 Shepard building, Grand 
R. D. Schoppe is secretary- 
treasurer of the new concern, which 
will operate throughout the 
peninsula of Michigan. 


Rapids. 
lowe: 


* * * 


New Orleans Jobber 
Small & Yundt Co., Inc., 823 Poy- 
dras street, New Orleans, La., was 
recently organized to do a jobbing 
electrical supplies and 
George W. Small, 


business in 
lighting fixtures. 
who is president, has been in the fix- 
ture business for a number of years, 


and prior to October 1 was manager 


of the fixture department of the In- 
terstate Electric Co., New Orleans. 
S. Reynolds Yundt, secretary and 
treasurer, with the same com- 
pany, being connected with the elec- 
trical department for almost 20 years. 
x # 


was 


* 


Foley Makes Change 

Frank Foley, formerly-of the West- 
ern Electric Co. and the H. C. Rob- 
erts Electric Supply Co., is now as- 
sociated with the Electrical Products 
Co., 17 East 42nd street, New York, 
and is handling the sales of the Na- 
tional Metal Molding Co.’s products. 


* 


Changes in W-E Buffalo 
Branch 


kK. L. Thielscher, formerly assist- 
ant sales manager in the New York 
office of the Western Electric Co., has 
been appointed manager of the Buf- 
falo house, succeeding W. T. Walker, 
who has been transferred to the New 
York office. A number of additions 
have recently been made to the sales 
force. J. W. Tabb has taken charge 
of the Rochester, N. Y., office at 504 
Times building; J. A. Royce is in 
charge of the Jamestown, N. Y., of- 


* * 


fice at 812 Main street, and T. Y. 
Cameron has joined the sales force at 
Buffalo. 


*¢ * ® 


E. W. Smith Marries 


Word comes from Louisville that 
E. W. Smith, vice-president of the 
Tafel Electric Co., was married in 
that city Nov. 29, and after a honey- 
moon trip to Chicago Mr. and Mrs. 
Smith are at home at 2000 Third ave- 
nue, Louisville. 

* 
Buys Brooklyn Concern 

The Sibley-Pitman Electric Corp., 
New York, has purchased the Brook- 
lyn Electrical Supply Co., 56 Myrtle 
avenue, Brooklyn, and will operate it 
as a branch store. Because of ill 
health, H. K. Hockhausen had to give 
up the business of-the Brooklyn con- 
cern. 


* * 


* * * 


Gives Dinner to Dealers 


The Robertson-Cataract Electric 
Co., Buffalo, held a “get-to-gether” 
dinner for its dealer customers re- 
cently. Frank Morris, vice-president 
and general sales manager, and W. E. 
Robertson, general manager, were the 
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This drawing gives an idea of what th 








e new home of the B-R Electric Co. will 


look like when it is finished in April. It is now being built at 1411-15 Walnut street, 


Kansas City, Mo., just a few doors from 
building will have a frontage of 75 ft., is 
concrete construction, and will provide 1 


the company’s present quarters. The new 
to be five stories and basement, reinforced 
1early 60,000 sq. ft. of.floor space. ‘The 


company celebrated its twenty-fifth anniversary last year with plans for the new 


home. 





Quite a nice little birthday present, don’t you think? 
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OVALFLEX can be laid directly 
on the surface of tile, brick or 
concrete and entirely~ covered 
with plaster. 
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~ Get your OVALFLEX 
- business —NOW'! 


Through our extensive National advertising, Architects, 
Engineers and Electrical Contractors everywhere are 
learning of the unexcelled features and many advantages 
of OVALFLEX, the new flat armored cable. 

It is your opportunity to cash in on the big demand this 
new product is creating. >. 
Be prepared with samples and literature to tell your pros- 
pects all about OVALFLEX 


Get in touch with us at once for your supplies or, if you 
prefer, send us the names and addresses of your prospects, 
and-we shall be glad to send them samples and literature 
direct. 


National Metal Molding Compary 
“1307 FULTON BUILDING 
PITTSBURGH, PA. é 


Represented in All Principal Cities 












| principal speakers. 


They gave very 
interesting talks on merchandising 
appliances and general conditions in 
the retail field. 


ete ee 


Opens Newark Branch 


The Parr Electric Co., 77 Warren 
street, New York City, has opened a 
branch office and warehouse at 28 
Treat avenue, Newark, N. J., oc- 
cupying the entire building at that 
address. This will enable the com- 
pany to give better service to its cus- 
tomers in that territory. 

* * #* 


Adds New Lines 


The Garfield Electrical Supply 
Co., 147 West 23rd street, New York 
City, has recently been appointed dis- 
tributors for the Arrow Electric Co. 
and for the Bryan-Marsh Lamp 
Division of General Electric Co. 

* * * 


With Blumberg Company 

R. C. Thomas, formerly with the 
Libott Thomas Co., Detroit, recently 
joined the sales force of the M. Blum- 
berg Electric Co., Detroit, and will 
cover the western half of Michigan, 
specializing on lighting fixtures, 














These two men are located in the state 


that made Velvet Joe famous. “Yes, suh! 
the grand old state of Kentucky, suh!” 
The one with the jimmy pipe clutched 
firmly in his hand is William Reinecke, 
president of the Ohio Valley Electric Co., 
Louisville, and the other is J. Louis 
Daeuble, vice-president. 
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0 sales where l existed before 
[LGAIR PORTABLE PANEL 


= HH ERE’S another Ilg de- 
(" velopment—the Ilgair Por- 
table Panel — just the thing for 
homes, offices, stores, hotels, etc., 
where a permanent installation is 
not desirable. 


It’s the greatest idea for 1923. 
Fits any window—can be installed 
in a jiffy. No screws or nails 
required — simply hang it like a 
picture on the wall, then make 
connection with a nearby lamp 
socket, and the job is done. 


The Ilgair Portable Panel 
was one of the principle attractions 
at the Electrical Supply Jobbers 
Ass’n Convention in Cleveland. 
Every jobber who saw it was sold 
on the spot. 






































Let us tell you all about this 
Ilgair Portable Panel, and at the 
same time let’s discuss the details 
of the Ilg Proposition for 1923. 
If you are going to sell Ventilating 
Equipment, be an Ilg Man. Ask 
for a copy of ‘‘Ilg Tell Tales’’ — 
it tells the whole story. 


Homes 
A partments 
Hotels 
; Clubs 
The Ilgair Portable Panel is made of cold Offices 
rolled steel—heavily enameled in pure white—three 
sizes. Adjustable to various widths—equipped witha at 
three speed switch and a ten foot cord. There are one 
no extras. It’s sold as a complete unit and conspicu- rice! 
ously stamped with the Ilg name—a mark of merit. p : 
No extras 







FOR OFFICES -STORES: 
A FACTORIES: PUBLIC BUILDINGS: 
ae RESTAURANTS -THEATRES : HOUSES -ETC: 


ILG ELECTRIC VENTILATING CO. 2654-NORTH CRAWFORDAVE. CHICAGO 


BRANCHES IN ALL PRINCIPAL CITIES 
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Adapt-A-Lite Portable 


A compact, handy lamp that clamps, 
hangs or stands anywhere and keeps 
its own cord taut, sightly and clean, 


This Portable Lamp 
with the Famous Reel 
Is Easy to Sell. 


The Adapt-A-Lite provides true convenience. 
It clamps, stands or hangs anywhere and allows 
just the correct amount of cord to unreel. When 
the lamp is returned this is automatically re- 
trieved—kept clean and unkinked until it is needed 


again. 


This automatic reel has become famous in the 
AutoReelite, the only spotlight on a reel for motor 
cars, another Appleton Electric Product. 


In the Adapt-A-Lite, the advantages are even 
more pronounced, for dangling cords are un- 
sightly and dangerous. Dealers everywhere find 
their customers devising new uses for this handy 
outfit. The extension type shown in the panel at 
the right is indispensable in closets, store-rooms 
and other dark places and for use with electrical 
appliances. 

Show this new device to your customers—it is 
guaranteed by the Appleton Electric Company, 
makers of the AutoReelite, Reelite, Unilets, Uni- 
duct, Appleton Electric Fittings, etc., and finds a 
ready sale everywhere. Write for Booklet 318H. 


APPLETON ELECTRIC COMPANY 
1708 Wellington Avenue 
CHICAGO 





Apaprt-a-LitEe 
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Adapt-A-Lite 
Extension 


The handy extension with 
an Automatic reel for 
every use—in closets, 
store rooms, or with any 
electric appliance. 


LIST: PRIC B.......... $3.50 









Should Retail Margins 
Be Increased? 


(Continued from. page 10) 
eventually coming to. Manufacturers 
must recognize the fact that the legit- 
imate electrical dealer is the most 
logical and substantial retail outlet 
for his products, and that enough of 
these outlets must be established, on 
a profitable basis, to do the retail 
sales work so necessary to the indus- 
try. Diverting merchandise through 
such retail channels as department 
and hardware stores will probably al- 
ways be done to some extent, but that 
is detrimental rather than beneficial 
to the solution of the question. 

“T think it is a matter of educating 
the manufacturers. Instead of con- 
tending that the contractor does not 
make a good dealer, without consider- 
ing the reasons, let them make it pos- 
sible for him to become one. I do not 
know the exact figures and hardly 
think there is any method of arriving 








Who is this serious, business-like, up- 
standing young fellow? Did you say it 
was T. S. Wolfe, secretary and treasurer 
of the George McKeever Co., Columbus, 
Ohio? Nothing different! One of the 
quiet kind, with lots of time for work, 
and that’s the way he puts it in. Running 
a jobbing house ain’t no political job, it is, 
PT 3? 
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Ir 1s unnecessary to order 
special material, or to re- 
place an old installation in 
order to obtain the luminous 
feature. Just screw an 
Arrow Glo-Tip to the Ar- 
row standard article. 














Att Arrow Pull 
Sockets, Pull Switches 
and Toggle Switches, 
both surface and 
flush, are _ threaded 
for a detachable lu- 
minous tip. So easy 
to screw to a stand- 
ard device. 





and a 
Service! 


THe Arrow Armored 
Plug (right) is a shock- 
protector. 
crack-proof 


The plug is 


proof. A money maker 
money saver. 


Arrow’s new conveniences 
introduced during 1922 


“SERVICE” is work performed for the 
benefit_of others. Service, therefore is built 
into each and every unit that goes to make 
up the Arrow Complete Line of Wiring De- 
vices—it is the service a complete line affords 


Tue Arrow Double 
T Slot Outlet (right) 
with polished face 
and without screw- 
holes showing. It 
provides an outlet for 
two appliances. This 
means service, 


and _fool- 




















































wiring devices—both 


your every requirement. 












Wuewn you think of Arrow Service think of it 
in terms of completeness—a complete line of 
standard and = Arrow- 
specialties. A full, complete line that will fill 


THE ARROW ELECTRIC CO., Hartford, Conn. 















The complete line of Wiring Devices 











Arrow Duplex Table Outlet 
(left) provides outlets for two 
appliances — adding convenience 
to convenience when equipped 
with the Arrow Long Plug, the 
plug for deep slim shades. The 
Shallow Flush Switch (below) is 
the big achievement of the year. 
More room for wires in a 2-inch 
wall box or even in a 1%/-inch 
wall box; for shallow partitions— 
a story of Service. 
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at them, but I would estimate that 
the average spread allowed to dealers 
on over-the-counter electrical goods 
is about 25 per cent. It should be 
more, say 35 to 40 per cent; and on 
lines that have to be sold by house- 
to-house canvassers and on the de- 
ferred payment plan the spread 
should be even greater. At that, those 
figures are low when compared to the 
discounts that prevail at the present 
time in other retail business of a sim- 
ilar nature. 
“I do not: believe dealers would 
take an unfair advantage of wider 
"¢ differentials; they couldn’t afford to. 
wy 


a he 
LJ But why speak of that until they get 
ee th { DO YOU WISH them, and until that time it is up to 
= Vea the manufacturers.” 


BUyy - | TO RECEIVE With W-E at Syracuse 
- TRUMBULL etter se Fane ates P 


Co.’s branch at Syracuse, N. Y., and 
CHEER 9 will cover city sales. L. R. Stebbins, 

* who has been with the company for 
a number of years, has been ap- 
pointed power apparatus specialist, 
“TRUMBULL CHEER?” is the official house organ of our com- and will work out of the Syracuse 


pany in which each month new lines are illustrated and informa- branch. 
tion on “Trumbull” products given to the trade. 








































bg, 











In addition there are articles on live subjects of the day includ- 
ing social, moral, industrial and economical topics. 


In “Among the Trade” the best available jokes, some of which 
we receive from our friends and others we corral ourselves, are 
wished on to our friends in the industry. 





TRUMBULL CHEER is completing its sixteenth year and 
every month is a source of help to more than 37,000 Electrical 
men. We want every man in the electrical industry to be on our 
FREE mailing list and get TRUMBULL CHEER each month. 


If you aren’t receiving a copy, fill in the blank below, detach and 
mail to TRUMBULL CHEER, Dept. 2, Plainville, Conn. 








TRUMBULL ELEC. MFG. CO. 
a PL, 


Trumbull Cheer, Dept. 2, 


























: 
Plainville, Conn. ¢ . Pe . : 
Gentlemen: I would like to be one of the § CONN. That old saying, “Let George do it,” is 
37,000 readers of “Trumbull Cheer.” Please add #% a familiar one around the Illinois Electric 
my name to the list. — di Co. at Los Angeles, or if it isn’t that it’s, 
s Reoten “Let Ed do it”—and here are George and 

a nh a “si A 4 Philadelphia Ed. E. B. (Ed.) Pinson is the smiling 
‘ pd ae character on the left (and believe us, that 

Satiesie ; Barcelona smile is genuine), while on the right is 
i a’ : Buenos Aires G. M. (George) Woodbury who is just as 

Fill out this blank and mail now! : Sydney, N. S. W. genial, but can’t make up his mind whether 












he should grin, laugh or smile. 
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of old style 


You know how it is to fumble around 
in a cutout box full of plug fuses 


—and squint vainly at the fusible 
strip showing dimly through the mica 
“windows” 


—and get yourself exercised and your 
fingers jammed between the flaring 
metal tops 


—while you unscrew every plug in 
the box 


—and finally have to test them all 


war? 


vw \t| uy st) i Ni 
i} Ne i ih —and then discover that the blown 
¥ fuse is the first one you touched. 
| 








A Plug it Will 
Pay You to Push 


Fills a need everybody knows. 
Bound to be popular—pays a good 
profit — and a big “repeater”. A 
money saver for the public and a 
money maker for you. 








Complete Plug 7c List 

Refills 4c List 

CompleteNo. Rating Core No. 
66-327 3 Amp. FC - 327 
66-329 6 Amp. FC-329 
66-331 10 Amp. FC-331 
66-333 12 Amp. FC-333 
66-335 15 Amp. FC -335 
66-337 20 Amp. FC-337 
66-339 25 Amp. FC-339 
66-341 30 Amp. FC-341 

Schedule “I” 
Std. Carton 
Pkg. Quantity 
500 50 











Cash in on the “Nuisance Value” 


Pereciain top. why 

Anewcore in- ; 

serted makes They’re so easy 
ane fave i to sell. 








plug fuses 


You know how it is. 





And you know how easy it would 
be to sell a really good fuse plug that 
would end this nuisance. That’s why 
you should start in now to cash in on 
the “nuisance value” of the old style 
fuse plugs, by stocking the 


H&H FUSE PLUG 







































When an “H&H” 
blows 

It’s easy to tell— 

That’s one reason 


No metal to 
touch. 


Easy grip. 











HH 





Another reason is their straight porcelain tops. No metal for 
users to touch. Plenty of room between the plugs; gives a good 
grip; makes it easy for the user to screw them in and out of 
sockets. And they’re refillable. To refill, just unscrew the plug, 
pull out core and insert new core. Write for details and prices. 


Tue Hart @coHEGEMANMre Co. 


HARTFORD, CONNECTICOT 


0420-12 
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| Most Radio Tube Sets 
Need a Battery Charger 












15 AERA AAAS ARENT 





Sell a Battery Charger 
of Known Merit 


No electrical store is complete now-a-days without 
a stock of radio material—and a necessary item in 
such a stock is a dependable battery-charger. Tungar Battery Charger—saves disappoint- 


ments and annoyance by keeping storage bat- 
teries efficient. 





KOO FA AAA AAR ANS 


The Tungar Battery Charger will be made increas- 
ingly easy to sell this year. A larger list of radio 
papers will carry Tungar advertising, new. display 
material will be designed and every practical means 
of sales promotion will be employed to make Tungars 
move and keep them moving. 


Sales of Tungars last year were the heaviest in 
their history—they couldn’t be made fast enough 
to supply the demand. Increased production facil- 
ities for 1923 will keep pace with a growing 
demand. 








A big feature of the Tungar is the fact that it is not 
anew device but has been for several years the 


PS SSZSZVVVVZVZO RAS Set ett 





most popular battery charger on the market. It is be 

a charger a dealer can safely recommend and be Mi 

sure of his customers’ satisfaction. Sell this charger M 

. ‘5 x Ne 

with an established reputation and take advantage aun a Ne 
se - ° «BR? ‘at- 

of its low sales resistance. teries are charged with Tungar and Ne 

. attachment. Ne 

Ne 

. Ne 

Address Merchandise Dept., Ne 


General Electric Company, Bridgeport, Conn. 


General@Electric 


General Office C Sales Offices in = xaos 
Schenectady, NY. O mM Pp an y all large cities 
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Bridgeport Works 
General Electric Company 








List of G-E Factories 


Connecticut 
Bridgeport Windsor 
Indiana 
Fr. Wayne Decatur 
Maryland 
Baltimore 
Massachusetts 
East Boston Everett 
Gloucester Hudson 
Lynn Pittsfield 
Taunton West Lynn 
Missouri 
St. Louis 
New Jersey 
Ampere Belleville 
Harrison Bloomfield 
Roselle Park Newark 
Little Ferry 
New York 
Schenectady Maspeth, L. I. 

ochester . 
Ohio 
Cleveland Sandusky 
Pennsylvania 
Erie 


ork 
New Kensington Philadelphia 


Where to Get G-E Service ada 


For Business in the United States 


G-E Sales Office G-E Distributing Jobber 
Alabama, Birmingham. .- , .. Matthews Elec. Supply Co. 
Arizona, Phoenix...........Southwest G-E Co. 


Atiarane, Vita Bethe sin Saha ie nec bic dn tWeces ecvcccccccccccccce 
California, Los Angelest.... Pacific States Electric Co. 

California, Oaklandt........ Pacific States Electric Co. 

California, San Francisco§f...Pacific States Electric Co. 

Colorado, Denvert.......... The Hendrie & Bolthoff Mfg. Sup. Co. 
MCSE DRARNIUR oe sn shines ey Hn cn enc ences cds enepekinaepenutes 
eI PONIINOOR eicls cdr hain ks cocks nuns onbsinW Ceeemunabaneniege 


Connecticut, Waterburyf. ... New England Eng. Co. 
District of Columbia, Wash- 


roa sans aadens st National Elec’! Supply Co. 
Florida, Jacksonville........ Florida Elec. Supply Co. 
Florida, Tampat............ Florida Elec. Supply Co. 
Georgia, Atlanta§f.......... Carter Electric Supply Co. 
Georgia, Savannahf......... Carter Electric Supply Co. 
Illinois, Chicago§t.........- Central Electric Company 

Commonwealth Edison Co. 

Indiana, Evansvillet........ Crescent City Electric Co. 
Rint, Pele Was ca vcccacseses cccicnss ss csesccccece ccvcccce 
Indiana, Indianapolis........ Indianapolis Elec. Supply Co. 
Indiana, South Bendf.......South Bend Electric Co. 
aa ee eran chsh ccc cc cccvecescees 
Iowa, Des Moines.......... Mid-West Electric Co. 
Kentucky, Louisville........ Belknap Hardware & Mfg. Co. Inc. 
Louisiana, New Orleans... .. Gulf States Electric Co., Inc. 
Maryland, Baltimore........ Southern Electric Co. 
Massachusetts, Boston. . ...Pettingell-Andrews Co. 
Seg aia os 6 FFE 5s p95 oa csc cccdnbbideieresieses 
en cpa ais< cccvocdWemercosipecs 
Michigan, Detroit.......... Frank C, Teal Company 
EES oer, ee ee eee 
li ico vs ced o cege race +0 he.cs eines ccseseitccns 
Minnesota, Duluth.......... Northwestern Elec. Equipment Co. 
Minnesota, Minneapolist§. ...Peerless Electrical Co. 
Minnesota, St. Paulf........ Northwestern Elec, Equipment Co. 
OR NS os 06055 Weed re 00 hae Oo be bd oot cece evecesccecccoees 


Missouri, Kansas Cityt.... .»-. The B-R Electric Co. 
Missouri, St. Louis§t.:...... Wesco Supply Company 
Montana, Buttet...........Butte Electric Supply Co. 


Nebraska, Omaha...........Mid-West Electric Co, 

OW PN EMMIS 6 ces sec creeps cic cess deecssccece ocvccccccccccce 
New Jersey, Newark........Tri-City Electric Co., Inc. 

New Jersey, Trentom.. .scccccccccccccccccccscsccvcece PTTTTTTi Tit iry 


New York, Albanyt.........Havens Electric Co., Inc. 
New York, Buffalo..........Robertson-Cataract Elec. Co. 
Ee Rc iddicsse'e vncuaseoans¥evers «incense (cediwkeneus 








bind he 


G-E Sales Office G-E Distributing Jobber 
New York City§f........... E. B. Latham & Company 
Royal Eastern Elec’! Sup. Co. 
(Also Borough of Brooklyn, Long 
Island City and Jamaica, L. I.) 
Sibley-Pitman Elec. Corp, 
oh ce SEE ce SS ee ee ee ° 
New York, Rochester....... 
New York, Schenectady 
New York, Syracuse. 


. Mohawk Elec’l Sup. Co. 
North Carolina, Charlotte. . 


.Elec. Supply & Equipment Co. 


CHAINS. co ccc cccace MMGUOUNG PMORUUNEE A, «0 acs c0ncnsccecnce . 
Ohio, Canton.. . — “ coe 
Ohio, Cincinnatit.. haccesetoas The F. D. Sennen Elec. ‘Co. 
Ohio, Cleveland. ........... Republic Electric Co. 
Ohio, Columbus. ........... The Erner & Hopkins Co. 
oe, OT The Wm. Hall Electric Co. 
Ohio, Toledo...........000. W. G. Nagel Electric Cv. 
CNIS as. oo ko gnc ede eecnctenesweddnsosdnseea occcesee 
Oklahoma, Oklahoma City. Southwest G-E Co, 
Oklahoma, Tulsa........... Southwest G-E Co. 
Oregon, Portland}. ......... Pacific States Electric Co. 
en eee te EE eee a eae a“ 
Pennsylvania, Philadelphia§t Philadelphia Electric Company 
Supply Dpartment 

Frank H. Stewart Electric Co. 
Pennsylyania, Pittsburgh. . .Union Electric Company 
Rhode Salem, Wamwnnete is 60 25 sac dha ks oe ck -s osvdcoeesess ecccce 
South Carolina, Columbiaf...Perry-Mann Elce. Co. Inc. 
Tennessee, Chattanooga... .. James Supply Company 
FG Eins « nasi adhe ckead ealcdadad tueettnededcdonce ° 
Tennessee, Memphis. ....... Electric Supply Company 
Temes PUMPS s sa a. 5A Camas bee ead co ne edb id he baokinvee ~ 
Fomntp EO ia vias cacesees Southwest G-E Co, 
yy Southwest G-E Co, 
Texas, Houstonf.............Southwest G-E Co, 
Texas, San Antonio......... Southwest G-E Co, 
Utah, Salt Lake Cityf....... Capital Electric Company 
Virginia, Richmond....... .-Southern Electric Company ...... oud nee 
Washington, Seattlef........ Pacific States Electric Co, 
Washington, Spokane....... Pacific States Electric Co, 
Washington, Tacoma....... Seed agge de tila dae od Spanicigapanes exes rs 
West Virginia, Bluefield. . SP eT ae ya ee eee eee 
West Virginia, Charleston. 5... cconervevcccsvereccescccsess Weeatey ; 
I MINORS oo 6. 5 La Rearend ah cecdcuuccecucsvecaceccee.: : 


For Hawaiian business: Catton, Neill & Co., Ltd. Honolulu 
For Canadian business: Canadian General Electric Company, Ltd., Toronto, 
Canada 
§Service Shop 


tNo G-E Office {Warehouse 


Distributors for the General Electric Compan c Outside of the United States 


INTERNATIONAL GENERAL ELE 


120 Broadway, New York, N. ¥. 


eneral 


General Office 
Schenectady, NY. 






Com 


TRIC COMPANY, INC. 
Schenectady, N. ¥. 


Electric 
any was - 
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Business Development Com- 
mittees Working 

Formation of local comittees to act 
as clearing houses for the electrical 
industry in each of 749 cities and 
towns where the Joint Committee for 
Business Development is now repre- 
sented was planned at a meeting of 
the committee held in New York City 
on December 5. It was decided to 
send letters to representatives of the 
committee throughout the country, re- 
questing them to form committees of 
three or more members in their com- 
munities to put into action the plans 
of the business development 
ment and to furnish information re- 
garding local conditions in the elec- 


move- 











This picture requires no great stretch 
of imagination. It shows conclusively the 
contempt in which a civilian holds golf and 
the scenery of golfing attire. Putting up 
a bold front and defending himself as well 
as all other wielders of drivers and 
mashies is F. C. Albrecht, manager of the 
merchandising division, Pittsburgh office 
of the Westinghouse Electric & Manufac- 
turing Co. He of the Sunday suit is M. C. 
Morrow, assistant to the manager of the 
Westinghouse merchandising department, 
and the picture was taken at the meeting 
of the department in French Lick Springs 
a month or so ago. 








trical industry. These committees 
will act as clearing houses for both 
national and local matters, handling 
statistical data, furnishing informa- 
tion and making recommendations. 


* ” * 


Extensions in the Carolinas 

A construction and expansion pro- 
gram involving the outlay of more 
than $6,000,000 has been started by 
the Carolina Power Co., the Carolina 
Power & Light Co. and affiliated com- 
panies, including the Yadkin River 
Power Co. and the Palmetto Power 
& Light Co. This program includes 
work now under way, together with 
extensions to be started in the im- 
mediate future in North and South 
Carolina, and it is believed that the 
new power facilities which will be 
provided will add impetus to the large 
industrial development taking place 
in the sections served, which embrace 
about 40 communities in the two 
states. 

* * * 


“Charles A. Coffin Foundation” 
Created 


By action of its board of directors, 
the General Electric Co. has set aside 
a fund of $400,000, to be known as 
the “Charles A. Coffin Foundation,” 
the income from which, amounting to 
approximately $20,000 a year, will 
be available for encouraging and re- 
warding service in the electrical field 
by the award of prizes to the com- 
pany’s employes and by giving rec- 
ognition to lighting, power and rail- 
way companies for improvement in 
service to the public, fellowships to 
graduate students, and funds for re- 


search work at:technical schools and 


colleges. 

The foundation will be controlled 
and administered by a committee ap- 
pointed by the board. This commit- 
tee, within the limits of the purposes 
for which the foundation is created, 
will have power to change the con- 
ditions applicable to the distribution 
of the fund and the amounts for each 
particular purpose. 


IGEST OF THE NEW; 


, 


S. E. D. Discusses Activities 
and Outlines Plans 


At a meeting of the board of di- 
rectors of the Society for Electrical 
Development held Nov. 25, President 
Freeman said he believed that the 
purposes of the Society were more 
clearly evidenced to the leading men 
of the industry than ever before and 
that the opportunity to promote the 
use of electricity through its various 
forms of service had been widely rec- 
ognized. He told of discussion with 
the leading central-station men of the 
country, who had gone definitely on 
record as favoring the further devel- 
opment of the Society. In this con- 
nection C. L. Edgar, president of 
the Edison Electric [luminating Co. 














Frank J. McEniry, vice-president of: the 
Denver Press Club and -for several years a 
staff member of the Rocky Mountain News 
in Denver, has been appointed field repre- 
sentatiive of the Denver Electrical Co- 
operative League. He will assist John J. 
Cooper, chairman of the advisory board 
and general manager of the Mountain 
Electric Co., in an intensive campaign for 
closer co-operation between the public and 
the contractor-dealers, central-station com- 
pany, jobbers and manufacturers. “Mac” 
always picks- good backing; notice the 
rocks! 
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bok for this frade Mack ! 





HERE is no longer 
any need of accep- 
ting inferior imita- 

tion for genuine “BX”. 

This “BX” identifica- 
tion mack will hereafter 
protect you on all pur- 
chases of armiored con- 
ductors. 


Look for the “BX” 
mark every few inches a- 
long the armoring. it may 
save you some costly 
“come-backs.” 


ce’ 
(ere 
ray 


GUE ELECTRIC WORKS: 


BOSTO! 
CLEVELAN serene Offices Of General Electric Company Branch Offices 


AS CITY in Principal Cities 
MILWAUKEE 
LADELPHIA 
TTSBURGH 
ST LOUIS 













































Pacific Coast 
Representatives 
LOS ANGELES 


SPOKANE 
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Over 80 manufacturers and dealers and representatives of the National Council 


Lighting Fixture Manufacturers and the Lighting Fixture Dealers’ 


Society were 


present at a get-to-gether banquet at the Hollenden, Cleveland, and made plans for 


the Fourth Annual Fixture Market, which will be held at the Winton Hotel, 
While they were there they officially adopted the slogan, “Notice 


land, Jan, 15-20. 


the Lighting Equipment,” which is to be a sort of keynote of the market. 


Cleve- 


Recent 


developments indicate that the market is going to be another hummer, and if you are 


going to be in the neighborhood of Cleveland that week drop around and 


the Lighting Equipment.” 


“Notice 





of Boston and a member of the So- 
executive committee, outlined 
a plan to insure financial support from 
all the larger companies. 


ciety’s 


The president then presented the 
for 
co-operation with the Joint Commit- 


general results of the program 
tee for Business Development, saying 
that the relations between the two 
bodies were now thoroughly under- 
stood and that E. W. Lloyd, chairman 
of the had agreed with the 
officers of definite 
plans by wh the Society would 
carry out work assigned to it. W. 
L. Goodwin, executive head of the So- 
ciety, said that about $50,000 would 
be needed for carrying out the im- 
mediate program agreed upon. 

The work of the Society since the 
last meeting was presented by dia- 
grams showing that its activities now 
fall under seven broad heads: (1) 
Newspaper (2) trade-pa- 
cut and sales 


former, 
the 
ich 


Society on 


services, 

(3) map, 
services, (4) special publications, (5) 
investigation of fires, (6) statistical 
(7) field work. Many of 
services during the past year 
ordered and not merely 
sent to organized centers. For 
amples, the editors of more than a 


per services, 


services, 
these 
have been 
ex- 


hundred newspapers have definitely 
asked the Society to furnish them 
regularly with the newspaper serv- 
ices. All the services are available 
for the use of any organization in- 
terested in the wider application of 


electricity, and their still wider use is 


limited only by the funds available. 
In the development of local electrical 
leagues the Society is anxious to have 
all these services made useful as a 
basis for activities, and as far as pos- 
sible it will put special men on local 
Mr. Goodwin spoke of the 
of a division of home 
economics, already undertaken, and 
a projected lecture service bureau. 


problems. 
organization 


Discussion developed with regard 
to expanding the board of directors 
to make it representative of special- 
ized groups of manufacturers, par- 
ticuularly in the merchandising field, 
and President Freeman appointed 
F. M. Feiker, W. L. Goodwin and 
F. W. Bissell as a special committee 
on this subject. 

* * * 


Electragists Elect Executive 


Committee 

At a recent meeting of the Associa- 
tion of Electragists—International, 
executive committee members were 
elected to represent the different di- 
visions now comprise the territory into 
which the country has been divided 
in accordance with the constitution 
revised at the Cincinnati convention 
last October. 

The following men were elected: 
Eastern Division, W. Creighton Peet, 
New York City; Southern Division, 
J. A. Fowler, Memphis, Tenn.; 
Great Lakes Division, L. G. Ross, 
Superior Wis.; Central Division, A. 
Penn Denton, Kansas City, Mo.; 
Mountain Division, E. C. Headrick, 
Denver, Colo.; Pacific Division, C. L. 
Chamblin, San Francisco; Eastern 
Canadian Division, R. A. L. Gray, 
Toronto, Ont.; and Western Canadian 
Division, C. C. Carter, Vancouver, 
B. wa 
a 
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According to James Paton, Jr., branch manager of the Interstate Electric Uo. at 
Shreveport, La., they had an exceptionally successful electrical show in that city 


Nov. 20-25. 


co-operation of the contractors and jobbers in that territory. 


It was sponsored by the Southwestern Gas & Electric Co., with the 


The central-station 


company gave a credit of a cent a watt on every appliance sold; for instance, on 
a $6.25 iron the customer got a credit of $5.50 against his light bill. 
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BENJAMIN 


Makers of Things More Ws 












— 
of 





Benjamin 
Elliptical 

Angle 
Reflectors 






There is a Benjamin Reflector or Light- 4 
ing Fixture for every Industrial Light- | 
ing Requirement. 
Where in one case the Benjamin 


Elliptical Angle Reflector is the 


one to use, in any number of 









other cases some other Ben- : 
jamin unit would be just 





the one to use. 4 


Wherever you see a Ben- 

jamin installation you 

know it. It is distinctive. wea 

It’s the result of real man- F 
ufacturing and marketing 
cooperation. When the electrical contractor, the job- 
ber’s salesman and Benjamin engineers get together 
the result is a Benjamin instailation. A line to our 
nearest office will bring you a sample of 
Benjamin cooperation. ~_ 













Benjamin 
Elliptical Angle 
Reflector Socket 





















BENJAMIN ELECTRIC MEG. CO. y 
847 W. Jackson Blvd., Chicago £ 


247 W. 17th Street 580 Howard Street 
New York San Francisco A 









| For every requirement in Industrial Illumination” 
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12.2.3 


DUNCAN WATTHOUR METERS 


Greetings to jobbers and their salesmen, both of whom have 
kept faith and entrenched themselves more deeply as the selling 
organization of those manufacturers merchandising their prod- 


ucts through jobbing channels. 


The next 12 months hold yet greater financial rewards than 
those of 1922 for the jobbers and their salesmen who conscien- 
tiously put forth their best efforts, endlessly and regardless. 

The new year with its latent possibilities promises far above 
the average Watthour Meter business. 

The reliability and accuracy of measurement, which has for 
more than 30 years characterized Duncan Watthour Meters, 
will be further developed and the enviable rank already acquired 
made more secure and zealously guarded. 

Recommend Duncan Watthour Meters—make 1923 your 


biggest and best year. 


The Duncan Electric Manufacturing Com- 
pany wishes that 1923 be the happiest and most 
prosperous of your career. 


DuncAN ELecTRIC MANUFACTURING Co. 
LAFAYETTE, INDIANA 
Duncan Meters Made For More Than 30 Years. 














California Power Case Sets 
Precedent 


A decision of importance to mu- 
nicipalities throughout the country 
was handed down by the United 
States Circuit Court, which has de- 
nied the city of Los Angeles the 
privilege of condemning for its own 
use a power site on the Owens river 
belonging to the Southern Sierras 
Power Co. In the decision, which re- 
verses that of the District Court in 
July, 1921, it was held that a munici- 
pal corporation has no right to con- 
demn property which a private cor- 
poration is devoting to the public uses 
of other municipalities. 


Re + 


New Quarters for Under- 

writers’ Laboratories 

The New York City offices of the 
Underwriters’ Laboratories have 
been moved from 25 City Hall place 
to new quarters in the Underwriters’ 
Laboratories building at 109 Leonard 
street. The entire two upper floors 
are occupied, and additional space 
has been provided for still further 
expansion. 

At this new location will be con- 
tinued the work of the electrical test- 
ing laboratcries and the conducting 
of inspections at factories and label 
service in the metropolitan district, 
which includes New York, New Jer- 
sey and southern Connecticut. The 
New York offices will continue under 
the direction of Dana Pierce, vice- 


president. 
* * * 


Large Increases in Sales of 
Power Apparatus 


Contracts aggregating more than 
$3,500,000 were received during No- 
vember by the power department of 
the Westinghouse Electric & Manu- 
facturing Co. This total business 
shows a marked increase in the total 
sales of previous months and indicates 
a definite trend toward normalcy or 
a revival of business in the electrical 
industry. 

Practically every type of power 
apparatus is included in the contracts 
received. Central-station companies 
have been large contributors to this 
volume of business, as plans formu- 
lated during the period of business 
depression are now receiving execu- 
tive sanction as conditions throughout 
the country indicate a revival of busi- 
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For many years electrical men have been accus- 
tomed to expect from Noark Fuses the utmost 
in dependable protection. When you fuse a cir- 
cuit with Noark fuses, you know that all a fuse 
can do to protect that circuit will be done. You 
know that Noark Fuses won’t ‘‘blow’’ prema- 
turely—and wi// blow when real danger oc- 
curs. There are no‘‘duds’’ among Noark Fuses. 


Any Noark Fuse will operate in service 
exactly like any other Noark Fuse 
of the same type and rating. 

A Noark Fuse will carry the load 
it is designed to carry. When load 
becomes excessive it will blow the 
instant that load is sustained to the 
danger point—not before. That 

means a// Noark Fuses. 





'u 


FUSE TE 


Look for this Label 


| CATNO 25030 





TEs 









SERVICE 


ev ERY FUSE APP 


—And that goes for the new NOARK 
NON - INDICATING 
FUSES Too! 


Scientifically accurate methods of manufacture 
practically assure the uniform performance of 
all Noark Fuses of similar rating and type. But 
‘*Practical’’ assurance of accurate performance 
is not enough. We want to know. So we in- 
dividually test every Noark Fuse to determine 
absolutely that each fuse wi// do what you ex- 
pect it to do in your service. That’s why 
when you buy a Noark Fuse, we 
know it will do what you expect it to 
do. That’s why it does. And that’s 
N why you are safe when you sell 
ze8 6=©6Noark Fuses—and your circuits are 
safe when you use them. 


THE JOHNS-PRATT COMPANY, HARTFORD, CONN. 


NEW YORK BOSTON (9) 
41East 42nd Street 161 Summer Street 
ST. LOUIS CLEVELAND 
Boatmen’s Bank Bldg. Engineers’ Building. 
7 . 


























VULCABESTO 


CHICAGO SAN FRANCISCO 
35 So. Desplaines St. Call Building 
PITTSBURGH PHILADELPHIA 


Bessemer Bldg. Franklin Trust Bidg. 


) 


Wy 
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PACKING AND 
INSULATION 




















a OHNS-PRATT PRODUCTS 
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Here’s 
Your Cue 


If you want to bring your lighting 
sales up to scratch, then get your 
dealers to spot the Denzar in recrea- 
tion parlors. The Woodlawn Recrea- 
tion Building at 62nd Street and Cot- 
tage Grove Avenue, Chicago, is typical 
of many buildings in other cities and 
towns and shows what an enterprising 


dealer can do. 


This building consists of two floors of 
bowling alleys and one floor with 


billiard room and two stores. For 


general lighting in the public space in front of the alleys, over the cigar, 
candy and refreshment counters, and in the billiard room, H. L. Lamont 
Over each of the 12 tables they 


placed a Beardslee, three-light billiard fixture, and in each store three 


& Co. installed 45 No. 500 Denzars. 


No. 601% Denzars. Besides these, there was other Beardslee equipment 


used on the job. 


Nearly every city and town has its amusement arcade, recreation building, 
or community club, and in addition numerous bowling alleys, billiard 
parlors, and private clubs. All of them need good general illumination 
with proper diffusion and without glare. 
on a night visit to all of them in his town; make note of the dark or poorly 
lighted sections and then secure permission to hang up a few Denzars. 
Leave the trial installation up for a couple of weeks and tell him in the 
meantime to get his friends and the patrons to “Notice the Lighting 
Equipment” and especially Denzar. When he goes back to see the pro- 
prietor or manager, he will find the propaganda and the trial installation 


have sold the Denzar. 


Take your cue now and remember that such Denzar installations make 








“Notice the Lighting 
Equipment”’ 


Wherever you go, whether to 
church, club or store ‘‘Notice the 
Lighting Equipment’’ and_ get 
your dealers to do likewise. It 
will reveal lighting prospects for 
them—create new fields for sales 
—and let the world know that he 
sells Denzar. 


Have the dealer go with you 


easier the sale of Denzars to stores, offices and elsewhere. 


Beardslee Chandelier Manufacturing Co. 


218 South Jefferson St., 


Chicago, Illinois. 














ness. New power stations are being 
erected by a number of public utili- 
ties and extensions are being made by 
others to take on new loads, both 
lighting and industrial, that are sure 
to follow. 

The generating capacities of many 
existing stations have been found in- 
adequate to handle the industrial 
loads in surrounding communities in 
many sections of the country and this 
condition also has necessitated the 
construction of new power plants. 

* * * 


Electrify Homes in California 

At a recent meeting of the Califor- 
nia Electrical Co-operative Campaign 
it was decided that in 1923 it would 
double its efforts to promote the elec- 
trification of homes. From _ figures 
furnished by the state housing com- 
mittee it was estimated that 30,000 
residences will be erected in Cali- 
fornia during 1923, and an intensive 
drive will be made to electrify all of 
these homes. With this object in 
view it is proposed to build ten model 
electric homes in as-many cities scat- 
tered throughout the state, and an 








Well, well, from the looks of things 
you’d think some pretty girl coming up 
the street was occupying the individual 
attention of O. D. Walker of the Milner 
Electric Co., Cincinnati. Nothing of the 
sort! QO. D.’s just as serious about the 
electric supply business as he is about 
posing for a snapshot. Which explains 
everything, doesn’t it? 
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This Conduit Gets the Contracts 


Brown gets the contract to wire a building. Jones doesn’t. 
Why? 

Brown’s price is lower, yet his estimate allows just as much 
‘profit as Jones’ estimate did. Why? 


Brown based his figures on Wiremold Conduit. He knew 
that it cost less and could be put up with more speed and 
greater ease, and would make a more satisfactory job than 
any other conduit. 


Above is this month’s Wiremold message as it appears in the 
electrical trade publications. Use this argument to push 


Wiremold. 


There’s absolutely no doubt that Wiremold is superior to 
anything else in the surface conduit field. It will make 
good profits and good friends for vou, if you get your cus- 
tomers to stock it and recommend it. 


THE AMERICAN WIREMOLD COMPANY 


HARTFORD, CONN. 


WIREMOLD 


CONDUIT 
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Announcing— 


ANewEmersonFan 










For 
Direct 
Current 


Emerson 
Ceiling 
Fans 





CUT 2413 






The Emerson line for 1923 has been made complete by 
the addition of direct current ceiling fans for 32 volts, 110 
volts, and 220 volts. 


Emerson A. C. ceiling fans have been favorably known 
for twenty-five years. Emerson D. C. ceiling fans are 
built up to the same standard of quality—offered with the 
same Five Year Factory Guarantee. 


Emerson D. C. ceiling fans are furnished with or with- 
out light wires. Four blades—56-inch sweep—three 
speeds—hanger and blade equipment identical with that 
of Emerson A. C. fans. 


The new fans are now in stock for immediate delivery. 


The Emerson Electric Mfg. Co. 


St. Louis New York 








effort will be made to reach one-tenth 
of the entire population, particularly 


those interested in home building. 
eee 


Chairman of A. I. E. E. 
Committee 


G. A. Sawin, assistant to the man- 
ager of the supply department of the 
Westinghouse Electric & Manufac- 
turing Co., has been elected chairman 
of the committee on instruments and 
measurements of the American Insti- 
tute of Electrical Engineers. He has 
been a member of the committee since 
1920. 


* * * 


Big Convention for Wisconsin 
Electragists 
The committee in charge of the ar- 
rangements for the annual meeting of 
the Wisconsin State Association of 
| Electragists, to be held at the Pfister 
| Hotel, Jan. 24-26, is working to make 
| the convention the biggest and best 
_ever held. An interesting program 
| will be given, rooms have been pro- 
| vided for manufacturers’ exhibits and 
a cordial invitation has been extended 
to electrical men, especially jobbers’ 
salesmen, to attend. 
* * *# 


Buffalo House Moves 


The Johnson-Wahle Electric Co., 

Buffalo, formerly located at 222 Pear] 

| street, has moved to new quarters at 

393 Michigan, where sufficient floor 

| space is available to take care of the 
| company’s growing requirements. 











| A Newcomer’s Slant on 
| Jobbing 


(Continued from page 14) 
tioned,’ I prompted, remembering 
that I wanted to get them all. 

“This last point is one that has 
been harped upon a lot, but so too 
have the Ten Commandments. Any- 
way, here it is: Interviews bring 
business. I’m not going to dwell 
upon the necessity of a salesman 
making as many calls as possible, for 
it needs no explaining. It’s just an- 
‘other way of saying that it pays to 
hustle.” 

So there you have a new-comer’s 
attitude toward the jobbing business, 
one who has viewed it from the other 
side of the fence for a long time, and 
now finds himself inside the enclosure. 
It seems as if he has squared away 
with some sound fundamentals, 
doesn’t it? 
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January 1st marks the start of a special Hotpoint Iron DRIVE— 
a campaign of intensive sales activity that will establish NEW 
PROFIT-RECORDS for Jobbers’ Salesmen and the CUSTOMERS 
of Jobbers’ Salesmen in every section of the country. 

Dealers in your territory who are on the alert and eager to reap 
their full share of the increased Hotpoint business that will follow 
the efforts of our sales and advertising campaigners, will be inter- 
ested. What you tell them of HOTPOINT Plans for 1923 will be 
all to their own advantage as well as to your own. 

Tell these Dealers about the — 


Beautiful New Model Hotpoint Iron 
(Illustrated below) 

In the new model, the Cantilever strength-saving handle has been made larger, thus 

giving a firmer grip. The use of a through bolt instead of wood screws in ening 

the handle reduces the possibility of breakage and prevents the handle from work- 
ing loose. Other slight changes make for a still cooler handle. 

The use of an extra strong plug receptacle gives greater protection to the plug, thus 
curtailing and reducing the possibility of damage to the receptacle should the iron 
accidentally be dropped. 

The Hinged Cord Plug is now made with a “ Ball Joint” giving greater flexibility 
of movement and more protection to the cord. An everlastingly steel cord bushing 
replaces the Ided cord bushi 

These and other improvements of design, finish and equipment, coupled with 
the many yer pee features, all of which have been retained, result in an 
iron which please and satisfy everybody who sells or uses it. 









Cat. No. 115F50——5-lb. size 
Cat. No. 115F51—6-lb. size 


The list price of this new 
model in 6-pound is $6.75; 
the 5-pound is $6.50. 





Says 










$500.00 CASH 


for Best 
Hotpoint Windows 


Five Hundred Dollars in cash 
will be given dealers having the 
best window displays during 
January, February and March. 
Prizes are offered as follows:— 


|. ae 
Second... .'. 125.00 
Third ... .- 100.00 
Fourth .-. . . 75.00 
ES ee 50.00 


The new model Hotpoint Iron 
backed by Hotpoint National 
Advertising is a real business 
stimulus when linked up with 
your dealer’s local ¢ampaign. 


A complete line of advertising helps including newspaper cuts, window cards, 
street-car cards, mailing folders, letter service and window display suggestions 
have been prepared. The complete ready-to-use campaign will be sent free of charge. 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5600 West Taylor Street . Chicago, Ill. 
BOSTON NEW YORK - CHICAGO + ATLANTA =<; SALTLAKE CITY + ONTARIO, CALIFORNIA 
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E’VE some vital facts and fig- 
ures on lighting fixture sales 
and profits to present to the 

electrical trade during 1923. 

= After careful analysis—after 

interviews with jobbers and dealers 
throughout the country—we’ve decided 
that concentrating in Electrical Retail- 
ing for our dealer advertising and The 

Jobber’s Salesman for our jobber ad- 

vertising is the best way to drive these 

facts home to the men who will profit 
by them most. 


So commencing with the February issue 
and continuing, once each month 
throughout the year, R. Williamson & 
Co. will present a worth-while message 
to the readers of this publication. 


R. Williamson €> Company 
Washington é» Jefferson Sts. 
CHICAGO 
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Finish is Only Skin Deep 
Appearance Alone is In- 
sufficient to Sell in To- 


day’s Market 





What’s Under the Finish? 
What’s Behind the Finish? 














Be assured by being a 
Williamson Jobber 
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R. Williamson €» Company 
Washington & Jefferson Sts. 
CHICAGU 
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What Jobbers Think of the Outlook 


(Continued from page 8) 


as the trade in general is being educated 
to differentiate between a jobber of this 
description and the self-confessed jobber 
who carries only a few lines and has 
nothing but a cut price to recommend 
him. 

We are 
conditions 
publishers 
expect to 
year. 


backing our judgment on 1923 
by placing an order with the 
for 40,000 catalogs which we 
distribute during the ensuing 


E. F. Hail 
President and General Manager, Empire 
Electric Supply Co., Houston. 


I believe that the unsettled business 
curve of the past year has finally found 
its level with the recent increase in prices, 
and in spite of the big home-building 
boom we have been enjoying in Texas this 
year, we will find an equal amount of it, 
coupled with some big building projects 
on which actual contracts have been let. 
Our 1923 business outlook will be the big- 
gest and brightest that we can possibly 
hope for, and all contractors, dealers and 
jobbers will reap an inestimable amount 
of benefit from it. We are well pleased 
with this year’s business, and confidently 
expect to double it next year. 


E. F. Hardey 
President, Central States Electric Co., 
Kansas City. 


From an analysis of present conditions 
and tendencies I am of the opinion that 
our present business improvement will 
continue during 1928, for the reason that 
it has been gradual with no sudden or 
great increases in prices. This should 
tend to convince the buying public that 
present prices are justified and give con- 
fidence in the value that is being received 
for the money. 

There is considerable improvement in 
this territory in the way of home build- 
ing; many municipalities are installing 
Street-lighting systems, and the large 
central-station companies are beginning 
to make improvements on an extensive 
scale. From these facts I am led to be- 
lieve we should expect a continuation of 
our present improved business conditions. 


W. R. Herstein 
Vice-President and General Manager, 
Electric Supply Co., Memphis. 


It seems to me that the outlook for the 
electrical jobbing trade for 1923 is more 
encouraging than it has been for several 
years. While we appear to be at present 
confronted with a period of mild infla- 
tion, and may look for a corresponding 
reaction: later on, the inflation is not as 
tremendous as it was three years ago, and 
with the experience of 1920 still fresh in 
our memories, it will be a poor sort of 
jobber who cannot accommodate himself 
to the reaction when it comes. 

In this particular section the main in- 
fluences on business at present are cotton 
and boll weevil. These two influences 
have been, for several years past, and 
will be for many years to come, closely 
relatec to each other. Opinions regard- 
ing the advent of the boll weevil vary. 
The individual planter leoks upon the 
boll weevil as a baleful visitation upon 
himself personally, as it takes from 10 to 
90 per cent of his crop, according to his 
location. ‘The general effect of the boll 
weevil, however, is that it limits the cot- 


ton crop to a point where prices remaim 
comparatively high. When there is an 
over-production of cotton and prices are 
low, the planter as a rule refuses to sell 
until compelled to, and, consequently, 
business stagnates. On the other hand, 
with a short crop and high price, cotton 
moves freely, money comes into the 
country, debts are paid, and we are com- 
paratively prosperous. This is the con- 
dition at present. 

The building program in this section 
is by no means completed, and with the 
exchange of cotton for money proceeding 
freely, it is not unreasonable to hope for 
favorable business conditions during 1928. 


Thomas F. Hatfield 


General Sales Manager, Hatfield Electric 
Co., Indianapolis, Ind. 


In making an analysis of present con- 
ditions and tendencies during the last 
four months of 1922, and using this 
analysis for the forecasting of the electri- 
cal jobbing business in 1928 I firmly be- 
lieve that for the first six months of 1923 
the electrical business in the territory in 
and around Indiana will be very good. 

Indications point to a great easing up 
of the savings habit that was so preva- 
lent during the past six months, due to 
unsettled labor conditions in this part of 
the country, particularly the miners and 
railroad men and construction workers. 
Now that the strikes have all been set- 
tled, there is no further necessity for a 
close watch on the family exchequer, and 
I firmly believe that business will in- 
crease by leaps and bounds. By the time 
labor unrest again becomes troublesome 
we will have ample laws passed by Con- 
gress to take care of these questions. 


H. P. Hess 
Branch Manager, Western Electric Co., 
Dallas, Texas. 


I think the jobbing outlook for the 
coming year in this territory is quite fa- 
vorable. There are indications that an 
increased volume of business will be 
available, and it is fair to assume that a 
gradually increasing volume will make it 
possible to secure an increase in gross 
profit rates, which is so vitally necessary 
to the electrical jobbing business today. 

In other words, I think the day is not 
far distant when many jobbers will have 
the nerve to ask prices which will show a 
reasonable profit, although J believe this 
condition will be brought about gradu- 
ally. I think we can look forward to 
seeing the electrical jobbing business in 
general on a good, profitable basis again 
by the latter part of next year. 


C. C. Hillis 
Vice-President and Treasurer, Electric 
Appliance Co., San Francisco. 


We believe there will be a very fair 
volume of business in 1928, as there is 
every indication of the present building 
operations being continued. 

The upward tendency of market prices 
will add some impetus to the building 
operations. At the present time there is 
considerable low quality goods being in- 
stalled, especially in the cheaper build- 
ings, both for business purposes and for 
homes. To offset this, however, there. is 
a realization on the part of some build- 
ers and home owners that there is a dif- 
ference in quality on a great deal of the 


electrical material that is being offered, 
and they are showing a tendency to de- 
mand that higher quality goods be in- 
stalled. 

We believe that the time is ripe for a 
widespread campaign of education by 
manufacturers on quality goods, which 
should be carried on not only through the 
trade papers but the magazines that are 
widely read in the home. 


L. L. Hirsch 
President, Electrical Supply Co., 
New Orleans, La. 


Prospects in this territory for 1928 in 
some respects seem bright, and in others 
gloomy. 

As far as volume of business is con- 
cerned conditions are such that we can 
safely expect a considerable increase over 
1922. Increased business activities, how- 
ever, mean increased living costs, and 
greater living costs mean an increased 
organization expense. If one adds to that 
the normal increases in expense to han- 
dle increased volume, and considers that 
the volume being handled, due to the 
highly competitive condition, is being 
handled at practically no profit the pic- 
ture is none too bright. 

Summarized briefly, the volume for 
1923 looks bright, but unless there is a 
considerable change in the present setup 
our net results will not compare favor- 
ably with 1922. 


W. M. Hogan 
General Manager, Duluth Electrical Sup- 
ply Co., Duluth, Minn. 


Prospects for a good year in the elec- 
trical jobing trade for 1923 in this par- 
ticular territory are fairly bright. The 
mining industries, both in Michigan and 
Minnesota, are apparently anticipating a 
big year, which indicates that there will 
be full employment throughout these dis- 
tricts, with better than a normal build- 
ing program, and naturally should re- 
sult in at least a reasonably good de- 
mand for things electrical. 

The western portion of our territory 
is made up practically entirely of the 
agricultural district. Prospective busi- 
ness in this territory does not look so 
good, and we do not anticipate a very 
large volume from this portion of our 
territory during 1923. 

In the city of Duluth proper we an- 
ticipate one of the heaviest building 
programs ever put over in this city. If 
all the work planned materializes, a very 
healthy condition will exist in Duluth 
throughout 1923. 

Manufacturers of appliances, such as 
washing machines, vacuum cleaners, etc., 
are apparently finding it necessary to in- 
crease the prices of their products. At 
this time we are inclined to feel that 
such increases are going to increase the 
sales resistance of these commodities to 
such a point that sales will be very ma- 
terially affected. This may not prove to 
be the case, but unless the general buy- 
ing public have their salaries and wages 
increased in the immediate future, their 
frame of mind will not be conducive to 
the purchase of appliances at increased 
prices. 

W. J. Jockers 
Sales Manager, St. Paul Electric Co., St. 
Paul, Minn. 


The subject of prospects in the electri- 
cal jobbing trade for 1928, particularly 
referring to this territory, is one which 
the jobbers of the Northwest have been 
giving a considerable amount of thought. 
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Easily installed 
Rust-proof sheath 
Nichrome resistor 
Put upin cartons 
of 10 


‘Your Guarantee 
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a , Ar e You 
a” Enjoying 
Increased Sales? 


The ever-increasing applica- 
tions of the C-H Space Heater 
has resulted in constantly in- 
creasing sales. Jobbers and 
Jobbers’ Salesmen know the 
immediate response to whatever 
sales effort they place on this 
product. 





These Heaters are not only adapted 
to cold-weather purposes, but for 
many others as indicated in the par- 
tial list of proven uses given below. 


Here Are a Few Applications 


Some of the many applications are: In watch- 
man houses, drying and japaning ovens, in ele- 
vators, sump pits, exposed rooms, detached 
buildings, sleeping porches, sprinkler system 
valve houses, in garages, mines, tipples, as foot- 
warmers, matrix scorcher, for keeping oils fluid, 
preventing freezing of compressed air, melting 
tops of batteries, protecting water pipes against 
freezing, keeping moisture from settling on 
underground electrical equipment, armature and 
transformer core drying, sub-stations, power 
house offices, for warming transfer car sliding 
plates on ore trestle, on electric washing ma- 
chines, pits in garages and railroad shops, on 
molding: machines, for bearings of crushers, tire 
aging, keeping frost from windows, softening 
Bakelites for punching—for gum drying ovens 
for use in connection with ventilating systems 
and wherever clean, safe heat is required. 


A sample Space Heater is easily 
carried—and salesmen find it an easy 
way to show how little space it re- 
quires, and point out the insulated 
mounting eyelets and other features. 
The Booklet “Dictionary of Uses” 
will help increase your sales also. 


THE CUTLER-HAMMER MFG. CO. 


Industrial Heating Dept. 
Works: Milwaukee and New York 
Offices and Agents in Principal Cities 


Send for this 64-page 
“Dictionary of Uses” 
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What Does This 
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Mean To You? 


It means electrical goods, of 
course—and Signal products— 
whether Radio parts or sets, or 
any other Signal item—means 
electrical goods that are right 


and dependable. 


Signal Means Sales 


because there’s Satisfaction. 


Signal Means Satisfaction 


because there’s Service. 


Signal Means Service 


because Service is in-built. 


The high standard of Signal prod- 
ucts has been maintained for over 
thirty-five years. The organization 
today is made up of men who have 
grown up in the electrical goods man- 
ufacturing business. 








Signal Porcelain 
Housed Transformer 


Bells—Buzzers 
Transformers (Bell 
Ringing) 
Medical Batteries 
Battery Charger 
Telegraph Instruments 
L Radio Parts and Sets 


The Signal 
lin 


e 
includes: 


Signal means Sales and Satisfaction 
for you; Service and Satisfaction for 
your customers. 


SIGNALS 


Factory and General Offices 


1904 Broadway 
Menominee, Mich. 


Atlanta Minneapolis San Francisco 
Boston Montreal St. Louis 
Chicago New York Toronto 
Cleveland Pittsburgh 
You'll find our branch offices in the Tele- 
phone Directory. 
(2036) 


fFRBBABBRBRREERREAREE EE EEE |= |= BE * 
Bulletin Coupon 
Signal Electric Mfo. Co., 

1904 Broadway, Menominee, Mich. 

Please send bulletins on the subject checked 
below to name and address written on mar- 
gin of this page. 

[] Bells and Buzzers 






(] Medical Batteries 







[] Bell, Ringing [_] Battery Charger 
Transformers {_] Telegraph Instru- 
[] Radio Equipment ments. 




































I am certain that all of us agree that 
there should be a slight improvement in 
the jobbing business during 1923. This 
will be especially noticeable in spring and 
early summer. 

I am not in a position to state now 
what we can expect during the latter part 
of 1928. Business during these last six 
months depends largely on the crop out- 
look and the quoted market prices on 
such crop. I have come to the conclusion 
that the farmers must be favored with 
better income for their crops in order 
for us merchants to do a satisfactory 
business of merchandising in this particu- 
lar territory. I am not convinced that 
the government, by making loans to farm- 
ers, accomplishes anything but putting 
them more and more in debt every year. 
Stories are current that carloads and car- 
loads of potatoes have frozen within the 
last 80 days, awaiting freight cars to 
haul these potatoes to the market. This, 
of course means loss to the farmer, and 
at the same time a setback on his future 
buying power. 

I believe the slogan that the merchants 
of the Northwest should use instead of 
the slogan now used, “Sell Them More,” 
would be, “Help Them Sell at a Profit.” 


F. W. Johnson 
Advertising Manager, Northern Electric 
Co., Ltd., Montreal, Que. 


General conditions: in Canada _ are 
bright. For the electrical jobber 1923 
will undoubtedly show a big improvement 
over 1922. 

Building contracts let are our best 
measure of business for the electrical con- 
tracting field. For 1922 they will reach 
the big figure of $275,000,000. It is 
worthy of note that the total value of in- 
dustrial building during 1922 is 50 per 
cent greater than that of 1921. 

Industrially, Ontario, Quebec and the 
maritime provinces are busy. Textile mills 
are reported quite active and canning 
plants are fully employed. The automo- 
bile industry is unusually active, while 
pulp and paper mills continue to capacity, 
Coal mines in Alberta and British Co- 
lumbia are very busy, and Nova Scotia 
thas renewed activity in the mining dis- 
tricts now that the wage trouble has been 
adjusted. 


L. W. Korsmeyer 
Vice-President, Korsmeyer Co., Lincoln, 
Nebr. 


I expect to see conditions in 1923 just 
about the same as they were in 1922, ex- 
cept that probably the first part of the 
year will be very much better than the 
first part of 1922. 

The farmer is better satisfied with the 
prices he is getting for his products and 
his production costs are lower, so that we 
expect him to be a fair buyer this next 
year. The farmer gives tone to all the 
buying done in this:territory; we can 
do nothing without him. 

While we do look for prosperous times, 
yet we still think that we will have fair 
business next year. The prospects for 
building appear to be good. 


T. H. Lewis 
Vice-President, Elliott-Lewis 
Co., Philadelphia. 


Electrical 


The prospects for electrical business for 
1928, as far as can be determined at this 
time, are favorable. All business has be- 
come steadily firmer during the past six 
months, with the result that we find an 


increasing market for all classes of elec- 
trical merchandise. 

Most of the electrical contractors have 
been busy, and some report work ahead 
that will keep them busy for the next 60 
days. 

The general demand for electrical ap- 
pliances has .increased noticeably. This 
has encouraged the contractor-dealer to 
give close attention to retail merchandis- 
ing possibilities, with the result that a 
larger business is expected this year. 

The industrial .plants, in many lines of 
business, are quite busy. ‘There is also 
considerable’ activity in commercial and 


residential building construction, and 
many plans are prepared for new work 
this year. 


All of these conditions indicate possi- 
bilities for favorable business during 1923, 
and every branch of the electrical indus- 
try should unite, as closely as possible, to 
make this a big electrical year. 


C. P. Lashelle 
President, W. R. Ostrander & Co., New 
York City. 


Relative to the prospects of the electri- 
cal jobbing business for the coming year, 
we are of the opinion that 1923 bids fair 
to be a very big electrical year, and we 
are making our preparations accordingly. 


C. J. Litscher 
C. J. Litscher Electric Co., 
Grand Rapids, Mich. 


Business must be good for 1928. We 
have just suffered a total loss by fire, so 
regardless of conditions we are going at 
it and make business good. If you want 
to see a Sphinx rising up from the ashes 
come over and see the C. J. Litscher Elec- 
tric Co. organization on the job. - 


C. E. Listenwalter 
President, Listenwalter & Gough, Los 
Angeles, Cal. 


We, in Los Angeles, are naturally and 
eternally optimistic regarding prospects 
for this territory not only for 1928 but 
for many years to come. 

I have had the pleasure of seeing Los 
Angeles develop from a one-horse vil- 
lage which depended largely on the tour- 
ists for existence to a real honest-to- 
goodness manufacturing city. Our popu- 
lation is increasing by reason of families 
moving to Los Angeles from other sec- 
tions of the country at the rate of close 
to 50,000 a year, and the man who pre- 
dicts a million and a quarter for 1930 is 
not a candidate for an insane asylum. 

So you can see that, in spite of a very 
considerable competitive situation, I am 
satisfied that the year to come will not 
bring any let-up on our construction 
program. 


President, 


H. T. Long 
Vice-President, Carolina States Electric 
' Co., Charlotte, N. C. 


North and South Carolina have exten- 
sive power-plant and factory construction 
work under way within their boundaries. 
The Southern Power Co. has just begun 
construction of a new plant near Char- 
lotte that will cost $10,000,000. This plant 
will be completed the latter part of 1923. 
Another company has plans for a plant 
that will cost $8,000,000. We are advised 
that the industrial plants, mainly cotton 
mills, have already purchased the output 
of these new hydroelectric plants a year 
in advance of their operation. 

We have every reason to feel optimistic 
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over 1928 and believe that it will be an 
entirely satisfactory year. We are sure 
that all sections of the South have made, 
substantial recovery from  depression| 
caused by low prices in cotton and rav-| 
ages of the boll weevil in the cotton fields, 


C. E. Ludovici ; 

President, Jones, Beach & Co., Philadel-| 

phia 

I believe that the business conditions’ 

which will prevail in our territory in 1928 

will be good, and that the tendency of| 
prices will be upward. 


August H. Meyer 
President, Langstadt-Meyer Co., Apple- 
ton, Wis. 


We expect that 1923 will be one of the! 
best in the history of our organization. 
We can see nothing ahead but sunshine 
in this territory. Of course, it will be 
slow in spots, but in general we are ex- 
pecting a very decided improvement. 


E, P. McGrath 
Sales Manager, Western Electric Co., 
Memphis Branch. 


From an analysis of present conditions 
the prospects of the electrical jobbing 
trade for 1923 are very encouraging. 
There is a large building program planned 
for the coming year. Farmers and plant- 
ers are making a fair profit on their cot- 
ton at present prices, and are liquidating 
their debts and getting back on their! 
feet. While industrial activity in this 
section has been rather slow in coming! 
back, there is every indication that pro- 
duction will near the peak in 1923. 


G. H. Miller 
General Manager, Tel-Electric Co., Hous- 
ton, Texas. 


We see no reasons for very much im- 
provement in 1923. The large oil com-| 
panies in this part of the country, from 
whom we receive considerable business in 
normal times, are inactive and will con- 
tinue to be so until export business in- 
creases, and there is no immediate 
prospect of this. People in the smaller 
towns are hard up and their condition will 
not be improved unless a good cotton crop 
is realized during the coming year. 


H. K. Miller 
Vice-President, Garrett, Miller & Co., 
Wilmington, Del. 


| 

Local conditions have been extremely 
dull as far as building is concerned. There 
has been very little construction work 
going on in this immediate locality. Gen- 
eral business in the industrial field is im- 
proving and we look for it to continue. 
At the opening of the spring building 
season there should be material improve- 
ment in this section. 

Business during the last couple of| 
months has shown quite an improvement 
over the earlier months of the year. We! 
are looking for better times in 1923. | 


B. J. Mockenhaupt 
Vice-President, Electrical Material Co., 
Chicago. 


It is my opinion that 1928 will show a| 
decided improvement in volume as well as| 
profit. Nearly all jobbers will find at the} 
close of this year that the wild scramble 
for volume at the expense of a living 
profit has proven ruinous and that as a 
result the jobber during the coming year 
will pay more attention to the profit at-| 
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The Best Fuse Salesman 


Any Jobber Can Have 


A prominent executive of the Woolworth Stores recently stated 
that his company never was interested in an article, however 
excellent, unless it would “sell itself.” This is a big point for 
YOU to consider in a choice between different brands of Fuses. 


Take a UNION FUSE apart, and you can put your finger right 
on the salient points which enable a “UNION” to sell itself. 


Just hand the parts to your customer. He will feel the heavy, 
rugged construction and the extra weight of metal in the ferrules | 
and caps. He will see the rivets in the knife-blade type, which 

in addition to screw threads, assure a permanent connection 
between the casing and the ferrules; the safety valves in the sizes 
that might require extra vents to permit the quick escape of 
gases; the vanishing link with the melting point located in the 
center, keeping the heat of a blowout away from 
the metal parts; the stout, tough, fire-resisting 
material of the fibre case. 


















He will have noticed in the first place the ease 
and quickness with which the fuse “came apart.” 


All these things are OBVIOUS advantages. 
They convince. They make a customer see for 
himself that the “UNION” is a fuse likely to 
save him money. 


And, when he tries “UNION” Fuses, that con- 
viction of his is more than backed up by the 
way they work. Which means REPEATS—a 
steady, regular customer for you. 


Of course, UNION FUSES have the endorse- 
ment of the National Board of Fire Under- 
writers—the highest they give. F {son rat ca 

Xr ha MPERD V 
The “UNION” saves more than ANY other f cuit os 
Renewable Fuse. 


Write for booklet giving 
you further details. 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch and 
Outlet Boxes, Cut-Out Bases, 
Fuse Plugs, Automobile Fuses, 
Renewable and Non-Renewable 
Enclosed Fuses. 


Chicago New York 





Reg. U. S. Pat. Off. 


UNION’ 


RENEWABLE FUSES 
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tached to each sale, rather than be con- 
cerned with what his competitors might 
be quoting. This will naturally produce 
better profits, even though in some cases 
the volume will not be quite satisfactory. 

Another important contributing cause 
to better conditions is the fact that high 
priced stocks are now liquidated and this 
will of necessity turn the jobbers’ con- 
centrated efforts toward profit on new 
merchandise, which we believe will either 
be purchased at stable figures or on ad- 
vancing markets during 1928 rather than 
on declining market as in 1922. 


P. E. Moock 
President, The Moock Electric Supply Co., 
Canton, Ohio. 


I believe that the electrical jobbing in- 
dustry for 1928 will show an improve- 
ment over 1922, although I feel that the 
periods will be greatly reversed. In 
other words, in 1922 the first half was 
strenuous and quite lean, while the latter 
half of the year improved materially from 
month to month. Now in 1928, as stated 
above, the reverse will be the case; the 
first half of the year will be quite pros- 
perous, helped out largely by radio sales 
which as I see it now will come in greater 
volume after the holidays, while the latter 
half of the year will show a considerable 
weakness as compared to the latter half 
of 1922 and the first half of 1923 but will 
not be as lean as the first six months of 
1922. 

Summing up, then, business for 1923 in 
the electrical jobbing trade will be bet- 
ter as a whole than it was in 1922. 


McKew Parr 
President and Treasurer, Parr Electric 
Co., New York City. 


We are inclined to believe that trade 
will be satisfactory during the first part 
of 1928. We think, however, that the gen- 
eral economic situation calls for further 
readjustment. 

It is quite apparent, at least in this 
district, that the average business man, 
both employer and employee, gives more 
thought to his “privileges and _ rights” 
than to his duties. We feel that for this 
reason we will be subjected to further 
economic advertisity before we can ex- 
pect a continuance of the present pros- 
perity, which is, however, at the moment 
both real and substantial. 


John T. Morgan 
Secretary and Sales Manager, Charles- 
ton (W. Va.) Electrical Supply Co. 


Being located in the center of a large 
coal field naturally our situation is dif- 
ferent from that of other jobbers who 
handle nothing but electrical dealer and 
contractor trade. The amount of new 
building definitely decided upon which 
will be started in the first part of Janu- 
ary is more in our territory than we have 
had during the last two years, which will 
certainly help the contractor-dealers. 

The coal-field situation is entirely differ- 
ent. During the last few months our 
business has been in direct proportion to 
the car supply—which has been rotten. 
It looks as if we might have fair coal- 
field business during January, February 
and March, but from that time on the 
prospect for good coal-field business is 
not at all bright, because, in addition to 
the market situation and car supply, there 
is also the labor question which may be 
opened up again in April, 1923. 

As to radio business and theatre equip- 
ment business, which we cover by special 


departments, the prospects look fine for 
1923. In the radio business the only 
question in our minds at the present time 
is the question of keeping sufficient stock 
on hand to take care of our customers’ 
requirements, and at the same time not 
to be loaded up when price changes oc- 
cur or new developments are placed on 
the market—both of which seem probable 
in 1928. 


James Paton, Jr. 


Manager, Electrical Dept., Interstate 
Electric Co., Shreveport, La. 


I am pleased to advise that from pres- 
ent indications we will enjoy very good 
business in this territory during the com- 
ing year. My reason for being so optim- 
istic is due to the price received for cot- 
ton in this territory, and the amount of 
business that the lumber mills are doing, 
as well as a slight advance iin oil prices 
and new development of oil fields in this 
vicinity. The lumber mills are working un- 
der a disadvantage owing to the scarcity 
of cars, but there will be relief soon, it 
is believed. 

November was one of the best months 
that we had this year, and December is 
showing mightly well in comparison with 
other years. If it keeps up it will un- 
doubtedly be the best December we have 
had for several years. 


W. L. Perry 
Secretary and Treasurer, Perry-Mann 
Electric Co., Columbia, 8S. C. 


Business with us during January and 
February is always below the average set 
by other months. With the coming of 
spring, building opens up, and judging 
by building permits already issued the 
volume of business next spring and sum- 
mer will far exceed that of last year and 
the year before. 

The cotton-mill owners, who are our 
largest individual purchasers, are again 
in the market for electrical supplies in 
considerable quantities, and a large num- 
ber of mills which have been operating 
by steam are being electrified. 

Without unforeseen reverses, we expect 
1928 to be the best year since 1919. 


S. W. Peterson 
Manager, Stubbs Electric Co., Portland, 
Ore. 


Since early fall there has been a steady 
increase in business, due to revival of 
the lumber industry, which is our main 
standby. We also have a large amount 
of residence and business block building, 
which tends to pile up volume for the 
electrical jobber. In our farming and 
wheat district there is a feeling of de- 
pression, owing to the fact that the farm- 
er is getting practically nothing for what 
he raises. 

Our prospects for next year are ex- 
ceptionally fine, however, as we expect 
the present volume to continue, and, in 
addition, our power companies are going 
ahead with a long program of extension 
and development work for the first time 
since the war. In other words, optimism 
is our general feeling. 


C. M. Price 


President, Price Electric Co., St. Paul, 
Minn. 


Business in general has been good and 
we believe will continue to be so, pro- 
viding the weather does not get too cold. 
Indications are that we will enjoy good 
business during 1928, this being practi- 


cally assured by the amount of building 
permits taken out, but on which active 
work will not start for 90 days. 


C. H. Ritter 
Manager Supply Department, Northwest- 
ern Electric Equipment Co., St. Paul. 


I believe that for 1923 business condi- 
tions in this territory should show an 
improvement over 1922. For the past few 
months we have noticed a larger volume 
of business and the credit situation and 
collections are more satisfactory, but 1 
don’t believe we will have anything like 
normal business until an equitable adjust- 
ment of prices is effected, 

The farmer must get more for his prod- 
ucts if he is to pay the prices asked for 
goods which he consumes, and in our ter- 
ritory the farmer is a dominant factor in 
the business which we must look for- 
ward to. 

Charles Russell 
General Manager, Esco Electric Supply 
Co., Albany, N. Y. 

We thought we were handling our ca- 
pacity in 1920; but this year, starting at 
20 per cent less in January, we reached 
a yearly rate of 30 per cent more in 
November. Our stock is the same, but 
we appear to have increased our effi- 
ciency. The above comparison is on a dol- 
lar basis; tonnage would, of course, show 
a greater increase. 

As far as this company is concerned, 
I feel that in 1928 the volume of our 
business will be limited only by our abil- 
ity to take care of it. 


L. M. Robertson 


President, Roberston Supply Co., 
Orlando, Fla. 

Electrical business in the Florida ter- 
ritory has shown quite an improvement 
this winter, and prospects for business for 
1928 look very favorable. There are prob- 
ably more tourists in the state this sea- 
son than ever before, and the citrous 
fruit crop is the largest Florida has ever 
had. 

E. W. Rockafellow 
General Supply Sales Manager, Western 
Electric Co., New York City. 


I think the electrical jobber is in for 
at least six months of good business next 
year, but what will this avail him if he 
doesn’t make enough profit on it and help 
cover some of the losses that he has made 
in the last two years? When one stops 
to think of it, the making of a profit on 
over one-half of the volume of a jobber’s 
lines is in his own hands and he won’t 
have much to complain about if he deesn’t 
try to take advantage of a situation that 
he can control. 

Much of the jobber’s trouble, I believe, 
is due to the lack of understanding of his 
market, and a salesman should be par- 
ticular to give his house the facts, rather 
than alibis, in the matter of prices, and 
stand pat on the prices he has quoted, be- 
cause even though he may lose an oc- 
casional order it will have a_ tendency 
to create a firmer market. So why not 
start right now? 

We conducted a personal investigation 
of the market on a commodity which is 
extensively used and found that the job- 
bers were selling it at prices varying from 
$38 to $42; that is to say, the manufac- 
turer’s direct competition was $42, so 
most of the jobbers were throwing away 
this difference, based on information giv- 
en by salesmen who in turn got it from 
the customers. 

This is not the time to give profits 
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W. C. RaArpIn 
Walter Says— ; The Company, as wet! as 
Walter, stands behind DUR- 
ADUCT—Hence his smile. 


For Your Protection 


we have printed the words “Genuine 
DURADUCT?” on every one of the Un- 
derwriters’ Labels used on our product. 
This, in connection with the black dotted 
line on the interior surface, should make it 
easy for you to know that, when you order 
DURADUCT, you are getting the genuine 
article. 


So specify DURADUCT instead of order- 
ing just “Loom,” and then look at the 
marker and the label. 


By the way, on the 7/32” and 4” sizes you 
can have it come 1,000 ft. to the box, or in 
individual 250 ft. cartons, just as you prefer. 


Tubular Woven Fabric Co. 
PAWTUCKET, R. I. 
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away. Many problems that confronted 
the jobber a year ago have been elimin- 
ated and there is no reason, with ordinary 
intelligence, why the jobber shouldn't 
have a little profit for the next six months 
to cover the hazards of the business, and 
if the jobbers’ salesmen would push the 
lines upon which the profit is assured, 
and forget to exploit No. 14 rubber-cov- 
ered wire, we would all have a much bet- 
ter story to tell next year. 


Louis A. Schwab 


resident, Monarch Electric & Wire Co., | Shh se 
P J Elect § > + has been hurt on account of being unable 


Chicago. 


We are of the opinion that the ten- 
dency during 1928 will be toward a greater 
volume of business. Conditions are grad- 
ually righting themselves and with the 
elimination of surplus stocks which have 
been greatly responsible for retarding 
progress in the industry we believe that 
manufacturers and distributors will find 
a healthier market and a steadier demand 
in place of the spasmodic demand which 
seemed to prevail during the past year. 

Manufacturers are striving to eliminate 
the number of items in their lines, and the 
resultant standardization will have a ten- 
dency to produce products of better qual- 
ity and design. This should result in a 
larger volume of business for both the 
manufacturers and distributors, and af- 
ford lower prices to consumers. Stand- 
ardization will also make it safe for the 
distributor to accumulate stocks during 
slack periods. 

The clearing up of the European situ- 
ation by placing foreign countries on a 
sound financial basis would have a ten- 
dency to increase our business with those 
countries and give strength to industries 
in our own country. 

We look for a healthier business and 
substantial increases during the coming 
year. 


Frank H. Stewart 


President and General Manager, Frank 
H. Stewart Electric Co., Philadelphia. 


The business outlook for electrical sup- 
ply houses in 1928, in my opinion, is very 
good in this territory. The situation is, 
however, one that requires the applica- 
tion of common-sense methods and _ busi- 
ness standards that do not fluctuate. 
Quality merchandise will be sought by 
many buyers who have been misled the 
last year or so by price temptations. In- 
ferior quality goods will be less in de- 
mand and superior quality goods will be 





makes us feel that there will be any ex- 
tensive building in farm lines or high-line 
extensions, but prospects for home build- 
ing and work of that sort looks very good. 
This will increase the selling of house- 
hold devices and wiring supplies mate- 
rially. 

Collections have been very good with us 
the past month, and reports generally in- 
dicated that they will be better in 1928 
than they were this year. This depends 
to some extent on transportation facilities. 
Almost every community in this section 


to secure cars for shipment of their pro- 
duce. 

Summing the whole matter up, it looks 
to us as if we could expect quite an im- 
provement over 1922. 


J. D. Todd 


Vice-President and Secretary, Missouri 
Valley Electric Co., Kansas City. 


Business is good! Conditions are very 
satisfactory. The building trades are 
employed with one of the biggest build- 
ing programs in our history, and the in- 
dications are that this will continue well 
through 1923. 

Business in this territory is affected by 
the condition of the farmer, which has 
been improving; he should be a greater 
factor in making business good in 1928 
than he was in 1922. 

Price conditions have improved some- 
what, so that the new year gives hope for 
a little better profit. 

Present conditions and _ tendencies 
would indicate an increase in sales over 
1922 of 10 to 15 per cent. 


T. L. Townsend 
Vice-President, National -Electrical Sup- 
ply Co., Washington, D. C. 


We take pleasure in stating that we 
look for good business in the early part 
of 1923, although there may be a let-up 
for a very short period, due to the 


| weather and the unsettled labor condi- 


tions. 
Late spring trade for electrical sup- 


| plies should be good in our territory, as 


increasingly demanded by the cautious 
and experienced buyers. 
Every manufacturer, jobber and _ re- | 


tailer should join hands in an effort to 


give the public the very best electrical | 


supplies that can be produced during 
1923. On that basis and that only where 
the keen and confiding buyers are treated 
alike I base my prediction for better 
business. 


J. B. Terry 
President J. B. Terry Co., Cedar Rapids, 
Ta. 


From our observations, it seems that 
not only the electrical trade but almost 
every line of business should enjoy a 
larger volume for 1923 than during 1922. 
Comparing the first part of 1923 with the 
first part of 1922, it seems that there is 
hardly a doubt of this. 

Almost all of our salesmen report an 
optimistic attitude in the trade generally, 
and in fact we find almost everyone feel- 
ing very optimistic about next year’s busi- 
ness. We have no information which 





indications are that many of the build- 
ings now under construction will be ready 
for interior fittings. 

We believe that business during 19238 
should show an increase of from 15 to 
20 per cent over 1922. 


F. C. Unger 
Sales Department, Frank Adam Electric 
Co., St. Louis. 

It is my opinion that the industry 
should cut out the poetry, as you might 
say, and get down to brass tacks. As 
an illustration, in years gone by when 
you were purchasing an automobile the 
salesman pictured green fields, babbling 
brooks, the song of wild birds, etc., and 
you were thoroughly sold on this idea. 
Today it is different; you want to know 
whether the motor is a valve-in-head en- 
gine or not; you want to know about the 
transmission and a hundred and one other 
things; you want to compare the speci- 
fications of the car in question with the 
specifications of other cars. I believe 
that it would be well for the electrical in- 
dustry to follow a similar procedure; in 
other words, let’s not paint pictures of 
beautiful illumination, nice toast, and so 
forth and so on, but sell the public on 
an efficient and modern high-grade _ in- 
stallation. 

Look at the wiring that is being done 





in 90 per cent of the residences in the 
course of erection today. How on earth 
can you sell a customer “something more” 
when there are not the proper outlets. 
Imagine trying to sell a woman a curl- 
ing iron for $2.50 and then tell her it will 
cost her $10.50 to make the proper con- 
nections in the house, when if the proper 
thought had been given when the wiring 
layout was made or if the contractor was 
a, business builder it would not have cost 
more than $1.50. We have only been fool- 
ing ourselves and saying nice things for 
fear of treading on some customer’s toe 
who might not do a dime’s worth of busi- 
ness with us. 

It is my honest opinion that unless elec- 
trical men make a new start and try to 
raise the industry to a higher plane, we 
will have during the year ot 1928 another 
period of price cutting and unprofitable 
business. 


F. D. Van Winkle 
President, Post-Glover Electric Co., Cin- 
cinnati, Ohio, 


In a general way, demand has_ been 
good with us since the first of August. 
The number of orders has largely in- 
creased and the volume as measured in 
dollars and tons has also been better, 
though we are still handling a great many 
orders in proportion to the net billing. 

The staples which form the backbone of 
our industry have remained fairly steady 
and our hope is that there will be no 
advances in any line. Generally, prices 
are still too high, and we hope that the 
time is not far off when a dollar will go 
further in buying electrical goods than is 
the case today. 

Business, we believe, will be good 
through at least the first two quarters of 
1923, and if the troubles in Europe can 
be adjusted we will probably see an in- 
creased demand throughout the year. The 
improvement should extend to every 
branch of the industry, with the demand 
for appliances increasing perhaps more 
rapidly than that for any other single 
commodity. Second to appliances, the de- 
mand for residential lighting and other 
home-wiring equipment will probably 
show the greatest growth, and we also 
expect a higher rate of increase in the ex- 
tension of suburban and high-tension farm 
lines. 

The demand for other goods will prob- 
ably be somewhat better thaff in 1922, 
although the whole situation will be more 
or less controlled by the European situa- 
tion and the extent to which the Ameri- 
can government is able to use its good 
offices in such matters as reparation, re- 
duction of armament, etc. 


C. H. Weicensang 
Sales Manager, Hyland Electrical Supply 
Co., Chicago. 


From what records I have been able 
to obtain, taken from the various reports 
made by our salesmen, all indications 
point to a truly good year for 1928, as 
far as the electrical industry is con- 
cerned. 

Isolated plants and industrial plants 
are no longer timid in buying. The pur- 
chasing agents and engineers are replen- 
ishing their stocks and are paying more 
attention to quality than ever before. 
Price will play a considerable part in 
obtaining the order in 1923, but it must 
be price combined with quality that will 
enable the salesman to obtain the busi- 
ness. 

The jobber that has his men specialize 
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List Price of Red Seal Radio 
Sparkers 

No. 

No. 262 

No. 











ESMAN 





a HE makers of Red Seal Dry Bat- 


teries announce a special battery to 
operate the 1144 volt radio vacuum 
tubes. 
At a nominal cost for adapters, 6 volt tube 
sets can be quickly and easily changed over 
to use dry battery tubes. 
Radio Sparkers operating receiving sets 
equipped with these tubes are a great ad- 
vancement in convenience and saving over 
the earlier type operated by a storage bat- 
tery. 
Radio Sparkers are light in weight and easy 
to handle. They are dry and clean with no 
injurious acid to spill. They will not scratch 
nor mar the finest table top. 
Red Seal Radio Sparkers require no care or 
servicing,—a great advantage to those liv- 
ing on farms or at points distant from bat- 
tery charging stations. 
The cost per hour of service rendered by a 
Red Seal Radio Sparker is much less than 





the cost per hour of service rendered by a 
storage battery, taking into consideration 
initial and recharging costs. 

The individual special radio cells in Radio 
Sparkers are connected in parallel, and the 
actual operating life of the cells is increased 
from 2% to 2% times the operating life of 
a single dry cell. 


Red Seal Radio Sparkers are made in three 
different sizes to operate sets using from 1 
to 4 WD-11 Vacuum Tubes. Complete wir- 
ing diagrams with instructions appear on 
the labels of each battery. 

Everyone wants the convenience of this new method 
of operating tube receiving sets, therefore, Red Seal 
Radio Sparkers will be amongst the fastest selling 
merchandise in your radio stock. 

Sparkers have to be renewed. This adds to the sales 
volume, and the quick turnover increases your profit. 
Sell your dealers the wonderful sales possibilities of 
the Red Seal Radio Sparker. With the increased in- 
terest in radio and the radio season at its height, in- 
tensive selling work on your part will boost your 
dealers’ sales and your sales. 
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The only thing you need 
know about the quality 
of lamps, is the name 





It symbolizes the stand- 
ard of perfection in lamp 


making. 
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SAVE ELECTRIC CORPORATION 


615-623 Front Street 220-254 36th Street 
TOLEDO, OHIO BROOKLYN, N.Y. 


Executive Offices: Teleds; Ohio 































on lines such as safety switches, reflectors 
and fuses will make the biggest showing. 
It is not so much the salesman with 
the “what have you got for me today?” 
that will get the business as the sales- 
man that pays attention to the educa- 
tion of the purchasing agent through the 
engineer, on the latest developments in 
the electrical industry. 

Contractors, I do not believe, will be 
so much interested in buying cheap arti- 
cles. They will be swayed from their 
previous attitude, as far as price is 
concerned, by the insistence of the con- 
sumer in having better merchandise. 

I think we are set for a real year, a 
year that is full of possibilities, and the 
company that takes the advantage of 
these opportunities is sure of meeting 
with success. 


Clarence Wheeler ; 
President, Wheeler-Green Electric Co., 
Rochester, N. Y. 


In trying to analyze the conditions for 
1928 it is my personal opinion that it will 
be the greatest electrical year the world 
ever saw. There is no visible fly in the 
ointment for twelve months ahead. The 
only danger of spoiling this picture is the 
natural tendency to increase prices all 
along the line from raw material to fin- 
ished product on the eve of a bull market. 
If this is resorted to on a large scale 
people--are_ going on strike again as soon 
as they feel that too much toll is being 
exacted, and we will go through another 
liquidation period. 

This is the only danger I see that it 
is gradually looming up on the horizon, 
but it seems to me that most manufactur- 
ers have been through such an experience 
so recently that they will not! indulge in it 
to any dangerous extent during the com- 
ing year. 

M. G. Williams 


Sales Manager, Matthews Electric Supply 
Co., Birmingham, Ala. 


During the past six months we have 
found conditions improving, not only in 
the industrial centers in Alabama _ but 
over the agricultural section as well. It 
was only a few weeks ago that the major- 
ity of the large industrials in this dis- 
trict advanced wages, and with practical- 
ly all plants running with full force, we 
are beginning to realize more business in 
all lines. 

The farmers in this locality have made 
a fair crop, and with high prices for 
practically all farm commodities they 
have realized a fair profit and are pay- 
ing their obligations promptly. 

The outlook for 1928 is ‘encouraging, 
and based on our own judgment, we have 
aded_ to our sales force in order that we 


.may share in‘the-iricreased business dur- 


ing the coming year.” 


C. H. Wilson 
Manager, St. Louis Branch, Manhattan 
Electrical Supply Co. 


I believe that business for 1923 is go- 
ing to be exceptionally good and will be 
the beginning of real prosperity that will 
exist for the next few years. There has 
been a decided increase in the demand for 
electrical material in the last three 
months and it seems to be increasing 
each month. It may be a bit quiet during 
the month of January, but after that time 
I believe that.every one will get their 
share of the business and enjoy very sat- 
isfactory returns. 
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The Growing HEMCO Family 










HE tremendous consum- 
er approval of the 
HEMCO TWIN-LITE has 
resulted in a demand for and 
production of the HEMCO 
TACH-LITE and the 
HEMCO TRIP-LITE. All 
HEMCO plugs are made of 
condensite, molded in one 
piece, with beautiful, unob- 
trusive finish. Push the quick 
selling HEMCO plugs for 


profit. 

























HEMCO TWIN-LITE 
for use under shades and in base- 


boards. Retail Price 75c. 









HEMCO Health Pad 


A high grade elec- HEMCO TACH-LITE 
tric heating pad that threaded for use with a 
is extremely soft, shade. Retail Price 75c. 


flexible and com- 
forting when applied | 
to the body. Gives 
low, medium = and 
high temperatures as 
desired. Guaranteed 
for one year. Lists 
at $8.00 and is al- 
ready proving a 
leader in sales. Write 
for discounts. 
















HEMCO TRIP-LITE 
three service outlets from one socket. 


Retail Price $1.10. 


GEORGE RICHARDS & COMPANY 


Dept. 16 557 West Monroe St. CHICAGO 
New York Office—Nelson & Mount Sts., Long Island City, N. Y. 
Pacific Coast Agents: New Eng!and Agents: Export Department: 


. A. Gray Co. Pettingell-Andrews Co., George Richards & Co., 
San Francisco and Los Angeles, Calif. Boston, Mass. 557 W. Monroe St., Chicago, III. 
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Manufacturers Optimistic About 1923 


(Continued 


stores, restaurants, offices, factories, halls, 
theaters, etc., are complying with the pub- 
lic requests. I just completed a 80-day 
trip throughout the East and Southwest 
and was able to interest people in every 
city. There does not seem to be any re- 
sistance at all to the appeal of ventila- 
tion, and our active dealers and jobbers 
verify this and are preparing for greater 
business by placing stock orders, a prac- 
tice which did not exist two or three years 
ago. 
G. F. Brunt 
President, Brunt Porcelain Co., Columbus, 
Ohio. 


We anticipate a good demand for 
standard electrical porcelain during the 
coming year, basing our judgment on the 
large amount of building which will be 
completed during 1923. This also ap- 
plies to all other lines of electrical mer- 
chandise which take their respective 
places in equipping a home or building 
electrically. 


R. T. Calloway 
Sales Manager, Electrical Engineers 
Equipment Co., Chicago. 


Prospects for the coming year in our 
particular line are exceptionally good. 
They will simply be a continuation of 
the splendid business we have enjoyed 
during the present year, which business 
began to assume large proportions about 
April 1. 

Our large increase in business has come 
almost entirely from central-station com- 
panies, and it is only the natural result 
that might have been expected after their 
comparative long period of inactivity. We 
furthermore feel that the increase in busi- 
ness in 1922 and its continuation in 19238 
has been largely influenced by the coal 
situation. The big coal strike in 1922 
caused a scarcity of fuel and forced many 
manufacturers, who for years had oper- 
ated their own private power plants, to 
shut them down and purchase central- 
station power. As the coal situation is 
still more or less unsettled, we sort of 
feel that it will have its effect in 1923. 
The many applications received by the 
central-station companies for power from 
manufacturers of this’ class, has, of 
course, meant new substations and their 
necessary equipment, and this, of course, 
has had a direct effect on increasing our 
business, 

O. B. Carson 
Manager, American Hard Rubber Co., 
New York City. 


The present tendencies in the radio field 
are very much more satisfactory and sta- 
ble than they were last spring, as every 
manufacturer, jobber and dealer knows. 
In the interval there has been weéded out 
undesirable products, and the radio busi- 
ness bids fair to come into its*oWn as a 
definite, important branch of the electri- 
‘al industry. 

As the trade is becoming better ac- 
quainted with legitimate manufacturers’ 
radio apparatus, parts and supplies, and 
is gaining a better understanding of these 
products, there is to be builded up a 
steadily growing and substantial demand, 
which it seems reasonable to -believe will 
greatly increase through the spring of 
1923. AS we approach the summer sea- 
son, naturally the business will taper off 
on account of the static conditions, which 





from page 8) 


have such a discouraging effect upon ra- 
dio sales, but during next summer busi- 
ness will be in better volume and of a 
more substantial character than last sum- 
mer, when the bottom dropped out of the 
market. 

Jobbers who are ready to handle the 
products of those manufacturers who are 
making creditable merchandise, if they are 
not already handling them, and who buy 
intelligently goods that are nationally ad- 
vertised and properly distributed, will 
build up a profitable, satisfactory radio 
business for themselves. As the trade 
comes to be more discriminating, the busi- 
ness will become more satisfactory for all 
parties concerned. We look forward to a 
good radio year. 


William G. Campbell 
Manager of Conduit Sales, Central Tube 
Co., Pittsburgh. 


In view of the very large amount of 
construction work under way and in pros- 
pect, we have every reason to believe that 
1923 will be a larger year for us than 
1922, which has been our record year in 
production and shipments. 

Better regulations in many municipali- 
ties have brought about an increased de- 
mand for wrought conduit pipe, so that 
we have an increase in our business aside 
from that occasioned by general good 
business conditions. One noticeable fea- 
ture in connection with the present activ- 
ity is that it is not peculiar to any local- 
ity, but seems to extend from Boston to 
Los Angeles. 


C. E. Corrigan 
Vice-President, National Metal Molding 
Co., Pittsburgh. 


From all reports received indications 
point positively to a certainty of in- 
creased building operations for the com- 
ing year or so. The insistent demand for 
more residences and office capacity in- 
sures this result, with the only retarding 
feature militating against large building 
operations being the advancing cost of 
materials and labor. 

We believe that stocks of electrical ma- 
terials such as we manufacture are, as 
a rule, scant and of small proportions, 
and that as soon as the holiday period 
has passed buyers generally will seek to 
replenish their stocks and provide mate- 
rials for an increased demand this coming 
year. 

Our country is in first position in finan- 
cial wealth and resources, and_ believe 
that as the new vear advances European 
affairs will improve. As an outcome our 
exports will be increased, which will 
correspondingly benefit agricultural and 
all classes in this country. 


S. Cobert 
Henry Hyman § Co., New York City. 


From the various reports of the men 
who cover the entire country and from 
the writer's own observation in such di- 
verse centers as New England, the North- 
west, and the middle Atlantic states, the 
writer is under the opinion that 1923 
promises to be a year in which some real 
business will be done. This is not only 
an expression of belief but our plans for 
the coming year are based upon doing a 
greater volume of business in 1923. If, 
however, manufacturers will not only 


strive to carry on a greater volume of 
business but also conduct such business 
at a reasonable profit with a due regard 
for overhead, the business may be worth 
while. 


Harry L. Draper 
Vice-President, H. 1. Diamond Holfast 
Sales Co., New York City. 


If there is anything to the thought that 
a steady and consistent growth of a busi- 
ness is an indication of its health, then we 
are indeed in a fortunate position. We 
expect to show an increase in business in 
1928 which will amount to about ten times 
our volume for 1922, and we base this 
statement upon the easily observed ten- 
dency in electrical construction and in 
the industrial field to do better work, as 
well as more of it. ‘The price hysteria 
is slowly vanishing, and on all sides we 
are hearing of high praise for those manu- 
facturers who are featuring quality over 
and above that of price. 

Our many friends in the construction 
field are all booking large contracts for 
work to be undertaken in 1923, and as our 
success is directly dependent upon the 
volume of work under way, we are con- 
tent to let our case rest secure in the 
belief that 1923 will be made the biggest 
and best year to date, not only in Ameri- 
‘an but the world’s electrical history. 


2 


Louis Desloge 
Vice-President, Killark Electric Manu- 
facturing Co., St. Louis. 


We find that business is very active on 
wiring supplies which go into building 
construction. This should continue well 
into 1928 with possibly a little seasonal 
slackening during January, February and 
March. 

We believe that business in general is 
on the up-turn, and that 1923 taken as 
a whole should be a fairly good year for 
industrial and domestic electrical supplies 
and an exceptionally fine year for cen- 
tral stations. 


V. R. Despard 
Vice-President, McGill Manufacturing 
Co. Valparaiso, Ind. 

With the railroads in the buying field, 
an enormous building program under 
way, and the factories busy, the direct 
outlook for us is very bright, although 
we cannot overlook the fact that the 
farmer dollar is away below the pre-war 
dollar in purchasing value, especially 
with those who have paid a high price for 
land. With the farmer careful and re- 
stricted in his purchases, it leads us to 
believe that business during 19238, with 
the exception of the steel business, will 
slow up somewhat during the first six or 
seven months, with another brisk resump- 

tion next fall. 


H. T. Dyett 
President, Rome Wire Co., Rome, N. Y. 


The electrical industry at the present 
time is exceedingly busy and the wise 
manufacturers are at present investigat- 
ing their sources of supply to be assured 
of a sufficient volume of finished and 
semi-finished materials for next year’s 
production. The United States consump- 
tion of copper at the present time is run- 
ning at a record-breaking pace, with every 
indication of a continuance, or an _ in- 
crease, in the amount of copper used per 
month for several months to come. The 
large power plants of the country are not 
yet in condition to meet the ever-increas- 
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The making of sales is your big problem today. This 
booklet entitled “ Where Are Sales Made?” will be of real 
value to those whose responsibility is the making of sales. 


It will be sent to those Electrical Supply Jobbers who 
write for it. 


WYNKOOP HALLENBECK CRAWFORD CO. 


“‘Printing Headquarters’’ 
Compilers and Printers of Electrical Supply Catalogs 
THE COLUMN [53] UNIT CATALOG 


National Standard Size 


80 LAFAYETTE STREET NEW YORK CITY 









































































66 


THE J 






OBBER'SMI)SALESMAN 





ing demand for current. Manufacturers 
of large generating apparatus and manu- 
facturers of cables of all kinds are 
swamped with business. The manufac- 
turers of house wires have not only to ex- 
pect large demands for their product, due 
to the very large house building programs 
under way, but many homes wired for 
lighting must be re-wired in order to be 
able to use the many electrical home con- 
veniences now in demand. 

We have no reason whatsoever to ex- 
pect anything but a very large volume 
of business in all electrical lines at com- 
petitive prices. Prices will probably 
move somewhat higher, due to increased 
cost of raw materials, but we believe com- 
petition will keep sales prices within rea- 
sonable bounds. 


R. M. Eames 
General Sales Manager, Bryant Electric 
Co., Bridgeport, Conn. 


Unless our country is again dragged 
into some international disaster which no 
one can foresee at this time, I believe 
that the year 1928 in going to be one of 
the most prosperous in its history. I do 
not look for any sudden or startling in- 
crease in business in any industry, but 
I believe that it is going to build up 
gradually and in a healthy manner. 

Some industries are going to suffer 
temporary setbacks because of tariff un- 
certainties, but I believe that there is an 
honest intention on the part of nearly 
every one in any way concerned with 
this matter to establish a rational tariff 
system which will encourage manufac- 
turing and eliminate the present-day 
nervousness from which business suffers. 


H. L. Everest 


General Sales Manager, Hart & Hege- 
man Manufacturing Co., Hartford, Conn. 


Without doubt the year 1923 will prove 
a good one for the go-getters. It hardly 
seems probable that there will be any let- 
up during the early part of the year in 
the intensive building programs that are 
under way over a major part of the 
country. As the year moves along, how- 
ever, a falling off from concentrated 
home building may justly be looked for 
and that is when the go-getters will get 
in their work, as there will still be suf- 
ficient volume of business for the ener- 
getic ones. There now seems no question 
but that the public utilities, from the 
sales standpoint, will be offering increas- 
ing opportunities throughout the year. 


Charles Franck 
Manager, Holophane Glass Co. Inc., New 
York City. 


The closer the co-operation between 
trade and manufacturers, the brighter is 
the outlook for the electrical industry in 
years to come. The jobber should be 
the logical connecting link between the 
manufacturer, central station, contrac- 
tor-dealer and factory owner, and such 
link can be greatly strengthened through 
the assistance of the jobber’s salesman 
if he is willing to acquire more special- 
ized knowledge of the products he sells. 
The days of order taking are over and 
the days of the specialist have arrived. 

The prospects for 1928 seem to me 
very bright, provided prices will not be 
raised over the present standard; also 
provided this country will find an in- 
creased outlet for its products overseas 
through assisting, morally or otherwise, 
European countries to untangle their 
monetary crises. 


The prospects in our line can also be 
considered as unusually bright if condi- 
tions all around will remain stable. The 
last few years clearly proved a renewed 
swing towards economy and _ efficiency, 
which explains the increased popularity 
of a scientific product like Holophane. 


Leon H. Frank 
Mutual Electric § Machine 
Co., Detroit. 


Considerable could be said as to the 
business prospects for the coming year. 
I believe I can sum up the whole situ- 
ation, as far as our company is concernel, 
by stating that we look forward to 
greatly improved business conditions, and 
our faith in these improvements is the 
basis for plans which we are making for 
doubling the floor space which we now 
occupy in our two factories. 


Secretary, 


Walter M. Fagan 
Sales Manager, Chicago Flexible Shaft Co. 


An analysis of general conditions 
would indicate that 1928 will be more 
nearly normal than any year we have had 
for some time. 

Conservative buying on the part of re- 
tailers and wholesalers during the last 
quarter of this year should result in com- 
paratively low inventories and_ brisk 
early spring buying. 


J. F. Hemenway 
Treasurer, Smith & Hemenway Co., New 
York City. 


We believe that the prospects in the 
electrical trade for 1923 are good. The 
outlook for the sale of tools is better 
than it was at the end of 1921. In fact, 
we believe there is a better feeling and 
that the use of electricity is going to ex- 
tend and broaden in many ways. While 
the sale of tools may not be increased 
correspondingly, we do look for an in- 
crease, along with betterment in the elec- 
trical trade. 

There seems no reason to expect it at 
first, but what is far better, there will 
be the gradual improvement and the ex- 
tended continued demand, which we be- 
lieve is bound to come, and which will 
undoubtedly be felt more strongly after 
the turn of the year and probably be- 
fore the end of 1928 that we can antici- 
pate at the present time. 


Norman B. Hickox 
Sales Manager, National X-Ray Reflect- 
or Co., Chicago. 


Every indication points to a larger vol- 
ume during the coming year than we 
have ever experienced. Our entire or- 
ganization has been gradually built up 
during 1922 to meet the demand we have 
been expecting and securing, and we are 
in better shape than ever before to han- 
dle a big lighting business. 

There seems to be an inexhaustible sup- 
ply of prospects for new and better 
lighting, and we hope to make 1928 a 
record year. 


Guy Hutchinson 
Vice-President and General Manager, 
Rockestos Products Corp., New 
Haven, Conn. 


There has been a marked improvement 
in general conditions in the electrical 
trade for the last nine months. Our 
plant is today operating to capacity, 
and we believe that the year 1923 will be 
one of prosperity. We recommend that 


jobbers and dealers buy with confidence, 
but under no consideration to either 
pyramid or speculate. 


R. J. Kaylor 
Publicity Manager, Youngstown Sheet & 
Tube Co., Youngstown, Ohio, 


It affords us pleasure to say that the 
conditions reported by our various sales 
offices in all parts of the country indicate 
that a tremendous amount of building 
construction will feature the first half of 
the coming year. This seems to be the 
strongest single indication that the year 
1928 will be one of general business ac- 
tivity. Taken altogether the outlook 
seems most encouraging. 


J. C. Kaelber 


Sales’ Manager, Wirt Co., Germantown, 
‘a. 


I believe that this is the time when we 
must consider the future of our own in- 
dustry along with general conditions in 
other industries all over the the world. I 
further believe that we are connected with 
an industry upon whose future accom- 
plishments other industries will greatiy 
depend. 

The prospects for general business in 
the spring of 1923, which includes the 
electrical industry, are good, in view of 
the rise in price of farm products. The 
continuance of this prosperity depends 
on the stability of prices of other com- 
modities. A rise in price of electrical 
goods would help to offset the increase 
in farm products and again slacken agri- 
cultural products, upon which all pros- 
perity depends. 

Normalcy depends upon the purchas- 
ing power of all peoples. It is there- 
fore necessary that the selling price of 
one product must allow sufficient profit 
to the seller to allow him to purchase his 
requirements of other commodities. 


E. W. Kendall 


General Sales Manager, Pass 


& Seymour, 
Inc., Solway, N. Y. 


My impression today is that we can 
look for fairly satisfactory general busi- 
ness conditions for the first six months 
of 1923. What may occur in the last 
half of the year, is, of course, less evi- 
dent, but there seems to be reasonable 
encouragement to expect a continuation 
throughout the year of the present move- 
ment toward sound conditions. 

It does not seem that intelligent busi- 
ness or labor men today expect or want 
a business boom. However, from some 
students of business conditions we are 
not getting the warning that a short 
period of inflation may be _ brought 
about during the year. Against this is 
the belief that the measures which were 
of necessity adopted in 1921 will be con- 
tinued, and will not be laid aside for 
plans of rash business expansion. 

Therefore I believe that the electrical 
industry as a whole and particularly 
that part of it in which I am directly 
interested can expect that business in 
1928 will show an activity and oppor- 
tunity for profit somewhat more satis- 
factory than existed in 1922, and with a 
fairly level condition maintained through- 
out the year. 


H. P. Kettron 
Assistant Manager, Illinois Electric Por- 
celain Co., Macomb, Til. 


I believe that the general outlook for 
business in electrical lines for the year 
1923 is very bright. The boom in radio 
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HERE is_ only 
one reason for the 
popularity of “Red 
Spot” Hangers, and that is—profit for 
the lighting contractor who uses them and 
for the jobber who handles them. 
“Red Spots” increase your profit. 
Your customer, the fixtureman or con- 
tractor who installs them, saves his work- 
men’s time, which costs money. For 


“Red Spots” are quick and easy to wire, 
the units go into place smoothly, and they 





hang in perfect balance. No trying or iS 





fitting, no delays, no damage, no lost or 
missing parts, no “grief.” 


And you jobbers who sell “Red Spot” 
Hangers find them a fast-moving, bother- 
less, profitable item for which there is a 
constantly growing demand. 


Complete data on the popular, profit- 
able “Red Spot” Hangers is yours for the 
asking—also we'd like to tell you how 
other jobbers are making good money on 
the line. 





The 


F.W.WAKEFIELD 


BRASS COMPANY 
Elberta Street Vermilion, Ohio 














business during the spring of 1922 and 
its subsequent collapse left large stocks 
of radio supplies in the dealers’ hands, 
which have not yet been disposed of. 
This branch of the industry should re- 
vive in the near future on a more stabie 
basis. 

The prospects for business in transmis- 
sion equipment and all kinds of high-ten- 
sion equipment, including high-tension in- 
sulators, are exceptionally bright. I look 
for a boom in this branch of the indus- 
try. However, in house-wiring supplies, 
including electrical porcelain, the outlook 
is not so good, although I look for a 
steady volume of business. The present 
building boom cannot last long, as_ the 
shortage has been filled in many locali- 
ties. 

J. P. Killeen 
General Sales Manager, Mitchell-Vance 
Co., Inc., New York City. 


Prospects for next year look fine for 
all electrical business and_ particularly 
lighting fixtures, due to present plans for 
repairs to present buildings and to sev- 
eral ambitious programs for new build- 
ings throughout the country. However, 
I see one element of danger to industry 
which will result unless better wiring and 
fixtures are installed. The present ten- 
dency of central-station companies and 
leading electrical jobbers to refrain from 
merchandising lighting units and fixtures 
is creating a condition where many al- 
leged “cheap” fixtures are installed, and 
in many cases such inferior fixtures are 
connected to equally poor wiring jobs. 

In my opinion the time is at hand 
when all central stations and jobbers 
must merchandise lighting units and fix- 
tures, or at least “police” by supervision 
the present distribution situation in their 
communities. 


P. S. Klees 
General Sales Manager, Tubular Woven 
Fabric Co., Pawtucket, R. I. 


The year 1923 to us is going to mean 
a big one, and we are preparing to meet — 
a larger demand for our product than 
during any previous year. Building op- 
erations did not start in the proportion 
expected until late in 1922, and present 
indications in nearly all sections of the 
country are for early operation on a 
larger scale, which will tax the manu- 
facturers of wiring materials to their 
fullest. 

Business during the past six months 
should be a good barometer for the en- 
tire year of 1923. 


F. V. Lindsay 
General Manager, Electrical Alloy Co., 
Morristown, N. J. 


The long duration of the coal strike 
and the likelihood of a repetition of the 
disturbance has caused considerate per- 
sons to provide an alternative method of 
obtaining heat for both domestic and in- 
dustrial requirements. The most depend- 
able relief has come from the electrical 
heating appliances. Once installed, the 
advantages of such appliances over old 
methods have caused such favorable re- 
sults that further and more general in- 
stallations are being rapidly made. This 
business will extend into 1928, and as it 
is further demonstrated that _ electric 
heating is sound practice for a multitude 
of industrial requirements, the entire 
electrical industry will enjoy the business 
thus created. 

The prime factor responsible for the 
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satisfaction obtained from high-tempera- 
ture and continuous-duty electrical heat- 


ing appliances is the recent development | 


of higher grade nickelchrome resistance 
alloy. During the year we have installed 
complete equipment for electrically melt- 
ing virgin nickel and iron free chrome, 
as well as foundry and hot-rod rolling 
machinery exclusively for manufacturing 
this high grade alloy. Hence, it is obvi- 
ous that we are confident that not only 
1923 but the immediate succeeding years 
will bring a wholesome business to the 
manufacturers of meritorious electrical 
appliances. 
H. B. Logan 


President, Dossert & Co., New York City. 


I have learned from a source which I 
believe to be reliable and well informed 
that the central-station business as a 
whole shows an increase of 16 per cent 
above normal since 1916. Judging from 
this fact, I am convinced that manufac- 
turers of electrical material may look 
forward with confidence toward a period 
of activity and prosperity throughout 
most if not all of the coming year. I be- 
lieve also that there are, just now, strong 
indications of an improvement in the 
troubled European situation, resulting in 
changed conditions which will enable the 
Europeans to purchase and pay for 
American goods. 

During the past year or so the prob- 
lems of the jobbers and distributors of 
electrical goods have reacted unfavorably 
upon the manufacturers. Personally, I 
believe that conditions among the jobbers 
and distributors could be materially im- 
proved by a more conservative policy 


with regard to credit extended to their | 


customers. Efforts being made to solve 
these problems should result in much 
good, so that all departments of the in- 
dustry should stand upon a solid and en- 
during, foundation in the year 1923. 


F. F. Loock 


General Manager, Allen-Bradley Co., 
Milwaukee. 


Until we got into the radio business we | 


did not have very much with which to 


interest the jobber. Now, however, we | 


are selling practically all of the jobbers 
that are handling radio apparatus. 1 
spent quite a number of months in call- 
ing on jobbers and dealers in the East 
and the Middle West. During the sum- 
mer months practically everybody was 
despondent about the prospects for radio, 
but within the last month or six weeks 
a decided change has taken place, and 
radio is very much on the up grade. 

However, even when business was poor, 
it was to be noticed that the electrical 
jobber who tried to handle the radio busi- 
ness through his regular sales force was 
the principal “kicker,” whereas the elec- 
trical jobber who had put in a radio de- 
partment and had a number of salesmen 
on the road who knew radio was not 
nearly in such bad shape. These latter 
firms also reported business poor, but 
they undoubtedly did considerable more 
business than the jobber without the 
proper sales force. 


So far as 1928 is concerned, we _ be- 


lieve that this same condition is going to 
exist. The jobber who is going out after 
radio business with the proper equipment 
is going to get good results. The jobber 
who is handling radio merely as side line 
is going to have plenty of complaints, and 
will find that there is no money in radio. 
It is unfortunate that even among many 
(Turn to page 89) 














No. 358 8-inch 


spacing. 





A typical Peirce Secondary Rack installation— 
seven service connections made on two Peirce 
Racks. 


—vertica 


ERTICAL secondary con- 
struction on Peirce Secon- 
dary Racks is rapidly becom- 
ing the adopted standard for 
secondary distribution. It is 
stronger and more dependable than 
cross arm construction with lower 
installation and maintenance cost. 


Peirce Secondary Racks are made 
of Open Hearth Steel, double hot 
dip galvanized. The insulators are 
of the best grade of thoroughly 
vitrified brown glazed porcelain ob- 
tainable. 


Peirce Secondary Racks are made 
for supporting any number of line 
wires, with either 4-inch or 8-inch 
spacing. 





No. 540 4-inch 


spacing. 


Recommend vertical construction on Peirce Secondary Racks 


HUBBARD & COMPANY 


PITTSBURGH - CHICAGO 
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Tells of Great Merchandising 
Possibilities 

While speaking at the recent Cleve- 
land convention of the Electrical Sup- 
ply Jobbers Association, E. E. Buch- 
er, sales manager of the Radio Corp. 
of America, made the statement that 
the time had now arrived for dealers 
to find ways and means for putting 
radio into the home. They cannot af- 
ford to sit back and wait for custom- 
ors. but must develop selling meth- 
ods such as giving demonstrations in 
the homes of prospective customers. 

The 
trouble with repairs on a complete 
receiving set, although it is necessary 
to give information how it can be op- 
erated to produce the most satisfac- 
tory results. There are big possibili- 
ties, from a merchandising stand- 
point, in sets that are finished well 
enough to harmonize with the fur- 
nishings of the average home. 

It has been his observation that the 
electrical store is the best fitted for 
handling radio Department 
stores have not met with the success 
that was expected, although 
music stores have been able to take 
on radio equipment and do a profit- 
able job of merchandising. 


average householder has no 


sets. 


some 


There will always be a demand for 
parts, Mr. Bucher stated, but it will 
be overshadowed, 10,000 to 1, by the 
ultimate demand for complete sets. 
He said that many dealers find con- 
fusion resulting when trying to sell 
parts and complete sets, because a 
different sales appeal must be di- 
rected at the householder than that at 
the amateur. The former buys a ra- 
dio set solely for the entertainment 
and news that it affords, and the sale 
must be made in the same way a talk- 
ing machine or piano is sold, and amid 
the same class of surroundings. With 
amateurs it is an altogether different 
matter. 


Mr. Bucher told of a dealer’s store 


in Iowa that he visited recently. This ; 


dealer sells his complete sets on the “cooled British tube.—Photo by K. & H. 


first floor of his store, where he has a 
space devoted to radio. He has fit- 
ted up a room on the second floor, 
where the “bugs” can do a little ex- 
perimenting and buy parts. In this 
way, the latter are not thrown in 
with and do not confuse the house- 
holders who have no technical knowl- 
edge of radio and have no interest 
in that side of it. 

Speaking of the developments in 
radio, he said many wild statements 
had been and were being made in re- 
gard to new devices that will super- 
sede those now in use. Many such 
statements appear in the daily press, 
and are to be greatly discounted. For 
instance, the repeated statement that 
dry-battery tubes have taken the 
place of storage-battery tubes is far- 
fetched; it may be five years before 
such a change takes place, and at 
present no great concern should be 
evidenced as to the continued use of 
storage-battery tubes. 








Recent in transoceanic 


experiments 
radio work using the new 20-kw. water- 
cooled vacuum tube have proved success- 
ful and it will probably replace the high- 
frequency alternators in use at the pres- 


ent time. Prof. J. H. Morecroft, of 
Columbia University, a prominent radio 
engineer, is seen comparing one of these 
modern tubes with a 0.5-kw. round air- 








Present Status of Radio 
Regulation 


The great interest in radio tele- 
phone broadcasting and the licensing 
of over 500 radio telephone broad- 
casting stations within the last year 
and a half for the use of wave lengths 
of 360, 400 and 485 meters has 
brought the need for adequate radio 
legislation rapidly to the front. This 
will be all the more apparent when 
it is understood that our most recent 
radio laws were passed in 1912, at 
which time radio telephone broadcast- 
ing was unknown. 

Under the present assignment of 
wave lengths privately owned broad- 
casting stations are supposed to be 
tuned sharply to wave lengths of 
either 360, 400 or 485 meters. (The 
wave length of 485 meters is reserved 
for the broadcasting of Department 
of Agriculture market and weather 
information. ) 
ence between stations operating on the 
same wave length. 

The Department of Commerce fore- 
saw the necessity of additional legis- 
lation if it were to adequately regu- 
late the field of radio communication. 
In February and April, 1922, a con- 
ference met at Washington for the 
purpose of formulating new legisla- 
tion. As a result Senate bill S3694 
containing the recommendations of 
this conference was introduced by 
Senator Kellogg of Minnesota in 
June, 1922. An identical bill was 
introduced in the House by Repre- 
sentative White of Maine. The out- 
standing features of this proposed 
legislation are discussed below. 

As in the past, a license for every 
radio transmitting station is required 
as well as appropriate licenses for 
all types of radio station operators. 
The new bill in its present form, how- 
ever, also provides that with the ex- 
ception of amateur stations a permit 
must be secured before a station can 
be erected. The bill also provides 
a schedule of fees to be collected an- 
nually from all transmitting stations. 


The result is interfer- 
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APPARATUS THAT RADIATES QUALITY 


: Remler Bakelite Dial with Remler 180° Vario-Coupler 
a ral ences a oy Knob and Bushing, No. 100 No. 503 
Variometer, Type 500 - - 
Price, $7.50 Price, 75c Price, $5.40 


Dependable : 
Radio Merchandise 


The Nation-wide Quality Reputation that Remler holds is causing the biggest radio dealers throughout 
the country to standardize on Remler Apparatus. 

Quality Apparatus—Sound Merchandising Methods that protect the dealer's profits backed by National 
Advertising—Dealer Helps—Jobber Distribution— these features will maintain the name Remler—will con- 
stantly and consistently build bigger profits for Remler dealers—will make Remler an even greater factor 
in the Radio field than it is today. 

Now is the time for you to get ready for the quality demand that is here. Remler, the Quality Ap- 
paratus, offers you a wonderful opportunity to build bigger, better, and more profitable sales. 


NEW REMLER CATALOG 


Send for new 40-page Remler Catalog containing circuit diagrams for Remler Apparatus and other 
useful information, including a table of inductance, capacity and wave length. 


Factory and Home Office R | R di Mf C Eastern Representative 
248 First St. em er a 10 g. 0. 154 W. Lake St. 


San Francisco, Calif. Dept. J Chicago, Ill. 


Remler Heavy Duty Rheostat 
Rent Juntoe Rheostat No. enced: Dailies 1 tines No. 813, Panel Type 
0, Panel Type Rees ss emler einforce olde : . 
Price, 1% amps. carrying meme Pama Coils Bakelite Tube Socket a, asa 
capacity, $1.00 to urns No. 92 : ~alad 
Price, RU Resistance Unit Maximum Inductance and Min- Price, $1.00 Price, RU oa Renewal 
Renewal, 20c imum Distributed Capacity ’ : nit, 25¢ 
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If you had happened to be tuned in on KYW, the Westinghouse station at Chi- 
cago, from 8 to 9:80 on the evening of December 1, you would have heard an excellent 


program of dance music played by these boys. 


Besides handling musical instru- 


ments in great fashion, they also handle electrical supplies over at the Inland Elec- 
tric Co., 14 North Franklin street, Chicago, and Maurice S. Wetzel, manager of the 


Inland radio department is quite undecided which they do best. 


Names? Certainly! 


Guy Shrigley, tenor and bass saxophones; Norman Lillis, alto saxophone and clarinet; 
Edward Kooden, cornet; Earl Cheever, trombone; Ray Parker, drums, and Arthur 


Sizemore, pianist and director. 


The Inland Band is booked to broadcast from KYW 


once a month during the remainder of the winter. 





The following is a table of the fees. 
Transoceanic radio station....$300.00 
land 


transoceanic, 1 


Commercial stations 


. other than 


kilowatt input or less........ 50.00 
For each additional kilowatt 

or fraction thereof.............. 5.00 
Ship stations .................. 25.00 
Experimental stations 25.00 
Technical and training school 

pens Fosse 15.00 
Special amateur stations........ 10.00 
General and restricted ama- 

teur stations ........ 2.50 


The yearly fee for operators’ li- 
censes ranges from $1.50 to $0.50, 
while the fee for operators’ exam- 
inations ranges from $2.00 to $0.50, 
depending upon the grade or class 
of the license. 

It authorized the Secretary of Com- 
merce to classify radio stations, speci- 
fy the types of service to be ren- 


dered, and to make, alter and revoke: 


regulations necessary for the adequate 
control of this rapidly growing sci- 
ence. The supervision of all private- 
ly owned stations is vested in the 
Secretary of Commerce. He is given 
the right to issue station and opera- 
tors licenses and to revoke such 
licenses for cause or when such revo- 


cation shall be deemed to the public 


interest. ‘The Secretary of Commerce 
is vested with the authority to regu- 
late and control government owned 
stations only so far as those stations 
are not used for communication of 
official business. Radio stations 
owned and operated by the United 
States and used exclusively for of- 
ficial business are to use such wave 





length as are assigned by the Presi- 
dent and shall obey such regulations 
as may be made by the Secretary of 
Commerce to prevent undue _ inter- 
ference. 

In order that the’ Secretary of 
Commerce may have adequate tech- 
nical advice in the formulation of 
regulations and in the enforcement of 
the law the bill seeks to create a per- 
mament advisory committee of twelve 
members, six of whom will represent 
government departments and six will 
be drawn from the country at large. 

The bill also gives the secretary 
authority to refuse a license to any 
person or corporation which in his 
judgment is SeeKing to monopolize 
radio communication through control 
of the sale of radio apparatus or by 
any other means. 

In short, the effect of the bill is to 
give the Secretary of Commerce ‘more 
authority than was delegated to him 
by the law of 1912. It seems but log- 
ical that this must be done if the 
radio field in its present enlarged 
condition is to adequately regulated. 
The public cannot hope for much re- 
licf from the present condition of in- 
terference between broadcasting sta- 
tions until the present radio bill is 
passed or something better substituted 
in its place, because the Department 
of Commerce with its present lim- 
ited powers can do but little to help 
the situation as it now exists. It is 
hoped that the realization of this sit- 
uation will bring about the speedy 
enactment of legislation by Congress. 




































Here’ is’ the 
booth of F. A.D. 
Andrea, 1581-H 
Jerome avenue, 


New York City, 
as it appeared at 
one of the recent 
radio shows. An 
attractive exhibit 
was made of the 
comp rehensive 








line of “Fada” 
products, which 
include audio- 


frequency ampli- 
fiers, single, 
double and 
triple sockets, 
complete _receiv- 
ing sets, knobs 
and dials, vario- 
couplers, crystal 
detectors, in ad- 
dition to the well- 
known “Fada” 
line of rheostats 
and switches, 








which are meet- 
ing with a big 
demand. 
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Frost Ideals 
of Service 


First: A belief that Radio is here to 
stay and that it is part of our responsi- 
bility to help maintain the industry on 
a high plane by rigidly maintaining the 
quality of Frost-Radio products. 


= Second: A system of factory inspection 
that insures unusual quality in the fin- 
ished product. 


Third: Aspirit within the organization 
whereby each member is conscious ot 
the necessity of giving each Frost cus- 
tomer the best that can be produced. 


| | 
a 


Fourth: Asincere cooperation with the 
retailer and jobber as the logical outlets 
for consumer sales. Herbert H. Frost, 
Inc., makes no sales direct to the con- 
sumer. 










Fifth: A conviction that prompt deliv- 
ery is as important as high quality. 


Sixth: An attitude toward the jobber 

and dealer that is best expressed in the 

phrase of the musketeers: “All for one 
and one for all.” 
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No. 139—Frost-Radio 
Cord Tip Plug, 60c 





No. 138—Frost-Radio 
Multi-Phone Plug, $2.50 






No. 400—Frost-Radio 
Receiving Transformer, $8.50 


HERBERT. H FROST, Inc 


No. 131—Frost-Radio 


Double Circuit Jack, ' Extension bin $3. 00 aod up 
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New Radio Products, Illustrated 








By means of a special arrangement 
the vernier attachment on the “Verni- 
trol” condenser, manufactured by the 
Malone-Lemmon Laboratories, 342 
Madison avenue, New York City, can 
be controlled without disturbing the 
main plates. In addition no extra 
space is required for this vernier fea- 
ture. Four supporting columns are 
used for the aluminum plates, which, 
the manufacturer states, are spaced 
with micrometer precision. 








The Charles Freshman Co., 290 
Hudson street, New York City, has 
developed a grid leak and condenser 
combined for use with radio receiving 
sets, some of the features of which are 
that it increases signal strength, low- 
ers filament current, increases battery 
life and diminishes hissing. The list 
price is $1. 








The Valley Electric Co., 3157 South 
Kingshighway, St. Louis, has placed on 
the market a charger for use with radio 
batteries. The “Valley” will charge a 
6-volt “A” battery at a 5-ampere rate 
and a 24-volt “B” battery at a 0.25- 
ampere rate. It is designed with glass 
case and equipped with an indicator, 
extension cord and battery leads. 











The Fedders Manufacturing Co., 57 
Tonawanda street, Buffalo, has placed 
on the market a radio device’ which 
combines the rheostat and socket in one 
unit, reducing the amount of necessary 
wiring. It is constructed of a bakelite 
base and cover and a nickel-plated re- 
ceptacle for the detector or amplifier 
tube. The rheostat element is wound 
with 15 ft. of wire and has a resistance 
of 6 ohms. The contact wire is made 
of phosphor bronze and the contact 
points of nickel silver. The manufac- 
turer states that the internal rheostat 
permits sensitive filament adjustment 
and guarantees a smooth, positive con- 
tact. There are no exposed wires, a 
fact which the manufacturer claims 
adds to the general appearance of the 
device. 








The Bristol Co., Waterbury, Conn., 
has developed a one-stage power am- 
plifier for use with detectors and with 
one or two-stage amplifiers now on the 
market. The design is such that when 
used with loud speakers and especially 
the Bristol “Audiophone” it is claimed 
that there is a minimum of distortion. 
The power amplifier is constructed on 
a new principle, having a circuit which 
does not require a “C” battery to 
maintain the grid negative. The volt- 
age used is limited only by the tube. 
One or more of these single-stage pow- 
er amplifiers can be connected together 
to give the amount of amplification 
desired. The cabinet is made of solid 
mahogany, and list price is $25. 





The two special features of the 
“Clarion” radio horn manufactured by 
the Marfield Radio Manufacturing Co, 
60 Grand street, New York City, are 

volume regulator which controls 
the sound chamber and the tone modu- 
lator which gives any desired modula- 
tion. . It is finished in statuary bronze, 
but can be furnished nickelplated. 








Suitable for all classes of radio, tele- 
graph and telephone work is the “At- 
las” variable condenser recently de- 
veloped by the Multiple Electric Prod- 
ucts Co., Inc., 450 Fourth avenue, New 
York City. The plates are constructed 
of heavy aluminum. 














A new device has been placed on the 
market by the Freed-Eismann Radio 
Corp., 225 Fourth avenue, New York 
City, called the “Marvel” receiver 
model No. 105, consisting of a com- 
plete outfit, some of the features of 
which being that there are no batteries, 
tubes or other renewable parts needed, 
and no parts to break or wear out. 
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CORRECT SHIELDING 


HE ideal method of shielding is to 
be found in the use of a metal panel. 


Naturally all units mounted on 
metal panels must, of necessity, be 
completely self-insulated. Eisemann 
Variometers, Variocouplers and Con- 
densers embody this feature. 


Jobbers and Dealers find Eisemann 
Radio Parts readily saleable by reason 
of their advanced design, together with 
electrical characteristics of the highest 
order. 

Eisemann Products are distribuced 


through the Jobbing Trade. Write 
for descriptive literature. 


EISEMANN MAGNETO CORPORATION 


William N. Shaw, President 


BROOKLYN, N. Y. 
CHICAGO 
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‘Fundamental Principles of Radio 
Communication 


By C. M. JANSKY, Jr. 


Assistant Professor of Electrical Engineering, University of Minnesota. 


[To handle the sale of radio equipment necessitates an understanding of the 


practical applications of the theory on which it operates. 


With that pur- 


pose in view, Tue Josser’s SALtesMAN will publish a series of articles by 
Prof. Jansky, who is a recognized authority on the subject and who was a 


member of the U. S. Radio Conference Board. He has prepared these 
articles in a semi-technical style, so they can be easily read and digested 
by anyone having a knowledge of the underlying principles of electricity. 


Below is the second article, and it will be followed by others which take 
up in detail the theory of radio and history of radio development. | 


Production of Radio Waves—When- 
| ever an alternating current is produced 
| in a coil, aerial or other conductor, 
| there are waves radiated into the ether. 
| The strength of the radiated waves 
_depends upon the frequency of the 


alternating current, that is, upon the 


number of complete wave changes or 
cycles that the current makes per sec- 
ond, At the frequencies of ordinary 
' commercial alternating currents very 
_ little energy is radiated, but at the 
_ high frequencies of radio currents 
' much energy is radiated. The length 
of the wave is determined by dividing 
the velocity of light or electromagnetic 
waves (300,000,000 meters per sec- 
| ond) by the frequency of current in 
eveles per second. 
| The following is a table showing 
the relationship between wave length 
and wave frequency for certain cases 
within the range of radio communica- 


tion, 

Wave 
Frequency 
(cycles 
per second) 


Wave 
Length 
(meters ) 
100 
200 
300 
600 
1,000 
8,000 
5,000 
10,000 
15,000 et 
| 20,000 ...... 
25,000 
30,000 


100,000 
60,000 


Although the term “wave length” 
is in more common use than the term 
| “wave frequency,” the use of the term 
| “wave frequency” should be encour- 
aged, because it is of more value in 
making calculations. 

Production of High-Frequency Al- 
ternating Current. — High-frequency 
alternating currents such as are used 
for the production of electromagnetic 
waves may be produced in a number 


of ways, the particular method de- 


pending upon the amount of power 
required, the wave length, and whether 
it is desired to transmit radio tele- 
graph or radio telephone signals. For 
the production of the longer waves, 
from 3000 meters up to 25,000 meters 
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(frequencies from 100,000 to 12,000 


cycles per second) where large 
amounts of power are required for 
transoceanic and __ transcontinental 


radio telegraph service, arc transmit- 
ters and high-frequency alternators 
are used. 

Damped Wave Transmitters.—The 
most common method of producing 
high-frequency currents for moderate 
amounts of power on the shorter 
waves used for radio telegraph has 
been by the use of the condenser dis- 
charge. 

Fig. 3 shows the circuit of a trans- 
mitter of this type which produces 
damped waves. 

The alternator 4 produces alternat- 
ing current at 110 volts and a fre- 
quency of 500 cycles per second. This 
is stepped up to 10,000 or 20,000 volts 
by the power transformer 7' and 
charges the condenser C. The con- 
denser discharges through the rotary 
spark gap G and inductance coil (or 
inductor) L,. Because the electrical 
resistance of the circuit is low, the 
discharge is oscillatory and a high- 
frequency current results. The coil 
is inductively coupled to Ls. so that 
the high-frequency energy is carried 
over the circuit composed of L, and 
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the antenna and ground. For most 
effective operation the circuit contain- 
ing L, and C must be adjusted to the 
circuit containing the aerial, ground 
and Lp. 

The type of current produced by a 


transmitter of this kind is not a pure 


+ 





TIME 
Fig. 4 





sine wave, but consists of a series of 
oscillatory condenser discharges as 
shown in Fig. 4. 

Transmitters of the spark type are 
extensively used for communication 
between ship and shore stations on 
wave lengths of 300 and 600 meters. 
They are also extensively used hy 
amateurs for wave lengths of 200 and 
360 meters. Amateur stations gen- 
erally use 60-cycle lighting circuits 
for their power transformers, stepping 
the voltage up to 20,000 or 30,000 
volts. Power inputs of from 1 to 5 
kilowatts are used for ship work and 
1 kilowatt and less for amateur work. 


M 


One of the largest damped-wave | 
transmitters in use today is the 100- | 
kilowatt damped-wave set at Arling- | 
ton, Va., used for transmitting time | 


signals and weather forecasts on a 
wave length of 2600 meters. This set 
has a special 500-cycle generator and 
transmits a spark frequency of 1000 
sparks per second. 

Although damped-wave transmit- 


ting sets of this type are very simple | 
and are in extensive use, they are | 


being rapidly replaced by undamped- 
wave transmitters of the are and elec- 
tron tube types because of the great 
amount of interference the damped- 
wave sets produce. 

Electron Tube Transmitters.—For 
low and moderate powers, electron- 
tube undamped-wave transmitters are 
rapidly replacing the older damped- 





wave equipment because of the greater | 


efficiency obtained and the much small- | 


er interference which results from the | 


use of undamped waves. By coupling 


the plate circuit of an electron tube to | 
the grid circuit, high-frequency un- | 


damped alternating currents may be 
produced which, when run into an an- 
tenna, will radiate electromagnetic 
waves. Fig. 5 shows the circuit of a 
simple undamped-wave 
transmitting set, in which F, G, and P 
represent the filament, grid and plate 


telegraph | 











aking the most of Radio 
with Dubilier Products ~ 


oe . products are nationally 
advertised in the Saturday Evening 
Post and in the principal radio magazines. 
Five million readers are constantly re- 
minded of Dubilier products. The 
Dubilier jobber and dealer is backed up 
by a strong, continuously waged advertis- 
ing campaign. 


Radio ReceptionfromAny Lamp 
Socket with the Dubilier Duco 


Screw the Dubilier Ducon into any 
lamp socket and the -music, news, and 
talks come in strong and clear. No 
antenna or loop is necessary. Hence 
the Ducon helps you to sell complete 
sets to apartment house dwellers. 





The Dubilier Ducon is safe. It pre- 4 
vents the lighting current from reach- 7, 
ing the set but permits the feeble radio 


Ducon 
takes the 


eax I f th 
oscillations to pass. a 


Dubilier Micadons Reduce Tube Noises 


Like the famous Dubilier transmitting 
condensers, standard throughout the world, 
Dutilier Micadons for receiving sets are 
pressed mica condensers 





—not easily punctured 
. paper condensers. Be-  Micadon_ type 
a i 601. Made 
cause the capacity is with eyelet 
" terminals. 

permanent, tube howls 
Micadon type are reduced. 





Connect Mica- 
dons type 601 
Hence, in series or 


600. Molded case a parallel and 
with and with- radio concerts are re- build up the 
out grid-leak a capacity de- 
mounting. ceived more clearly. ened. 


Condenser & 


DUBILIER ‘Ra's... 


48-50 West 4”-St. N.Y. 


Branch Offices: 


...709 Mission Street. 
...$yndicate Trust Building. 
...Munsey Building. 

53 West Jackson Blvd. 


San Francisco, Cal 
St. Louis, Mo....... 
Washington, D. C. 


Chicago, Ill wed 
Atlanta, Ga ....Forsyth Bldg. 
Canadian Distributors—Canadian General Electric Co., Toronto, Canada. 
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of an electron tube, respectively, A the 
aerial, Lp the plate coil and Lg the 
grid coil inductively coupled with Lp, 
C a large condenser, D.C. a high- 
voltage direct-current generator, and 




















K the telegraph key. This is only one 
of a large number of circuits which 
can be used for producing undamped 
waves. 

The wave from such a transmitter 
is called undamped (Fig. 6) as con- 
trasted with that produced by con- 
denser discharge. (Fig. 4), which is a 
damped wave. From these illustra- 
tions it is evident that the undamped 
wave is one that is sustained in its in- 
tensity, for which reason it is very 
commonly called a continuous wave 


AA AALS 
VVVVV 


Fig. 6 


The two instruments shown above comprise an excellent 
and complete receiving set. The Coupled Circuit Tuner and ° 
Detector 1-Stage Amplifier on the mahogany mounting 
board, present a beautiful appearance. 

Complete Outfit, as above, wired : 








The above set, consisting of Coupled Circuit Tuner and 
Detector 2-Stage Amplifier, is an ideal set for either phone 
or loud speaker use. Note that this set includes two 
stages of audio frequency amplification. 


abbreviated C. W. whereas the 
Complete Outfit, as above, wired ‘ 2 « $35.50 { } Ms 


damped wave is one whose intensity 
diminishes in smaller and smaller rip- 
ples and presently it vanishes entirely. 

The reception of signals from a sta- 
tion transmitting undamped waves is 
entirely different from that of sta- 
tions transmitting damped waves, as 
will be shown later. 

Arc transmitters and high-frequency 
alternators also transmit undamped 
waves, but are used for large stations 
only. 





The Coupled Circuit Tuner and Detector Unit only, com- 
prise a complete receiving set. Later, if desired, the 2-Stage 
Amplifier can be added for two stages of audio frequency 
amplification as shown above. 

Complete Outfit, as above, wired j $37.50 


. ; * * * 
Complete Outfit, as above (without Amplifier), wired, 23.50 





Transmission on Short Wave 
Lengths 

The enormous increase in the use 
of radio telegraph and telephony has 
created a demand for apparatus cap- 
able of being operated with a mini- 
mum of interference. Wherever the 
need is not for broadcasting but for 
point-to-point communication, the case 
seems hopeless unless directive trans- 
mission can make it possible. Direc- 


The Mounted Variometer carries 
through the standard quality of 
Atwater KENT products. For an 
open set it supplies a finished in- 
strument unsurpassed in appear- 
ance and performance. 


Mounted Variometer . $10.00 
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An Excellent Merchandising Proposition 
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tional transmission on very meet 
wave lengths (below 20 meters) may, 
offer a solution of this problem. 

Recent reports by Marconi, Frank-| 
lin and others show that interesting 
anc valuable data have been obtained 
on directive radio transmission using 
wave lengths below 20 meters. The 
Bureau of Standards has just com-. 
pleted a series of similar experi- 
ments, the preliminary results of 
which confirm the work of these in- 
vestigators. | 


| 
' 





Clarence Wheeler 


(Continued from page 21) 


as a wireman’s apprentice, and C. S. 
Titus, manager of motor sales, 
started as a mechanic in the same 
year, Taken altagether, there are 25; 
or 30 men in the organization who 
have been with the company 15 years. 
or more. Further than that, out of 
the six members of the board of di- 
rectors three came up from the ranks, 
so to speak. The Wheeler-Green or- 
ganization is sort of an old-fashioned) 
family. | 
* * 
Giving an analysis of conditions in| 
the Rochester territory, Mr. Wheeler 
contributed some of his ideas and im- 
pressions of the jobbing business as a 
whole. The operations of his com- 
pany are different, in no small meas- 
ure, from those of the average elec- 
trical jobbing house, and they presage’ 
what may be expected in the years to| 
come. In the first place, the territory! 
is comparatively small, being prac- 
tically confined to the country within 
a 40-mile radius of Rochester, and) 
has a total population of approxi- 
mately 750,000. Contrasted with’ 
the jobber who serves a territory 
containing 5,000,000 persons within 
10 miles of his doorstep, such as the 
Metropolitan district of Greater 
New York, it is not difficult to under- 
stand that there must be radical dif- 
ferences in the methods of operation. 
In Mr. Wheeler’s opinion it is es- 
sential that the jobber make every 
effort to intensively cultivate imme- 
diate territory. In other words, the 
jobber should confine his operations 
to his own territory, which will give 
more opportunities for getting and 
keeping in personal contact with his 
customers and for giving attention to, 
service. He will be in better position| 
to give the right kind of service un- 
der such conditions. 
A small territory and intensive cul-| 









SUALLY the standard 
product in its class is 
higher in price than its com- 
petitors. Although Brandes 
Matched Tone radio head- 
sets have been the standard 
for fifteen years, they cost 
no more than imitations said 
to be “as good as Brandes.”’ 


Add to low price the 
qualities of supersensitive- 
ness, durability and comfort 
and it becomes evident why 


Brandes Matched Tone 


headsets have so long been 
the standard. 


Distributors and District Offices: 
Munsey Bldg., Washington, 76 Pearl Street, Boston, 
. ass, 
33 So. Clinton St., Chicago, 709 Mission St., San Fran- 
Til. cisco, Cal. 
704 Granite Bidg., Pitts- 802 Forsyth Bldg., Atlanta, 
burgh, Pa. Ga. 
1220 Nicollet Avenue, Minneapolis, Minn. 
International Electric Company, Wellington, N. Z. 


Canadian Distributors: Perkins Electric, Ltd., 347 Bleury St., 
Montreal. 


C.Brandes, INC 
Matched Tone Headsets 
237 Lafayette St., New York. 


Result of 15 years’ experience. _.<— 


——_ 





f The most for the money 
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ALS’ AGAIN 
ever a dull evening in the home 


ORE and more is the radio consumer 
buying his receiving set and other 
apparatus merely because he needs 
them as preliminary to the volume and clear- 


ness he can get from Magnavox Radio the 
Reproducer Supreme. 


Every dealer who pushes Magnavox Radio 
is increasing your market for all radio supplies. 


R-2 Magnavox Radio with 18- ment for use in homes, offices, 
inch horn: this instrument is amateur stations, etc. $45.00 
intended for those who wish 


the utmost in amplifying Model C Magnavox Power 


Amplifier insures getting the 





power; for large audiences, 1 
dance halls, etc. . . $85.00 argest possible power input 
k for your Magnavox Radio. 
| R-3 Magnavox Radio with 14- 2 stage AC-2-C . . $80.00 


inch horn: the ideal instru- 3 stage AC-3-C . . 110.00 


Our publication “The MAGNAVOX” tells you how we 
are helping the dealer and how we can help YOU. Write 
for free copy. 


The Magnavox Co., Oakland, California 


New York: 370 Seventh Avenue 


A GNAVOX 
Radio 
The Reproducer Supreme 



























tivation also necessitates diversity. 
The business of the Wheeler-Green 
Electrical Supply Co. illustrates this 
point thoroughly. The set-up at 
present is as follows, the figures re- 
ferring to the total volume of busi- 
ness: Electrical supplies, 40 per 
cent; construction, 25 per cent; fix- 
tures 20 per cent; motors and appli- 
ances, 5 per cent; panelboards, 5 per 
cent; repairs and batteries, 5 per 
cent. This indicates the company’s 
ability to serve its customers with 
practically every electrical need, 
whether it be supplies, construction, 
maintenance or repairs. Not only 
that, but it increases the number of 
possible customers, as well as de- 
creasing the amount of dependency 
upon any single line of activity, 
should conditions affect some line in 
particular. This can be illustrated 
by referring to the present state of 
the market for supplies for industrial 
plants. The decrease in the volume 
of sales in this field, while affecting 
the total volume of sales to a marked 
degree, is more than offset by in- 
creases in other fields, particularly 
those in the residential construction 
and fixture fields. While general 


| business conditions may affect all ac- 


tivities and the total volume of busi- 
ness, the fluctuations in the various 
branch fields usually offset one an- 
other, thus enabling the business to go 
along on an even keel. 


Mr. Wheeler shares with many 
others the opinion that much remains 
to be done in the retail field. Com- 
paring the business of the electrical 
dealer with that of the furniture 
dealer, he made the statement that the 
average home can be completely elec- 
trified for $500, including wiring, fix- 
tures and a representative number of 
household electrical appliances. Half 
of this investment is of a permanent 
character, while the other half is in 
appliances that can be considered ad- 
juncts to the home proper. Con- 
sequently, it may be said that about 
$250 represents the average invest- 
ment in electrical appliances in the 


| home. Contrasted with this is an in- 


vestment of $1500 in furniture, and 
this difference in potential market has 
an important bearing on the status of 
the electrical stores. The time has 
not yet come when there is enough 
volume, especially in small munici- 
palities, to run an electrical store on 
the same basis as a furniture store, 


although this is relieved to some ex- 
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tent by the initial demand in homes | 
not having their full quota of appli- | 
ances. 
However, it is Mr. Wheeler’s opin- | 
ion that the merchandising problems | 
in the electrical industry are rapidly 
nearing solution, and this faith is an- | 
other evidence of his firm belief in the , 
future of the electrical industry and | 
particularly the jobbing branch. He | 
has a son 20 years old who spent 5 
years at St. Johns Military School at 
Manlius, N. Y., and is in his second 
year at Wharton School of Finance, 
University of Pennsylvania. For sev- | 
eral summers he worked for the | 
company in different capacities, and 
may enter the electrical field when he | 
graduates. | 

Mr. Wheeler is a member of the 
executive committee of the Electrical 
Supply Jobbers Association, and is 
chairman of the radio and small 
motors committees of that organiza- | 
tion. He is a member of the G-E | 
Distributors’ Club and identified with | 
its policy and radio committees. His 
golf game is, as he states it, “indif- 
ferent,” although he has been presi- 
dent of the Oak Hill Country Club at 
Rochester for five years, which dem- 
onstrates beyond a doubt the triumph 
of the business side over the social 
side of his nature. As a matter of 
fact, if one were to put Clarence 
Wheeler into one word it would be 
“accomplisher,” and it just about fits 
him. 





Lighting Business in 1922 | 
‘Continued from page 15) 

No man interested in the sale of 
lighting equipment can afford to go 
in ignorance of the new attitude of 
merchants of every type and descrip- | 
tion with regard to lighting. The 
present-day merchant, whether he has 
the ‘biggest store in a big city or 
whether he operates a shoe-shining 
parlor, is fully aware that the way 
his place is lighted has something 
vital to do with the amount of money 
that goes into his cash register. He | 
may not know just how or why light- 
ing affects his profits, but he senses 
the fact and he can be sold on light- | 
ing improvement. Very few are so 
progressive that they will hound you 
or your dealers into selling them bet- 
ter lighting, but millions will buy if 
you or your dealers will call upon 
them and try to sell. 

One manufacturer of lighting equip- 
ment has sent investigators to 300 
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makes good 
on the 


The unequaled success 
of a recent tryout of a 
stock E-D Set on the 
world famous Broad- 
way Limited from New 
York to Chicago has 
startled the radio 
world. Everyone is 
talking about it and 
wants sucha set. This 
set with its loop anten- 
na confined within a 
steel car traveling at a 
high speed, astonished 
and delighted its audi- 
ence with the uniform 
clarity of its tone and 
the broadness of range 
it displayed even under 
feedwires of 11,000 
volts. 


BROADWAY 
LIMITED 


(OCTOBER 13th, 1922) 


This set is built in unit panels so as to obtain maximum flexibility 
and efficiency. Each unit is individually shielded and uniform in 
appearance. The amateur, by purchasing basic E-D panels is 
able to start with the same high grade equipment used in the 
completed set, and because of this, from the very beginning, can 
secure more selectivity in tuning and broadness of range than 
found in other low priced sets. 

Naturally, this has created a broad public demand for E-D equip- 
ment. It is fast becoming both a history and profit making line 
for dealers and jobbers. The set is built by practical engineers in 
a plant that has a twenty-five-year-old reputation. 

We cordially invite you to write us for all the intimate details 
about this uniquely successful set. Address mail to 3302 Arch 
Street. 


THE E-D-MANUFACTURING CO. 


PHILADELPHIA, PA. 
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WIMCO ANNOUNCES 





The Wimco Variable Condenser 


After months of experimentation to produce a really good Variable Condenser, we 
take pleasure in introducing to the trade The WIMCO Variabie Condenser, which 
will be furnished in 43, 23 and 3 plate type. Tests conducted by the Washington 
Radio Laboratory show that The WIMCO Variable Condenser of the 43 plate type has 
a resistance, at maximum capacity, of but .018 ohms, and the capacity at zero on 
the scale is but 15 micro-microfarads. These values, we believe, are lower than in 
any other condenser manufactured for general amateur use. 

The WIMCO Variable Condenser is now in production and your orders will have 
our best attention. 

We have a very attractive proposition for the Jobber, and solicit your inquiries. 
Write for complete price list and discount sheet. 


THE WIRELESS MANUFACTURING CO., CANTON, OHIO 
Manufacturers—Distributors. 











When you 
Distributors you'll be in good company. 
village the store that has 
its intelligence in choosing its lines, 


In every 
won leadership by 
is pretty sure to be a booster for 


“IN GOOD COMPANY” 


circle of ‘‘All-American” 








“All American” Audio and 
Radio Frequency Transformers 


Type R 10. Operates on 150 to 550-meter wave 
lengths, amplifying signals many fold; widening the 
range of any radio set and largely eliminating static and 
other disturbances. List price, $4.50. 






























Audio Frequency Transformers 


Amplifying the detected signals so that they come 
clear and strong thru any good Loudspeaker. Also 
adapted to headphone receiving. Made in three types: 


No. R 12, Ratio 3 to 
No. R 13, Ratio 10 to 
No. R 21, Ratio 5 to 





‘Send for Bulletin 22, writing us fully and frankly 
about your ability to represent us properly, so that we 
may quote you Jobber discounts and invite you to join 
the “All-American” family circle. 


Raysant AND MRGCO, aed 


35 So. Dearborn 


St, Chicago, IN. 























stores picked hit or miss and located 
from the Atlantic seaboard as far west 
as Iowa and Oklahoma. Not a single 
merchant was found who didn’t be- 
lieve in good light as a means of at- 
tracting and holding trade. Many 
other advantages of good light to the 
merchant were cited which we, who 
are trying to sell better light, have 
never utilized or even thought of. A 
few of these merchants had good 
light; many thought they had good 
light; and the balance who knew that 
they had poor illumination were in 
the market for better lighting. 

On the writer’s desk is a letter from 
a jobber’s salesman covering central 
| and southern Illinois. A shyster light- 
ing salesman has been operating in his 
territory. In town after town he 
| finds that merchants have been sold a_ 
| cheap glass lighting unit with what 
| our jobber’s salesman describes as 
|“‘about a 92 per cent absorption fac- 





'tor.” This is the kind of stuff that 
| would kill the goose that lays the 
| golden egg were it not for the fact 
that the goose is entirely too big to 
ibe killed by any sort of rotten sales 
| policy. 

| Experience shows that successful 
store-lighting sales are made by the 
salesman who knows how to light a 
store properly. All there is to it is 
_a good type of enclosing glass unit 
| and 200-watt lamps, or 300-watt day- 
| light lamps, on 10-ft. centers. Con- 
'centrate on one type of unit and try 
| first to sell clothing stores, specialty 
| shops and similar stores rather than 
| grocery stores and meat markets. The 
|same thing applies for window light- 
| 


|ing. And above all, sell the idea of 
better lighting—that is what the mer- 
chant wants and will buy. The choice 
| of the actual lighting units is inciden- 
| tal just so long as they are of efficient 
character and will provide both good 
looks and good light. 

Recent tests on the pulling power 
of window illumination show that it 
|is easily possible by means of light 
_to stop from 25 to 50 per cent more 
| passersby at small cost. It is to be 
| hoped that similar authentic tests will 
| be made on the value of good illu- 
_ mination in store interiors. 


Factory Lighting 
During 1922 industrial lighting has 
not been a particularly live market. 
Few factories have been working at 
maximum capacity and very many 
have had to watch expenses with an 
eagle eye. A lot of these industrial 
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plants invested in floor space and 
lighting equipment in 1918 or there- 
abouts which has never been used. 

Every day now we hear of facto- 
ries that have reached maximum ca- 
pacity again. We hear some talk of 
night shifts and factory expansion 
which brings us around once more to 
the point where increased production is 
needed and the factory executive is 
willing to spend money on lighting 
to help attain greater and more effi- 
cient production. It is impossible to 
say how great a factor industrial light- 
ing may be in the total 1923 lighting 
market, but it is quite safe to say 
that from present indications it will 
loom larger than the 11 per cent it 
represented in 1922. 


Sign Lighting 

The electrical jobber and retailer 
usually do not go in very hard for 
sign-lighting business. There is no 
good reason why they should not take 
a larger slice of profit from this mar- 
ket. In the past, the sale of electric 
signs has been pushed by central sta- 
tions chiefly because it represents a 
profitable, long-hour load. ‘The rest 
of the industry apparently has been 


content to let central-station 
George do __ it. The _ resulting 
situation is that in some com- 


munities where central stations have 
been actively after sign business that 
there are many electric signs. In other 
communities, and these are quite often 
the smaller cities, the central station 
has done no electric sign campaigning 
and there are many signs to be easily 
sold by the first salesman on the 
ground. The statistics on sign load 
vary all the way from 10 watts per 
inhabitant for some towns down to 0.1 
watt per inhabitant in others. Sign 
lighting is not only very profitable 
but the field is growing rapidly. The 
normal rate of growth is about 15 per 
cent a year. Growth in 1922, how- 
ever, was nearly double the normal. 

Jobbers’ salesmen can successfuily 
sell electric signs both by direct sales 
effort and by encouraging electrical 
contractor-dealers to sell. Under the 
present conditions, the electrical 
jobber is nicely situated to get such 
business because he covers many cities 
and towns where no aggressive sales 
attempt has ever been made on sign 
business. 


Street Lighting 


Just as the merchant has lately 


come to a realization of the im- 


portance to him of good light, we are 


| 
| 
} 
| 
| 








| 





PLAY SAFE 


Sell a Standard, established line, backed by 


a House that’s in business to stay. 


“UNITED” Condensers and Transformers 


are dependable. Back of them stands the unquali- 
fied guarantee of this old-established electrical man- 
ufacturing company, with a plant costing $800,000 
and an organization greater than the combined staff 
of a score of so-called competitors. 


“UNITED” Variable Condensers 


Fine examples of precision workmanship; electrically 
correct. 
Plates are hard aluminum. Ends are ebony Bakelite. 
Permanent alignment insures against short-circuit- 
ing. 
Vernier Type 
(Like Cut) 


Only Vernier with Stop—complete with knob and 
dial, postpaid: 
46 plate $6.50 
26 plate 5.50 





Pat. 


Applied For 





Plain Type 
(without vernier, dial or knob) 





@ ghte.........4.2. ES SS ae . $2.75 
33 plate 4.00 Seek. 25 
11 plate 3.50 ostpaid. 


“UNITED” Audio Frequency Transformer 


Built like a Howard Watch. 
to the thousandth of an inch. Magnetically shielded 
in a shell of original design. (Patent applied for.) 
Gives clear, loud, pleasing signals. 


List price ' paccataisisinilaees 
Dealers: We are as particular in choosing our dis- 


tributors as you are in selecting your lines. Write 
frankly and fully. 


United Mfg. & Distributing Co., 


536 Lake Shore Drive, CHICAGO 


Precision figured down 

















Illustrating the dou- 
ble 

(Pat. 
which 
mechanical noises 
and 
splendid 








Popular Loud Speaker 


WITH THE 


Double Tone Chamber 


NO. 1 HOLDS 

TWO PHONE 

RECEIVERS 
$4.50 


chamber 
for) 
the 


tone 
Appl 
absorbs 


produces’ the 
results 


ich have made 


the Qualitone popu- 
lar. 


THE DUAL TOOL CO., 12325 Superior Ave., Cleveland, Ohio 
| i a AS A a Be ce 
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NO. 1R HOLDS 
ONE PHONE 
RECEIVER 


$4.50 










Tone Chamber 
and Construction 
Patents Pending. 







Made of tough fibre and hard wood, fin- 
ished throughout in mahogany. The 
double tone chamber amplifies and throws 
the sound forward to the bell of the 
horn, producing a rich, mellow quality of 
tone and clear articulation. 

Sold by jobber’s salesmen who recognize 
exceptional value and a popular priced 
repeater. 
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radio equip- 
you know you 
are dealing with an honest-to-good- 
ness real organization. 


When you order 
ment from Fada, 


We have engineers who know 
how to design radio sets and parts, 
a modern manufacturing plant, a 
sales and advertising department 
that understands your problem— 
and, it’s a pleasure to ship your or- 
ders properly. 


F. A. D. ANDREA 


1581-H Jerome Ave., New York City 


i Write for Catalogue 
On E illustrating our 
\ complete line of 
radio. 

















| demonstrated facts. 


gradually awakening a public con- 
sciousness of the value of good street 
illumination. Good street lighting 
does cut down crime and the need for 
police protection. It does lessen 
traffic acidents and it does make 
business more brisk. It has put new 
life into lots of nine o’clock towns. 
These things are not theory but 
In Lima, Ohio, 
it was necessary recently to cut off 
a new street-lighting installation be- 
cause of lack of funds. Everybody 
hollered. There was so much more 
crime that special policemen had to 
be hired. Finally the merchants, 
fearful of a slump in the holiday sea- 
son, banded together and passed the 
hat until enough cash was forthcom- 





ing to insure the turning on of the | 


lights again. 

Street lighting surely comes within 
the scope of the things an electrical 
jobber may sell directly and through 
local contractor-dealers. It is a profit 


opportunity worthy of serious con- | 


sideration. 


Your Relation to Lighting Business 

Lighting sales constitute the ma- 
jor part of almost any electrical job- 
bing business. It is doubtless more 
than 50 per cent of the total yearly 
sales volume of your own house. Like- 
wise lighting is even a greater part 
of the electrical retailer’s business. If 
there is ever a question in your mind 


'as to how thoroughly you should 
know all the ins and outs of the light- 


ing game or any question as to how 
heartily you should attempt to get 


| your retailers to hustle lighting busi- 


ness you have the answer in the mere 
fact that lighting is more than 50 per 
cent of your job. 

And one thing is sure for 1928 that 
aggressive selling will win in the 
lighting game and that no substitute 
for it is likely to succeed. 

The lighting market now and prob- 
ably for some time to come is like a 
fine tree laden with good, ripe fruit 
which does not fall to the ground. 
There’s all the fruit you want if you 
are willing to climb for it, but you’re 
likely to starve to death if you are 
content just to sit under the tree and 


wait for the fruit to fall in your lap. 





With ReQua Again 


A. G. Held, who was formerly con- 


nected with the ReQua Electrical | 


| 


Supply Co., Rochester, N. Y., is back 
on the job again after a year’s ab- 
sence. He is handling city sales. 











A high grade Rheostat Bakelite 
base and best materials thruout. 
Just one of the many Quality 
items that 


“CSE” Service 


can supply you with at a fair 
list price and subject to attrac- 
tive discounts. You should in- 
vestigate this. 


The new “CSE Buyers’ Hand- 
book of Radio” is ready. Your 
request on your business letter- 
head will bring you 60 pages 
(loose-leaf) of the most interest- 
ing Radio Reading you ever had 
the opportunity of seeing. 


(Note our new address) 
Central States Engineering Co. 


9 South Clinton Street 
CHICAGO, ILLINOIS 
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HIGH EFFICIENCY 


HEAD SETS 


ag and Navy Type: 
26500 ohm, per pair.............. $10.00 
3200 ohm, per pair............+- 12.00 
Swedish-American Type. 
2200 ohm, per pair............>. 8.00 
Victor Type: 
Single coil, double magnet...... 6.00 


Jacks, Plugs, Microphones and other 
radio parts. 
Ask for our liberal trade prices. 


COMPANY 
CHICAGO, U. 8. A. 





























































APEX-RGOTAREX 
MONTHLY SALES LETTER 


JANUARY, 1923 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: When Your Preaching Fails, Try Practice 
To All Jobbers’ Salesmen: 
“Quick, Jack. Take a good look at that fellow.” 


Bill Moore and Jack Rogers, traveling salesmen for rival jobbing firms had met on a street 
corner and as the former spoke he indicated a well dressed man who was passing. 


“Who is he?” Jack asked. 

“His name is Smith. He sells vacuum cleaners for one of my dealers from house to house. 
He started only three months ago. Never sold anything before in his life. And would you 
believe it, he is making twice as much money every week as I am. I tell you, Jack, it makes 
me sore.” 


“But surely you know how to peddle electric appliances from door to door yourself, don’t 
you?” was Jack’s query. 
“Who? Me? Certainly not. I’m a salesman, Jack, not a peddler.” 


“Well you may be a salesman, old man, but take it from me you'll be a much better and 
more successful one after you have learned what that fellow knows, and I don’t care how 
long you have been on the road. Why, I sold two cleaners myself in this town today and I 
also got permission from one of my customers to bring an electric washer to a home on High 
street for a demonstration that is sure to lead to a sale.” 


“The h—— you did! But what for? Did your dealer pay you a commission?” 


“No, I expect I could pick up a little money that way; in fact it is frequently offered 
to me, for I do the same thing whenever I have an hour to wait for a train in any town. 
The result is that neither you nor any other competitor can take one of my customers from 
me; moreover, I have had two raises in salary since I started doing this six months ago.” 


“Yes, I heard something about that, but I never guessed how you did it.” 


“T tell you, Bill, if you really want to make more money; in fact, if you want to hang 
onto your job and stay in the electric appliance business you'd better dig into this thing. When 
you can prove, but not until you can prove to your customers that vacuum cleaners, washing 
machines and ironing machines can be sold to THEIR TRADE, by SHOWING them HOW 
to do it, you'll find it easy to treble your orders every month. Then if your own firm won't 
raise your salary some other firm will.” 


“<p 


sy George, Jack, I’m much obliged for the tip. Let’s see, it’s five o’clock and one of my 
customers is located on the next street. I’m going over there and get one of our cleaners. 
Meet me at the Grand Hotel at six-thirty and if I can’t show you a signed contract for 
that machine I'll buy your dinner.” 


You have been preaching to your dealers the advantage of house-to-house selling but without 
getting a “rise” out of them. Now try PRACTICE. Show them how it’s done. 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 








R. J. Strittmatter: K. Sales Manager. 
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Investigate This Dealer Help! 


EALER Helps on the SUNSHINE 
ELECTRIC CLEANER, while 
offered in the usual folder, window cards, 
newspaper electros, lantern slides, etc., include 
the Sunshine Finance Plan. 


This is an unusual Dealer Help of merit 
that has proven its practicability by dealer 
usage over a period starting with the introduc- 
tion of this new and improved product. It 
brings every worthy dealer unlimited capital 
-—unlimited capital to enable him to offer an 
‘“Kasy Payment Plan” to his deserving cus- 


tomers thereby increasing his sales and build- 
ing invaluable good will. 


As the dealer’s business grows so, too, does 
his ability to command more capital. The 
more he sells the more capital he has to work 
with. 

Salesmen and jobbers interested in assisting 
their dealers will at once appreciate the co- 
operative spirit behind this plan and will ac- 
cordingly give serious consideration and 
thought to the possibilities of SUNSHINE 
ELECTRIC CLEANER sales. 


Full particulars on the Sunshine Franchise 
and Finance Plan will be sent on your request. 


SUNSHINE SALES CO. 


410 Seventh St:New Philadelphia,O. 























Liddle 


DECORATIVE LIGHTING FITMENTS 


Wi, 





The Riddle 


FEATURE FITMENT 
% 


An altogether unusual jobbing line— 
nineteen beautiful numbers of the well- 
known Riddle quality in the regular 
Estofado Decoration—priced for vol- 
ume sales with full margin of profit— 
backed by unusual merchandising help 
and national advertising in 


Saturday Evening Post 
Ladies’ Home Journal 
Good Housekeeping 
House & Garden 


An exceptional opportunity for de- 
veloping volume business on a liberal 
profit basis. Write today for our 
proposition and booklet showing the 
19 Feature Fitment Styles in actual 
colors. 


The Edward N. Riddle Company 
12 Riddle Bldg., Toledo, Ohio 


See the Feature Fitment at the Riddle Dis- 
play, Cleveland Fixture Market, January 
15-20 









































Hair Dryer 


Botn hot and cold air blasts, 
t. 


Detachable heating uni 





Model 
A handy, 
drink mixer. 


4 Mixer 
sturdy, efficient 
Counterbalanced. 


All heavily nickeled except base 


which is hard 
enamel. 





glazed porcelain 


Dental Engine (with stand) 
Equipped with S. S. White 


flexible 
piece and slip 
foot rheostat. 


shaft, 


sheath, hand 
joint. Six speed 
Motor has re- 


versing switch and three step 


pulley. Heigh 


t of stand 48”. 





Dental Engine (with buse) 
Same as stand model above 


except for 


highly polished 


heavily nickeled base. 


Ke 


Billiard Table Cleaner 


Cleans 


thoroughly 


without 


affecting nap of cloth. 


U 


leath 


hose. 
cord. 


bristle brushes. 
special vacuum cleaner 
25 ft. portable 


pholstery Cleaner 


Dumore motor, operat- 
ing on direct or alter- 
nating 


current. 
er bound 














Type F. R. Motor 

1-25 H. P. Jeweler’s 
lathe motor with rheo- 
stat foot control. 


Two 
China 
10 feet 







Motel 1 im _- dles and. seven quidte-change, pullige. Spins 
apacity . n: speeds 3 to 60,000 ° remar 
12%”. Ball-bearings. Model 2 A. D. Drill Model 2-B D Drill grinder. 





+ Qe 


Type A. Motor 
Type C Motor Type D Motor 


1-25 H. P. Smallest 

size for laboratory work. 1-16 H. P. Medium % H. P. Best size for all 

Type B same as Type size laboratory motor. kinds of dental anes and 
Universal type. jeweler’s motor work. 


A with nickel finish. 


_ 1 J. G. Grinder 


H. P. motor. 15,000 R. 
P. % Reach of arm 44”. Ex- 
tension 2”. Complete equip- 


ment. 


No. 2 O. G. Grinder 


















How Big isthe Market for Drils? 


OLES—drilled holes—in steel, 





in brass, 





wood—how big is the market for them? nah cer ae 
Careful investigation has shown that the auto re- P.M. Motor spindle’ reach 
pair shop is only a part of the market. Probing pt AM a. Sa 


7 






research has proven that the auto body builder can 
use a drill, and the boat builder, the furniture fac- 
tory, the refrigerator manufacturer, the office equip- 
ment maker, the sheet metal worker and artisans 
in a score of other lines. 

The rising tide of preference, in this varied market, 
for DUMORE Geared Electric DRILLS is but a nat- 
ural recognition of the superior manner in which 
these worthy tools measure up to the exacting re- 
quirements of the “‘hole market.’” Created to “‘de- 
liver’’ small holes at less cost and greater conve- 
nience than other similar devices, they are perform- 
ing their task faithfully and well. And drilling holes 
is but one of their accomplishments. With their in- 
dividual attachments they can grind valves and 
serve as a buffer or emery wheel equally as well. 
Dominate the “‘hole market’’ in your territory! Recommend 


DUMORE DRILLS to your sales manager—get him to list 


them, Productive new business for both the house and 
yourself will result. 


Wisconsin Electric Company 
1615 Sixteenth St., Racine, Wisconsin. 
Manufacturers of 








No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spine 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 


Fad 


No. 2 B. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
. M. Reach of arm 10”, 
Complete equipment. 


¥ 


No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin- 
die speed 10,000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 

















ELECTRICAL TOOLS 
and APPLIANCES 





















Model 2 A. D. Drill 
Capacity 4%”. Stroke 
8%. Drills to cen- 
ter = 7%”. Ad- 
justable table. 

Model 1 A. D. Drill “ 
Capacity 4%”. Length 


10”. Helical gears. Model 2-B D Drill 


Capacity 44”. Stroke 
8%”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”. 





No. 3 Multi-speed Grinder 
¥% H. P. motor. Six interchangeable spit 
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Manufacturers Optimistic About 1923 


(Continued from page 69) 


of the high grade electrical jobbers this 
point is not taken into consideration, and 
as a result, many of these firms have been 
discouraged with radio. We believe that 
there can be no question but that radio 
offers big possibilities, and it is there- 
fore too bad that it cannot have the back- 
ing which the real jobber could give it. 

In line with our radio business, our 
general business has also increased very 
much, and we are very hopeful that 1923 
will show even better business than has 
1922. It is quite possible that prices may 
go up, and this would help the control 
industry very much, because right now 
all of us are working on rather close mar- 
gins. 

_Taken all in all, we are very optimistic, 
but we feel that business will not be had 
for the asking. The firms that are most 
aggressive in going after orders will also 
be the firms which will have the best re- 
port to make by the end of 1923. There 
is, of course, nothing new in this theory 
—it is the same old story. 


H. E. Metcalf 
Sales Department, Magnavox Co., Oak- 
land, Cal. 


From the standpoint of marketing our 
own products prospects were never bet- 
ter than they are for 1923. 

The radio trade has been through a 
flock of growing pains, a get-rich-quick 
spasm, caused by people who had no busi- 
ness entering the field and who are now 
dropping out, to the satisfaction of all 
concerned, except perhaps themselves. In 
other words, radio is simmering down to 
a real business on a real basis for steady 
climbing prosperity, and we believe that 
the makers of good, well-priced, well- 
advertised, standardized goods will find 
1928 one of the best years so far. 


Emmet K. Moore 
Assistant General Sales Manager, Na- 
tional Carbon Co., Long Island City. 

We have just completed one of the 
most successful sales years in the history 
of the company. This is especially grati- 
fying when considering the completion of 
the big task of combining the sales or- 
ganizations of the National Carbon Co., 
formerly at Cleveland, with those of the 
American Eveready Works, at Long Is- 
land City. This combination has been a 
big feat, and has proven its value to the 
trade and to ourselves. 

The prospects during 1928 for our line 
are very bright. The advent of dry-bat- 
tery uses in the radio field will greatly 
increase the sales of this commodity. ‘The 
new steel-case battery has been received 
with great favor, and is helping our sales 
tremendously. 

Next year will, without a doubt, be the 
biggest flashlight year in history. Elab- 
orate plans are in work for improvements 
in our line and methods of merchandising. 
The flashlight is no longer considered a 
toy, but a real useful and necessary arti- 
cle. We believe that advertising has 
played a large part in bringing the flash- 
light into its own. 

Our line of radio “A” and “B” bat- 
teries will surely show increased sales 
during 1923. This commodity has great 
sales prospects. 

To sum up, we are most optimistic 
regarding 1923 business. Everything with- 
in our vision points towards a most suc- 


cessful year. We are backing up our 
opinion by the most extensive advertis- 


ing campaign ever attempted in the com- | 


pany’s history. 


J. J. Mullen 
Vice-President, Moloney Electric Co., St. 
Louis, Mo. 


In our opinion, business for 1923 and 
for several years to come should be very 
good. As we see the matter, utlilities 
during the past four or five years were 
not in the best of condition financially, 
due to the high price of fuel and also_all 
material and equipment which it was 
necessary for them to purchase, and in 
view of the fact that their rates were low, 
naturally they were unable to earn any 
great amount of money, which meant 
they were unable to float securities ex- 
cept at a high rate. Conditions during 
the past year, however, have changed ma- 
terially. There have been few reductions 
in power rates, and fuel today, while con- 
siderably higher than some eight or ten 
years ago, is nevertheless much lower 
than it was during the past four or five 
years, all of which resulted in increased 
earnings for the utilities during the past 
year or two. With these increased earn- 
ings they are now in a position to float 
securities and at a low rate of interest, 
some even as low as 5.5 per cent. 

On the other hand, industrials are not 
badly in need of money, and we find a 
vast amount of capital is being taken by 
utilities, which are badly in need of im- 
provements which could not be made dur- 
ing the past five or six years. 

In view of the fact that the utilities 
are about the largest buyers of appar- 
atus equipment and supplies of all kinds, 
we feel very optimistic and inclined to 
think that the electrical business in gen- 
eral during the next three or four years 
will break all past precedence. 


_W. W. Mumma 
General Sales Manager, Robbins § Myers 
Co., Springfield, Ohio. 


The prospects for 1928 in the electri- 
cal trade seem to me to show marked 
interest and enthusiasm, which would in- 
dicate a considerably increased demand 
over 1922. As for our lines, we have rea- 
sons to expect not only more free pur- 


! 
| 


‘ 











chasing but also more substantial quan- | 


tities than during the past year, for the 
reason that many of the excess stocks 
which have been burdensome during the 
past two years have become exhausted or 
reduced to a minimum and increased ac- 
tivities should call for comparatively in- 
creased supplies. 


G. C. Polk 


Manager, Standard Apparatus Division, | 


American Blower Co., Detroit. 


We have had occasion during thé‘ last | 
two or three months to visit the plants of | 
quite a number of electrical manufac- | 


turers and although their opinions are | 


optimistic concerning the prospects for 
1923, our opinion is based almost entirely 
on observations. We have seen our own 
business increase since the early part of 
1922, not in a spectacular rise but in what 
appears to be a very substantial and nor- 
mal growth. We purchase considerable 
equipment from electrical manufacturers 
and we have seen the shipping promises 








More Panel Board 
Business 
for you this year 


The entire @ Triumph Line of 
Standardized Safety Type Panel 
Boards will give you more actual 
sales points than any other type or 
make of panel boards. The R 
Type, however, in the Triumph 
Line, has even more advantages to 
you. It is a complete packaged 
panel board for residences, which 
can be had with or without main 
switch and main fuse connections. 
It may be used for either two or 
three wire service. 


Triumph Type R 
Safety Type Residence 
Panel Board 


Because of absolute safety the R with 
out main switch can be placed at the 
center of distribution easily accessible 
to the housewife. This point, with the 
unusually fine appearance, is an added 
incentive for house wiring contractors 
because it gives the whole wiring job 
(all of which is hidden except the panel 
board) a definite index of quality. The 
average home builder or owner will be 
glad to accept a bid which includes this 
modern safety type panel board. 


For profit in tlie 
specifying, pur- 
chasing and _in- 
stalling the Tri- 
umph Type R is 





unexcelled. 
Write for Bulle- 
tins Nos. 26, 27 
and 29. 


Arank Adam 
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selling at $2.50 each. 


occurrence. 


tions. 


the PERFECURL. 


Make it the most prosperous of your experience. 


and will increase your sales volume with the PERFECURL 


The Iron with the Professional Touch 


You can 


Its many features, such as the round tapered point, 6 feet of 
flexible cord, the 2-piece plug, the removable waver, the 
special even heating element and the one year guarantee make 
it easy to sell and stay sold with repeat orders the general 


Sales for 1922 of PERFECURL have exceeded all expecta- 
1923 should be a banner year. 


Make it yours—-sell 


Jobbers write for discounts and proposition. 


ROGERS ELECTRIC COMPANY 


301-307 FIFTH AVE., 


MINNEAPOLIS, MINN 































RETAIL PRICE $12.50 


Write for Our Discount, Also 
Shelton Vibrators and Hair Dryers 


Shelton Electric Co. 


16 E. 42nd St. 
New York City 

























A SHELTON 
A DAY 


A little 
and the order will come. 
recommends 


auto-suggestion, now, 
Every- 
body knows and 
the SHELTON. It’s the greatest 
Re-order line. Made right, 
priced right, called for. It is a 
“HIGH FREQUENCY” SELLER. 





SHELTON 
ai. Viole? fy 4 























on this equipment extended very materi- 
ally, and have seen slight increases in 
prices on some lines. We have looked 
over some of the schedules for next 
year’s production in some of the larger 
organizations and find that their manu- 
facturing capacity in some lines is sched- 
uled fully up until next August. 

In spite of the fact that there have 
been increases in the cost of labor and 
raw material during this year, few in- 
creases have been made in the prices of 
finished products. Manufacturers are 
anxious to refrain from price increases as 
long as possible in order to prevent a 
repetition of the buying and selling orgy 
which took place in 1919-1920. We look 
for some increases, however, in the prices 
of finished electrical goods during the 
early part of 1923. This increase will 
undoubtedly be proportionate to the in- 
crease in labor and raw material costs. 

We do not expect to see an abnormal- 
ly good year in 1923, but we do expect 
to see a very satisfactory volume of busi- 
ness. 


B. G. Peck 
Sales Manager, Fitzgerald Manufacturing 
Co., Torrington, Conn. 


The electrical appliance business for 
1928 will be the biggest ever experienced 
by dealers to date. Those dealers selling 
reliable, popular priced and _ nationally 
advertised merchandise will be the most 
successful, for there will be a big de- 
mand next year for efficient, moderately 
priced electrical appliances, and those 
dealers who purchase their stocks accord- 
ingly will profit. 

Our company has planned) for a pro- 
duction 60 per cent greater than that of 
1922, which indicates the confidence we 
have in the coming year’s business. 


John W. C. Price 
Sales Manager, Albert Wahle Co., New 
York City. 


We feel that our sales during 1928 will 
probably quadruple the sales of the 
past six months. Perhaps I might quali- 
fy this seemingly optimistic opinion by 
stating that this company has been only 
operating six months under a policy of 
merchandising its complete line of fix- 
tures exclusively through recognized elec- 
trical supply jobers, whom we appoint 
as our distributors. The oldest distribu- 
tor is only five months old, and, of course, 
these appointments are still continuing to 
be made at the present time. 

We have 35 points of distribution, and 
we believe, have the finest representation 
in territories that our distributors cover. 
Therefore, it is quite obvious that since 
this line is particularly new to most elec- 
trical supply jobbers that our distribu- 
tors have not as yet really begun to 
“hit their stride.” This, IT am sure they 
they will be able to do during the year 
of 1928, which leads me to make the 
statement in the opening paragraph. 


George Richards 
President, George Richards & Co., 
Chicage. 


We have recently had the matter of 
prospects for business in 1928 up with 
our salesmen and from their reports and 
from our investigations in other direc- 
tions, I believe that the year 1923 will 
see a very satisfactory volume of busi- 
ness in the electrical industry. 

Business in general is improving, and 
it is my opinion that the electrical indus- 
try in the next ten years will make very 
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great strides. If general business con- 
ditions are anywhere near good, the elec- 
trical industry as a whole should enjoy 
a very large volume of business, as the 
use of electrical appliances and machin- 
ery is becoming’ more general with all 
classes. 

From our own point of view we are 
looking for the year 1923 to give us the 
largest sales in the history of our com- 
pany, and we are planning our sales or- 
ganization and advertising campaign 
based on the expectations of a materially 
increased volume of business. 


J. W. Perry 
Manager, Automotive Equipment Dept., 
Johns-Manville, Inc., New York City. 


I am very optimistic about business | 


conditions for next year. I might write 
a hundred pages elaborating my reasons 
for this belief, but they are summed up 
in the statement that the electrical in- 
dustry is still undergoing a gigantic de- 
velopment, that there is room for almost 


incalculable expansion, and that the coun- | 


try generally is in a healthy condition to 
absorb all possible expansion of this par- 
ticular industry. 


George H. Share 
Manager, Fan Sales, Emerson Electric 
Manufacturing Co., St. Louis. 


After recent visits to the South and 
East, and from reports from the West 


and North, we have every reason to an- | 


ticipate a very satisfactory fan business 
in 1928. While in certain sections sub- 
stantial stocks were carried over by whole- 
salers, the total volume of such carry-over 
is not sufficient to greatly affect the gen- 
eral situation. 

General business conditions affecting 
electrical lines are either good or rapidly 





improving, and we see no reason why | 


the improvement should not be continued. 


E. B. Slade 


President, Beaver Machine & Tool Co., 
Newark, N. J. 


Improvement in industrial conditions is 
becoming more evident, and in a number 
of respects has exceeded former indica- 
tions. There is an unprecedented demand 
for light and power, and this is indicative 
of continued activities in the manufactur- 
ing field. 

The building industry is continuing to 
pick up momentum in spite of any fore- 
casts to the contrary, and will, I believe, 
continue for at least three years. ‘The 
United States is at least two years behind 
in its building program, and with the re- 
turning confidence that is in evidence 
every year, it is only reasonable to pre- 
sume that conditions will continue to im- 
prove. In view of this and also that the 
housewife is realizing the advantages of 
electrical devices, business should show a 
marked improvement next year. 

I believe that 1928 will witness a gen- 
eral clamor for electrical goods on the 
part of the jobber, which condition will 
in turn tend towards advancing prices, 
particularly on a great many commodi- 
ties that are now being sold at abnor- 
mally low figures. 


L. W. Staunton 
Advertising Manager, C. Brandes, Inc., 
New York City. 


We believe that as soon as the electri- 
cal dealer stops cutting prices unreason- 
ably and practices sound merchandising 
principles, his outlook, as far as radio 
is concerned, will be very good. 



























Electrical Appliances 


We made them good—their usefulness made them famous 
: All Nickel Plated 
T WILL pay you in volume of sales and in sub- 
stantial profits to stock Redtop business-getting 
electrical appliances. Nationally advertised— 
widely demanded—reasonably priced. 
No. 450— Upright Toaster 


with self-adjusting bracket. 
Price $4.50. 








No. 104—Stove and Toaster, $6.25. Aluminum 
Cooker Set, $1.50. With this combination you 
can grill, boil, fry and toast. Two operations at 
same time. 








No. 209—Duplex Kitchenette and Toaster. 
Two heat regulation. Price $9.50. Tested 
and approved by Good Housekeeping 
Institute. 
No. 324—Three Heat Iron. High, Low and 
Medium, $7.50. Tested and approved by 
N. Y. Tribune and Good Housekeeping 
Institutes. 








Size 7” by 14” 


Sole Mfrs. of The Fitzall Plug 
Send for catalogue and trade prices. 


REDTOP ELECTRIC CO., INC., 


8 West 19th St. 
New York City 
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uum Lamps 


for Signs 
We are now making TIPLESS 


SIGNLITES, unquestionably the last 
word in Sign lighting. 


Start the new year right. Tipless 
Signlites will prove a winner. 


Write today for discounts and full 
particulars. 








Manufactured Exclusively for 


SAVE SALES COMPANY 
261 Broadway 
New York City 


Signlite with clear bulb 
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MANUFACTURERS 


















Tue Taptet MANuFacturineG Co., 
3907 Powelton avenue, Philadelphia, 
is the name of the new company or- 
ganized from the pipe taplet depart- 
ment of the H. T. Paiste Co., which 
was recently purchased by E. A. Jen- 
kins, who is president of the Taplet 
organization. The personnel of the 
new concern is the same as that of the 
taplet department of the Paiste com- 
pany. The Taplet Manufacturing 
Co. will have its own selling organi- 
zation and the Hart & Hageman Man- 
ufacturing Co., Hartford, Conn., ex- 
clusive selling agent for the Paiste 
company, has anounced that it is no 
longer handling taplets. 


TEN NEw. pDesicNs of residential 
lighting units have been added to its 
line of ‘Feature Fitments,”’ accord- 
ing to a recent announcement by the 
Edward N. Riddle Co., Toledo, Ohio. 
This line, which is designed especially 
for distribution through jobbers, now 
includes 19 different pieces, and ful- 
fills the requirements of the average 
home not only from a decorative but 
a lighting standpoint, while the num- 
ber of styles has been limited so as 
to assist turnover with minimum stock 
requirements. 


Tue A. I. Crirrorp Co. is the new 
name adopted by the C. M. C. Elec- 
tric Sales Co., 507 Odd Fellows build- 
ing, Indianapolis, Ind. There is no 
change in the personnel of the com- 
any, A. I. Clifford remaining presi- 
dent-treasurer, and A. L. Clifford 
vice-president. Both are well known 
to jobbers in Michigan, Ohio, Indi- 
ana, and Kentucky, which territory 
they cover as sales representatives for 
a number of electrical manufacturers. 


THe Corrietp WasHer Co., Day- 
Ohio, announced several 
changes in its personnel which were 
made necessary by the death of vice- 
president and sales manager, Mr. 
Skelton. William G. Stowell, factory 
production manager, was elected vice- 
president; Edward P. Becker, sales 
manager, and Harry W. Hoskinson 


ton, has 





factory production manager. Mr. 
Becker was formerly connected with 
the Electric Appliance Co., Pitts- 
burgh, and the Chicago Washing Ma- 
chine Co. in executive positions. 


Tue Evectrricar Mareriat Co. 
has recently opened an office in the 
Hinckley building, Seattle, and will 
handle the Roller-Smith Co.’s line of 
electrical instruments, circuit-break- 
ers and radio apparatus in that terri- 
tory. The Seattle office is in charge 
of R. F. Robinson. 


THe Manvuractrurers Distrisut- 
ING Co., 291 Broadway, New York, 
has opened a branch office at 249 
Bryant street, Buffalo, N. Y., in 
charge of G. B. Pratt. The company 
is now representing the following: 








Among those who joined the ranks of 
the nimrods during the open season for 
deer hunting was A. I. Appleton, presi- 
dent of the Appleton Electric Co., Chi- 
cago, who spent a week or two around 
Mercer, Wis., with a party of friends. 
The picture’s a great little testimonial 
to the fact that A. I. is past the buck 
fever stage, that he didn’t come away 
empty-handed, and that he retains his 
high regard for venison steak. He 
brought the kill back with him, and Cupid 
Merrill, Carl Bloom and some of the 
other Appleton boys are, metaphorically 
speaking, licking their chops yet. 








Mercury Time Switch Co., Detroit; 
John I, Paulding, Inc., New Bedford, 
Mass.; Schwarze Electric Co., Ad- 
rian, Mich.; S. Schmukler, Philadel- 
phia; Electric Fuseguard Co., Char- 
lottesville, Va.; Mogadore Insulator 
Co., Mogadore, Ohio, and W. A. Bitt- 
ner Co., Pittsburgh. 


J. Ep. Ericson, for the past eight 
years with the Packard Electric Co., 
has joined the staff of the Frank 
Adam Electric Co., St. Louis, in the 
capacity of sales manager. During 
the past three and one-half years Mr. 
Erickson was in charge of the New 
York territory for the Packard com- 
pany. 


R. W. Everson, sales manager of 
the Mexican branch of the Westing- 
house Electric International Co., has 
been appointed district manager of 
the Atlanta office of the Westinghouse 
Lamp Co. He succeeds Julien Bin- 
ford, Jr., resigned. Mr. Everson has 
been associated with the Westing- 
house industries for more than 24 
years and has held a number of im- 
portant positions. 


H. R. Van Deventer, formerly 
with the bureau of patent develop- 
ment, Westinghouse Electric & Manu- 
facturing Co., has been appointed vice- 
president in charge of research manu- 
facturing and patent development, 
Dublilier Condenser & Radio Corp., 
48 West Fourth street, New York 
City, according to an announcement 
by the latter company. 


THe Wirt Co., Germantown, Pa., 
has announced the retirement of 
Charles Wirt, former president. _ At 
a recent meeting of the board of di- 
rectors, P. H. Stuckey was elected 
president; H. J. Thayer, vice-presi- 
dent, and C. H. Chandler, secretary 
and treasurer. The active manage- 
ment of the business has been as- 
sumed by Mr. Stuckey, formerly 
treasurer and general manager, who 
has been associated with the business 
for more than 12 years. 
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Progressin Jobbing Electric Light- 
ing Fixtures 


| IS an editorial custom of long 
standing to obtain at this season of 
the year expressions from leading 
men in the industry regarding the out- 
look for the new year. There is a 
good deal of interest in trying to an- 
ti¢ipate what is in store for us, and 
it is also of value in formulating plans 
for the new year to have the consen- 
sus of opinion of a group of men who 
have a common interest. 

With these thoughts in mind a rep- 
resentative of THe Jopsper’s Saves- 
MAN approached Sidney T. Beatie, 
manager of R. Williamson & Co., 
Chicago, to propound the question: 
“What do you think of the prospects 
for 1923, especially with reference to 
the merchandising of electric lighting 
fixtures?’’ Mr. Beatie declined to be 
quoted. His prediction for 1923, he 
said, would be so optimistic, at least 
from the standpoint of R. Williamson 
& Co., that the wrong impression 
would likely be created in the minds 
of many. 

What the company has actually ac- 
complished during the year 1922 is, 
however, a matter of record, and it 
constitutes an interesting commentary 
on the question, “Can Jobbers Mer- 
chandise Lighting Fixtures ?”’ 

In Tue Jopper’s SALESMAN 
September, 1921, appeared the first 
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Portable Display Installed in Hotel Room by Alexander & Lavenson 
Supply Co. to Show Williamson Line to Dealers. 





announcement of the Williamson plan 





for merchandising lighting fixtures. | 
Today the “plan” is enthusiastically | 


supported by jobbers in 40 centers 
throughout the United States. Prob- 
ably the best indication of this sup- 
port is the attitude of jobbers them- 
selves in bearing the expense of 
advertising and displaying the Wil- 
liamson line. Several prominent 
jobbing concerns have produced 
broadsides and other descriptive liter- 
intended for 
dealers, and have in other ways fea- 
tured the line. Another indication is 
the fact that a number of jobbers are 
paying bonuses to their salesmen for 
sales of Williamson fixtures, in some 
instances this establishing a _prec- 
dent in sales practice. 

One of the accompanying illustra- 
tions is an interesting sidelight on the 
in promoting 


ature 


activities of jobbers 
fixture sales. 
the Williamson line in a hotel room 
in Stockton, Cal., arranged and 
financed by the Alexander & Levan- 
son Electrical Supply Co., San Fran- 
This display was arranged on 
moved 
from town to town so that the dealers 


cisco, 


portable racks which were 


could be brought in to see the com- 
plete line. Incidentally, it is stated 
that jobbers are opening on an aver- 
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“AMERICAN BraNnD® 





“AMERICAN 
BRAND" 


Weatherproof and 
Bare Copper Wire 
and Cables 


First Sale 


Vs. 


Future Sales 


“American Brand” Weatherproof 
Wire makes a decided hit with the 
dealer by its ability to sell time and 
time again to regular purchasers of 
wire. 


The greater the degree of pur- 
chaser discrimination, the greater 
“ce ° ”” i 
are “American Brand” sales, due, 
of course, to its superior and last- 


| ing qualities. 


Jobbers’ salesmen selling “Ameri- 


can Brand” Weatherproof and 
Bare Copper Wire and Cables get 


| the repeat orders. 


Send for a Sample 


American Insulated 
Wire & Cable Co. 


CHICAGO 











“AMERICAN BraNnd® 
WEATHERPROOF WiRE AND CABLES 
HAS EQUAL 
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The Plier of the 


Master Electrician 


HE master electrician 
is very fussy about his 
pliers—that’s why he insists 
on “Red Devils.” 


He takes no chances with them. 
Every pair is carefully tested to 
stand 10,000 volts. 


“Red Devil” Insulated Side Cut- 
ting Plier No. 4950 meets the 
most exacting requirements of 
electrical workers for high ten- 
sion work and all-around handi- 
ness and safety in a plier. 


Send for Trade Prices 
Electrician’s Tool Booklet Free 


SMITH & HEMENWAY CO., Inc. 
Manufacturers of “Red Devil’ Tools 
266 Broadway New York, N. Y. 


Sell him “Red Devils’’ 
Keep his confidence, 


el Tools 
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age of seven new dealer accounts per 
day as a result of such merchandising 
activities. 

That the electrical jobber is 
rapidly appreciating the importance 


| of fixtures sales is illustrated by the 


establishment of fixture display rooms 
by practically all of the Williamson 
jobbers. It has been the thought of 
those who have studied the subject 


| that display rooms were essential to 


the fullest success in merchandising 
fixtures, and it is interesting to note 
that among jobbers who apparently 
are making the greatest progress in 
merchandising lighting equipment this 
has been found to be true. 

The foregoing seems to be a rather 
convincing array of evidence, showing 
the co-operation which jobbers are 
extending to the Williamson company. 
In addition, the company is continu- 
ing to discover new ways to aid its 
jobbers in their merchandising prob- 
lems. Missionary men, all of whom 
are graduates of a training school 


| conducted in the Williamson factory, 


are continually working with jobbers 
and dealers to aid jobbers in their 
sales activities. One such man is as- 
signed to each jobbing territory and 
new men are added as coyghitions 


| justify. 


In this connection, announcement 
was made by Mr. Beatie that arrange- 
ments have been completed for Weir, 
Smith & Co., New York City, to act 
as sole representatives in the New 
York district for R. Williamson & 
Co. This includes all territory. east 
of Harrisburg, Pa. The arrangement 
provides for Weir, Smith & Co. main- 
taining a field salesman for each Wil- 
liamson jobber. thus assuring the 





Usual Arrangement for Hotel Room Display of Lighting Fixtures by Field Repre- 
sentatives of R. Williamson & Co. 


al 


e,Ss if 


ie 








































closest possible contact between the 
distributors and the supplier. 
Looking ahead with respect to one 
phase of the company’s activities, 
arrangements are being made to dis- 
play during 1923 the complete Wil- 
liamson line fully lighted in every city 
in the United States of 19,000 popu- 
lation and over. This ambitious pro- 
gram will doubtless do much towards 
further popularizing Williamson 
products throughout the country. 





Tue Mott Evectricat Manurac- 
TuRING Co., 1848 West 14th street, 
Chicago, has appointed the Clark & 
Gansman Electric Co., 718 Cherry 
street, Philadelphia, as sales agent for 
its ‘“Powerlet’” conduit fittings, 
“Multi” porcelain bushings, cutouts 
and accessories. B. F. Clark and B. F. 
Gansman have been associated with 
the electrical trade in Philadelphia for 
many years, They will cover the east- 
ern part of Pennsylvania as well as 
Baltimore and Washington. 


THe Hart & Heceman Manv- 
FactuRING Co., Hartford, Conn., 
manufacturer of wiring devices, have 
purchased a plant at Russ and Law- 
rence streets, which has been occupied 
by the Hartford Auto Parts Corp., 
manufacturer of universal joints. The 
company has purchased this property 
in order to provide quarters for future 
expansion. 


Tue BussMANN MANUFACTURING 
Co., St. Louis, manufacturer of fuses, 
has removed its New York City 
braueh office and storeroom to 27 
Warren street. The company’s other 
New York establishment is at 23 
Murray street. 
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“J GEr-2z4Dy- FOR 
3% “WINTER TROUBLE 


“Trouble time’ is coming: Storms, 
sleet, ice, and snow will soon be here! 


Get ready now for the four hard months 
ahead. Look over the kits of the 
‘“‘trouble-shooters”—make sure your 
line-gangs are well supplied with Klein’s 
“Chicago” Grips, ‘“Haven’s’” Grips, 


‘“Come-Along’s” and lineman’s tackle. 


Make a list now of the extra Klein 
Climbers, Safety Belts and Straps neces- 


sary for the hard winter months. 
Be, 


Get your order in today for the Klein 
tools you'll need to make your summer 
tool stock—‘‘winter size!” 





Above is reproduced the eleventh of 
Kiein’s 1922 campaign to the elec- 
trical trade. Kiein’s products are 
vorth bragging about! 


Mathias & Sons 
Chicago USA 
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New Electrical Products, Illustrated 
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A radically new idea in electric table stoves is embodied 
in the design developed by the A. Mecky Co., 1705 Allegheny 
avenue, Philadelphia. Two cup-shade heating reflectors, much 
like miniature radiant heaters, are suspended on a sturdy 
framework. They face each other, separated by only two 
or three inches. In and out of this intervening space are 
slid the toaster, or between the two batteries of concentrated 
heat the cooking is quickly done. The three utensils supplied 
include a toast rack, a container in which eggs may be cooked 
or in which cereals may be warmed, and a frying pan. The 
stove is solid nickel, and is rated at 600 watts. 






























A strong, sturdy appliance built for long and efficient 
service is the “Estate” four-slice reversible toaster recently 
developed by the Estate Stove Co., Hamilton, Ohio. The 
heating element is made of ‘“Nichrome” wire. 











A new line of electric range lids with adapters for use 
with electric ranges or for converting gas, oil or coal ranges 
into electric units has been developed by the Edwin L. 
Wiegand Co., 422 First avenue, Pittsburgh. The adapter 
consists of a “Chromalox” unit, the resistor of which is 
imbedded in the cast-iron top and held in place by an in- 
sulating compound. Each unit is designed for three heats, 
with wattages ranging from 660 to 2000 watts. Three legs 
can be attached to the adapter and with a three-heat switch 
a utility stove can be made. 
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The P. A. Geier Co., Cleveland, has placed on the market 
a new “Royal” hair cutter for barbers’ use. It runs 
smoothly, quietly and with practically no vibration. The 
motor can be regulated as desired, and the blades can be 
changed without stopping the motor. The list price is $40; 
complete with stand, $45. 


Some of the features of the “Ideal” electric cord adjuster 
manufactured by the Electric Cord Adjuster Corp., 108 East 
125th street, New York City,.are that it eliminates the 
danger of the cord entangling with the appliance, and is 
protected against short circuits and fire; list price, $0.25, 
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The “H. R.” type bracket recently “ 
developed by the Reflectolyte Co., 914 
Pine street, St. Louis, Mo., is a wall 
bracket equipped with a half-shade, the 
lower horizontal surface of which is 
closed. The glass is blown in one piece 
and is opal enameled except for the flat 
lower face which remains clear and 


permits light to be reflected forward 





















A new line of toggle switches of 















and downward by the opal-enameled 
walls of the remainder of the shade. 
These brackets are made with plain 
or ornamental metal parts and are de- 
signed for use with 10, 15 and 25-watt 
tungsten lamps and with 25 and 50- 
watt mill-type lamps. They are par- 


ticvlarly suitable for use in hospitals, 
banks, hotels, etc. 








shallow depth to permit their use in 
thin partitions has been brought out 
by the Connecticut Electric Manu- 
facturing Co., Bridgeport, Conn. The 
switch will carry three times its rated 
load, it is stated, and its construction 
is exceptionally sturdy. It is also 
made in double-pole and three-way 


types. 








The “White Lily” swinging-wringer 
wood-tub washer, manufactured by the 
White Lily Manufacturing Co., Daven- 
port, Ia., consists of a folding bench 
for tubs, and a reversible, swinging 
wringer. The metal parts of the ma- 
chine, which is motor operated, are 
made of malleable castings. 
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F RANKELITE Quality Lighting Fixtures are 
correctly designed and beautifully finished. 
Their wide appeal is an assurance of rapid turnover 
and large profits. 


fn a ee ee I)! 


All brass materials and only the best of workman- 
) ship enter into their construction. Each fixture is 
| packed in attractive individual carton to make for 
| ease of handling. 


| Frankelite Service makes it possible for jobbers to 
{ do a large business on a minimum investment. 
Our special plan fits right into your business. 


Our complete lines are shown in an attractive 72- 
page book just issued. Ask us to send you a copy. 


THE FRANKELITE COMPANY 
5016 Woodland, Ave. Cleveland, Ohio 








BRANCH OFFICES 


12 South Clinton St., 207 South Sixth St.. 
Chicago, Ill. Minneapolis, Minn. 











See our exhibit at the 

Lighting Fixture Market, 

10th Floor, Winton Hotel 

Cleveland, Ohio, January 
15 to 20. 


* 
frankelite 
Quality Lighting Fixtures 
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New Electrical Products, Illustrated 









A new addition to the line of “Hot- 
point” household appliances manufac- 
tured by the Edison Electric Appliance 
Co., Chicago, is a percolator urn of dis- 
tinctive design, reflecting the utmost in 
quality and taste. The body is nickel- 
plated copper and the handles are 
nickel-plated white metal. Fibre in- 
sulators guarantee cool handles. The 
urn is provided with the standard 
“Hotpoint” safety switch. A special 
feature is the addition of a switch 
handle on the outside of the base; 
should the percolator overheat due to 
contents boiling away this handle will 
permit resetting of the safety switch 
without removing the cap. 








The application of electricity to an 
old idea is embodied in an electric soap- 
stone warmer developed by the C. & S. 
Electric Co., Warren, Pa. It consists 
of a piece of soapstone 6 by 10 by 1.25 
in., embedded in which is a 800-watt 
heating element, and furnished with the 
customary cord and plug. A washable 
bag encloses the device, and gives it a 
neat appearance. The list price is $5. 








The Beaver Machine & Tool Co. 
Newark, N. J., has developed a new 
separable plug. Some of the features 
of this device are that the plain end on 
screw shell enters the lamp-socket 
easily; there are shallow cup like de- 
pressions that locate the slots; a V- 
shaped passage grips the wire and 
serves as a Strain relief; snug recesses 
confine the wires under the screw- 
heads, and the bell-shaped cap fits the 
fingers and affords a better grip for 
separating. 


Designed especially for use in the 
solid shallow partition work is the 
switch box recently developed by the 
Chicago Fuse Manufacturing Co., Laf- 
lin and 15th streets, Chicago. It is 
1.5 in. deep and has a 0.5-in. knockout 
at each end for attaching conduit or 
armored cable. It has the same fea- 
tures as the regular “Gem” line and 
will accommodate all standard makes 
of shallow switches. 








The Best Stove & Stamping Co., 
145 East Atwater street, Detroit, has 
placed on the market a new device 
called the “Double Action Heater.” It 
is equipped with an insulated handle. 
The entire top, base and legs are fin- 
ished in nickel, and the body in a 
special fine black satin enamel. 































A unique and artistic lamp called the 
“Clamp-o-Set” has been developed by 
the Bussmann Manufacturing Co., St. 
Louis, which can be used as a clamp 
lamp, a stand lamp or suspended as a 
hanging lamp from the wall. It swiv- 
els and angles and can be placed in 
any position desired. It is finished 
in brushed brass and is equipped with 
a convenient length cord and combina- 
tion separable attachment plug. An 
attractive three-color poster and count- 
er card are packed in each case of 10 
lamps, 








Insulator 


The Hartford Battery Manufacturing 
Co., Milldale, Conn., has developed a 
storage battery in which each alternate 
plate is provided with an insulator ex- 
tending along the bottom of the plate 
designed to prevent short-circuits even 
if the plates buckle. Hardwood sepa- 
rators are used, and the manufacturer 
states that even with worn separators 
the battery is protected against short- 
circuits by the insulators. The handle 
of the battery is made of wire with a 
heavy lead protective casting on it 
which is offset to permit easy access to 
the terminals. The case is made acid- 
proof and no metal fastenings which 
might corrode are employed in its con- 
struction. 

















A new repulsion type of electric 
motor for temperature regulator use 
has been placed on the market by the 
Honeywell Heating Specialties Co., 
Wabash, Ind. The device is a self- 
contained unit housed in a solid casi 
frame, and was designed in co-opera- 
tion with engineers of the General 
Electric Co. The motor is oil, dust 
and smoke-proof, and has no fragile 
parts. It is also suitable for central- 
station heat control, steam or hot 
water, oil-burning and special appli- 
cations. 
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The Greatest Advance in Electrical 
Supply Catalogues in Twenty Years 


The new Donnelley series of electrical supply catalogues 
embodies improvements which constitute the greatest 
advance that has been made in electrical supply catalogue 
building in twenty years. 


These catalogues are being built entirely from the jobber’s 
standpoint. 


Not a manufacturer is being asked to pay for a page. 

Donnelley’s are going to invest at least the first $25,000.00 

from our own funds in the building of the first six or eight 

caRPETES beyond what the jobbers will be charged for the 
ooks. 


We are still further enlarging our catalogue compiling 
organization, but even with the enlarged department, it will 
be possible for us to build only a limited number of cata- 
logues for delivery during the coming season. 


Contracts will be entered in the order in which they are 
received. One of our representatives will be glad to go over 
your requirements with you by appointment. 





R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Headquarters 


731 Plymouth Court Chicago, III. 
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5 ‘Tools in 1 


Here is a tool which for perform- 
ance and cost is between the ordi- 
nary breast drili and the large and 
expensive hand electric drills. It is 
Electric Hand Drill—a 
compact, powerful, useful little tool. 
only $25.00 and will be 
useful 


the Jones 


It costs 
found 
where for drilling, buffing, polish- 


exceedingly every- 


ing, grinding, and sawing. 


It is fitted with a high speed uni- 
versal mcotor which can’t heat and 
a % inch Jacob’s chuck. It is a tool 
which makes drilling holes in any 


materials more economical. 





We _ also 
make an 
electric 
bench drill 
press which 
sells for 
$45.00. We 
shall be 
pleased to 
furnish de- 
scriptive 
matter of 
both. of 
Write us today. 





these tools. 


Agents Wanted 


Jones Drill & 
Specialty Co. 


245 7th Ave., 


NEW YORK 



































Manufacturers’ News 


A Brancu Orrice has been estab- 
lished at 120 West 32nd street, New 


York City, by the Simplex Wire & | 


Cable Co., Boston, with Joseph G. 
Broheck as manager. Mr. Brobeck 
his sold the company’s wires 
cables in 
since March, 1920, and previous to 
that time was connected with the Sim- 


and | 


the New York territory | 


plex company’s sales organization in | 


Boston for 19 years. 


G. R. Watson has been appointed | 
district sales manager in Cincinnati | 


by the Mutual Electric 
Co., Detroit, manufacturer of switches 
Mr. Watson's 
former connections were the 
Pullman Co., Chicago, the Crous: 
Hinds Co., Syracuse, N. Y., and the 
Wadsworth Electric Manufacturiv’ 
Co., Covington, Ky., as general sales 


and __— panelboards. 


with 


manager. 


In tHe Dears or J. C. Kirkrar- 
ricK, president of the National Pole 
Co., which occurred at Escanaba, 
Mich., in November, the cedar-pole 
industry lost one of its leaders, and 
many electrical jobbers who had the 
good fortune to have business dealings 

















landing orders, “Curly” 


Speaking of 
stated confidentially that this “minnow” 
represents just about the size he likes to 


help his jobbers’ salesmen get. And 
“Curly,” who, by the way, is I. M. Kirlin, 
resident engineer for the National X-Ray 
Reflector Co., at Detroit, jerks a mean 
line, both for muskies and orders, and 
don’t ever think he doesn’t. 


& Machine | 




















It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 
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Start the New Year Right 
With 


HYDRO-PROOF 


Black Insulating Tape 
In Stock 


Everywhere there is great 
demand for insulating tape 
certain to give good service 
on outside work. HYDRO- 
PROOF tape is the very in- 
sulator needed for such con- 
ditions. 


HYDRO-PROOF tape is 
not an experiment. For ten 
years we have been making 
it and watching it grow in 
popularity as it proves itself 
to mining engineers, linemen, 
and other users of water- 
proof insulation. 


Elkhart Rubber Works 
Elkhart, Indiana 











BRUNT 
uuality PORCELAIN 


QUALITY 


Manufactured under license from the 
Porcelain App'iance Corp. 





Our goods 


marketed Patented 
through the Feb. 3, 
Jobber. 1920 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 


with him are among the thousands who 


| 
| 


mourn his loss. 


born in Pittsburgh in 1863, and when | 
| 14 years old went to Escanaba with 
his father, who was president of the 
Superior 


Pittsburgh-Lake Coal & 





J. C. Kirkpatrick 


Iron Co. 


Mr. Kirkpatrick was | 


It was while clearing land | 


for this company that “Kirk” became | 
associated with the pole industry, a | 


business which he made his life work | 
| and in which he became widely known. | 
'He was president of the National | 
| Pole Co. for more than 15 years, and 


was an officer in a large number of | 
companies, among which was the Es- | 


canaba Power & Traction Co. 


Tue Brack & Decker MANUFAC- 


| pURING Co., Baltimore, Md., has an- 


_nounced a reduction of $11 


in the 


price of its standard quarter-inch 


announcement 


electric drill. The 
states that this is the only reduction 


| contemplated, and is made possible 


by the trebling of the production of 
this size drill in the past year. 


Tue P. A. Geter Co., Cleveland, 


lias announced a new complete set of 


attachments for the “Royal” electric 
With this set of attachments | 


cleaner. 


the retail the 


price of “Royal” 


The price of the 


cleaner alone remains: at $55, while 


| that of the attachments is $10. 


Wittiam A. Moopy, formerly con- 
nected with the electric range and 
water heater department of the Pacific 
Gas & Electric Co., San Jose, Cal., 
has been appointed representative in 
northern California for the Automatic 
Electric Heater Co., Warren, Pa: His 


cleaner and attachments is $65, in- | 
| stead of $67.50. 


many years of experience in the elec- | 



















































THE ms, 
“CACKLE” 
AUTOMATIC 


TIME SWITCH 


The “Cackle’’ Automatic 


Time Switch has been devel- 
oped to meet the constantly 


increasing demand for an 
inexpensive, but dependable 
time switch for poultry house 
lighting—and it does. 


The “Cackle’’ Time Switch 
will automatically turn the 
electric current ON at any 
pre-determined time. 


The clock is a high grade, 
one day movement, operat- 
ing a 10 amp., single pole, 
and __s break 


quick make 
switch. 


Every poultry man, profes- 
sional and amateur, every 
farmer, can use the “‘Cackle”’ 
Time Switch to advantage 


and with profit. 


Electrical Jobbers and Deal- 
ers will find a ready-made 
market for this profitable 
and quick selling time switch. 
Bulletins, prices and dis- 
will be mailed 
promptly—shipments out of 


counts 


. stock. 
| HARTFORD TIME SWITCH CoO. 


A. HALL BERRY 


71-73 Murray St., New York, N. Y., U.S.A. 
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“CENTRAL” 


Rigid Steel 
CONDUITS 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 





“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 


“Central White”—galvanized 
“Central Black” — enameled 


Central Tube Co. 


PITTSBURGH, PA. 
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Tests 


Show the Facts 
i om | 


Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 









Electrical Testing 


Laboratories 
80th St. and East End Ave. 
New York City 


= 
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tric heating field will enable him to 
give valuable assistance in the mer- 
chandising of the company’s products, 
which include ‘‘Sepco” automatic elec- 
tric water heaters, glue pots, solder 
pots, vulcanizers, battery steamers, as 
well as the company’s general line of 
electric heating appliances. His 
headquarters will be at 63 Second 
street, San Francisco. 


Tue Atxtanta headquarters of the 
Westinghouse Electric & Manufac- 
turing Co. are to be housed in a new 
six-story building which is _ being 
erected at the corner of Jones ave- 
nue and Marietta street. The build- 


| ing, which will be known as the West- 


inghouse Electric building, will be 
leased and will be constructed accord- 
ing to the company’s specifications. It 
will be used as an office, warehouse 
and service station. Construction 
work was started Dec. 1 and will 
probably be completed by May. 


Tuomas M. Meston, president of 
the Emerson Electric Manufacturing 
Co., St. Louis, died suddenly on Nov. 
23 of heart disease, at the age of 51 
years. Mr. Meston was an officer of 
the company and active in its man- 
agement for 25 years. He was born 
in Elgin, Scotland, and emigrated at 
an early age to Canada, where he re- 
ceived his education. In 1886 he 
moved to St. Louis and entered the 
employ of the Simmons Hardware 
Co., remaining with this firm until 
1897, when he resigned to become sec- 








Introducing J. E. Chrisman, who used 
to be southwestern sales manager for the 
Apex Electrical Distributing Co., but 
who is now with the Torrington Co. His 
old stamping ground used to be in Kan- 
sas City and surrounding territory, but 
now he limits himself only to the whole 
United States, and is assisting in putting 
in factory branches in different parts of 
the country. 
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Glass Insulators 


for medium voltage 


Power Lines 


are Best Because ‘ner 


serve Better, 
Longer and cost 


Let us send you more in- 
formation about these In- 
sulators. 











HEMINGRAY 


OFFICESS FACTORY 
MUNCIE . 
IND. 
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The Valentine- 
Clark Co. 


CEDAR POLES 


New York Toledo 
Minneapolis 


Chicago 
Spokane 


HE secret .of wood preser- 


vation is simple: Poison 
your wood so it will not be at- 
tacked by fungi at the ground 
line, by using a HIGH-BOIL- 
ING OIL OF COAL TAR, 
This will forever hold the poison 
Results are 


permanent if properly applied. 


and not leach out. 


Specify V-C Butt Preservation. This 
guarantees you a perfect Process of 
Pole Butt Preservation. 
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PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 

















POLES 


PLAIN OR TREATED 


NATIONAL POLE C0. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 
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NO 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
SJ ToCashInOn BELL Poles 
=J SEND FOR s 4‘ oe—w 
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retary of the Emerson Electric Manu- 
facturing Co. He became second 
vice-president in 1905 and later suc- 
ceeded to the presidency. For many 
years Mr. Meston was -a prominent 


figure in the business and social life | 


of St. Louis, and participated actively 
in many charities, giving freely of his 
time and money. In his death the 
company and the community in which 
he lived suffer a great loss which is 


deeply felt by a host of friends and 


business associates. 


Tue Exvectricat Sares Co., 1215 
Filbert street, Philadelphia, has been 
appointed district sales representatives 
for the Schwarze Electric Co., Adrian, 
Mich.; the E. H. Freeman Electric 


Co., Trenton, N. J.; the Ramey Man- | 


ufacturing Co., Columbus, Ohio, and 


| the Trenton Porcelain Co., Trenton, | 


N. J. Fred H. Scarborough is man- 
ager of the company. 


THe Nationat Lamp 


ble cardboard automobile lamp kits 
were out, 100,000 were shipped to the 


trade, thus justifying the idea of dis- | 


504 Sherman St., Chicago, Ill. 


mobile owners the idea of carrying | 


tributing a special kit to sell auto- 


extra lamps in their cars. 


A FotpeR which gives a summary | 


of the “Red Spot’ line of carton- 
packed commercial lighting hangers 
has been issued by the F. W. Wake- 
field Brass Co., Vermilion, Ohio. It 


is illustrated and shows detailed con- | 
Special em- | 
phasis is made of the fact that these | 
hangers are distributed through job- | 


struction of hangers. 


bers. 


Tue Srates Co., Hartrorp, 


; Conn., manufacturer of central-sta- 


tion testing apparatus line switches 
and other specialties, has moved its 
winding department to 78 Francis 
avenue, Hartford, in order to provide 
space for handling additional business 
at its main plant. 


SALES OF ELECTRIC TRACTORS in 
1922 by the Mercury Manufacturing 
Co., Chicago, have doubled those of 
1921, according to a recent statement 
by J. R. Beasley, general manager. 


Tue Jewett MANvuFAcTURING Co., 
which is making an extensive line of 


radio apparatus, has moved from 342 | 


Madison avenue, New York City, to 
226 Sherman avenue, Newark, N. J. 


Works, | 
Cleveland, recently stated that during | 
the first month that the new collapsi- | 





Dongan Electri¢ Manufacturing Co 


BELL RINGING & RADIO TRANSFORMERS 
Detroit Mich 


mre tteeeetert F Hoenn Y : ~ 
MAN 7% 








HOOD RIVETED ON 
Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
than average toggle bolt. 

First Toggle Bolt made. 


The Thomas Wrigley Co., 






































YOUR TRADE IS ASKING FOR 


BINDING 
POSTS 


EB 





Buddy 
Lay in a stock of these live sellers. 
Sold through jobbers at attractive discounts. 
Write for bulletin 10. 
THE H. H. EBY MFG. CO., PHILA. PA 


Ensign “H” Ace 














YAGER’S 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new style con- 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
CO., Inc. 
HUDSON, N. Y. 
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CLEARSITE 


REG. U. S. PAT. OFF. 


PLUG FUSES 


yor dealer can find no stronger selling points for fuses than 
Xo “Clearsite Fuses are a necessity and an insurance against 
lengthy interruptions to electrical circuits. The retail package allows 
the user to buy a package each of the desired capacities at a nominal 
cost.” 
To the dealer, this retail package has additional benefits in the 
reduction of stock handling costs and the elimination of wrapping 
expense. Costing about yc for packaging, this is much cheaper than 
a dealer can wrap up four loose fuses. 
This handy package at a popular 
price wins the favor of the consumer. 





REASONS WHY: 


1—Easily inspected; capacity plainly 7—Breakage eliminated in handling 
visible. or use. 

2—Small, strong, clear window per- 
manently attached. 


3—Link melts immediately under the : t 
window. 9—Priced right to jobber and con- 


4—Economy “Drop Out” Link used sumer. 
exclusively, 10—Packed both in usual standard 


5— Insulation cap has fluted grip. package quantities and in attrac- 
6—Screw shell is securely fastened. tive colored retail packages. 


Economy Fuse & Mfg. Co., Chicago, U. S. A. 


SALES OFFICES IN PRINCIPAL CITIES 


8—Lighter weight minimizes freight 
costs. 














Sees) Profit Makers 
FOR INDOOR USE 
for Your Dealers 


Eveready’s twelve messages to you on this page dur- 
ing 1923 will be on “Profit Makers for Your Dealers.” 
Take, for example, the 


Eveready Unit Cell Battery 
for all makes of Flashlights 


Not only the greatest profit maker in the entire flashlight battery field, 
but often earns more profits per dollar invested than anything else in 
the store, because — 


1. There are only 2 sizes for the dealer to carry, and from these 
he can supply batteries that will fit and 
improve all makes of flashlights. 





. The dealer needs but an insignificant 
sum of money invested in batteries, be- 
cause the range of the Eveready Unit 
Cell is so universal he no longer requires a 
a wide variety of sizes and the conse- ‘ ATTER - 
quent heavy stock. (UNIT CELL? “y 


NATIONAL Vy, | 
“ARRON, COMPANY ™ 


EREAn. . It gives the dealer the fastest turnover ait eee 
EV ADy known to the battery trade, because he ae 

carries only a small stock and re-orders 
frequently in proportion to his sales. 
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. Eveready Unit Cells are now made better than ever—we have 
increased their shelf life 50%. No. 950 is guaranteed for 9 
months, and No. 935 for 6 months. 


Eveready Profit Makers for Your Dealers 
are Profit Makers for You 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


EVEREADY 


— FLASHLIGHTS 
It takes but a small investment 
to carry a well assorted stock of 
Eveready Flashlights 




















OR over a quarter of a century R & M Fans have been bringing com- 
F J fort and joy to electrically equipped homes the world over. And a 

FA large percentage of the first fans, built more than twenty-five years ago, 
Tri ]] are still in use, giving the same dependable service they gave when 
new. 




















Because R & M Fans do invariably . give such long, reliable service, many job- 
bers and dealers have stuck to the R & M line throughout their business lives. 
They know that R & M quality reduces service expenses to an almost negligible 
amount, and makes permanently satisfied customers for the jobber and dealer. 


The 1923 R & M catalogue for jobbers and dealers is ready for distribution. If 
you haven't received a copy, ask for fan catalogue Number 1203. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins Sage & Myers 


Motors gis ey And Fans 
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